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ORGANIZED CASH CAPITAL 
1853 be $6,000,000 


Local Agents 


When You Serve The Home of New York 
The Home of New York Serves You 


Simple, isn’t it? But a deal of truth and logic nevertheless. 


For an agent of THE HOME OF NEW YORK can not and need not do all the work himself. 


He isn’t the only motive power in a transaction that would otherwise be one sided. 


THE HOME OF NEW YORK believes in the practical theory that ‘‘many hands make light 
work”; which is why we add our own efforts to the activities of our agents so that a co-ordination 
of both will result in increased production and profit for the two parties. 


THE HOME company NEW YORK 


ELBRIDGE G. SNOW, President 





Aircraft, Automobile (Complete Cover in Combination Policy), Crop Investment, Earth- 
quake, Explosion, Fire and Lightning, Flood, Hail, Marine (Inland and Ocean), Parcel 
Post, Profits and Commissions, Registered Mail, Rents, Rental Values, Riot and Civil 
Commotion, Sprinkler Leakage, Tourists’ Baggage, Use and Occupancy, Windstorm. 
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“NO BETTER THAN SOME OTHERS 
BUT AS GOOD AS THE BEST.” 


THE PHOENIX 
INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
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NINETY YEARS OLD ME HALE AND HEARTY 


Che 
FRANKLIN FIRE 
INSURANCE COMPANY 


ELBRIDGE G. SNOW, President 











a of the Franklin gives Local Agents 
an institution that has not only weathered the storms of 


ninety years, but has come through hale and hearty, and ready 
for whatever the future holds. 
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Add to this the well known disposition and character of its 
present management and the quality of its service facilities, 


and the result is an insurance company that is truly an asset 
to its local agency representatives. 








Fire, Lightning, Automobile (Complete Cover in Combination Policy), 
Explosion, Hail, Marine, Profits and Commissions, 
Rents, Rental Values, Riot and Civil Commotion, 
Sprinkler Leakage, Use and Occupancy, Windstorm. 
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“You may delay, but Time will not”... . Benjamin Frankkin 
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The Aftermath 


The second crop of ideas 

following a convention 

is garnered by all who attend 
(and some who do not) 

when they realize 

that cooperation with agents 


and prompt and cheerful payment of losses 
after all are the main factors 


We think so, too. 
as And believe in cementing firmly the friendship 
of our representatives and policyholders always—all ways. 








Fire, Lightning, Tornado and Windstorm, Automobile, 
Riot and Civil Commotion, Use and Occupancy, Rentals, 
Profits and all Kindred Lines. 














North British & Mercantile 


INSURANCE COMPANY 





CECIL F. SHALLCROSS, United States Manager 
——ASSISTANT MANAGERS—— 
E. T. CAIRNS, W. P. YOUNG, _C. R. PERKINS, W.S. ALLEY,  C. E. CASE 
R. P. BARBOUR, Secretary 


76 William Street, NEW YORK 


Sealed with the Approval of 
the American People 
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LOCAL AGENTS MEET 


Des Moines Convention Raps Firemen's Action at Louisville 


CONVENTION HALL, 
Des Moines, Ia., Oct. 22. 
A resolution condemning the action 
of the Firemen’s of Newark in connec- 
tion with the Louisville bank agency 
deal was adopted by the National As- 
sociation of Insurance Agents at its 
closing session here today. ‘ 
In connection with the presentation 
of the resolution a number of illuminat- 
ing talks were given by agents. W. F. 
Battelle of Los Angeles presented the 
resolution and said that it was just a 
question of whether or not the asso- 
ciation has “guts” enough to do some- 
thing. 


M. ALLEN, who seconded the 
E. the resolution, said that he had 
heard that Western Manager Neal Bas- 
sett was-a high type of man. A de- 
fense had been given of Mr. Bassett 
to the effect that he had not done any- 
thing deliberately, but might have been 
led into it by his Louisville local agents. 
Mr. Allen asked the convention if they 
had ever heard of any agents who could 
lead Mr. Bassett around by the nose. 
“Do you think,” he asked, “that Mr. 
Bassett is inexperienced enough to have 
gone into this deal with his eyes shut? 
The effect of a success in the efforts of 
the Firemen’s would have been the 
annihilation of all local boards and 
hence the local agency system. 


sc"T' HE matter is now entirely up to 

Mr. Bassett,” he said, “Before the 
decision of the court was given at- 
tempts were made by Louisville repre- 
sentatives and by associates of Mr. Bas- 
sett in Chicago and the east to persuade 
him to acknowledge the board rule, but 
he refused and was thoroughly whipped. 
It is the intention of those who drew 
up this resolution to allow Mr. Bas- 
sett to square himself if he desires. 

“If he is as broad minded, generous 
and wise as he is said to be, he will 
give evidence of his willingness to sup- 
port the principles of the Louisville 
board. If he does he should be ex- 
tended the right hand of fellowship,” 
said Mr. Allen, “but if he does not, if 
he ignores the decision, which I sin- 
cerely hope he will not, he will be in- 
dicating that he has no regard for the 
National Association, no desire to co- 
operate and no respect for local boards.” 

If that is the case, there is only one 
course open, in Mr. Allen’s opinion, for 
agents of the Firemen’s of Newark, and 
that is to disassociate themselves from 
that company entirély. 


L. STEWART of Kansas City 
esaid that he did not believe the 
tesolution had gone far enough. He 
said that the only defense that Mr. Bas- 
sett had given for his action was that 
he appointed the bank his a%ent to pre- 
vent two other companies from beating 
him to it. If Mr. Bassett has really 
wanted to prevent the other companies 
from breaking the board rule, all he 
would have had to do would be to re- 








RESOLUTION ON LOUISVILLE CASE 


Almost simultaneously with the declaration of the National Asso- 
ciation of Insurance Agents by the mid-year meeting last March against 
the appointment thereafter of banking institutions as local agents, the 
Firemen’s of Newark, ignoring this declaration, selected as one of its 
agents at Louisville a large banking institution in defiance of the long- 
established and well-known rules of the Louisville Board. 

Therefore, Be It Resolved, That in the part played by the Firemen’s 
in the attempt to disrupt the Louisville Board it has justly earned the 
condemnation of every agent who believes that good practices, under 
proper rules, administered by a local organization, are essential to the best 
interests of the public, their companies and themselves. 








quest the conference committee to ap- 
prove the rule of the Louisville Board. 
Mr. Bassett and his company have 
signed an agreement to handle such 
problems by this method. 

“It is not too late,” said Mr. Stew- 
art, “to get the conference committee 
to approve the board rule now, and 
from the way which the companies 
withdrew from Booker & Kinnaird it 
seems quite sure that they would.” 


APT. S. L. LAWREY of Tampa, 

Fla., said that this was a matter 
of life and death with the agency sys- 
tem. “If Mr. Bassett,” said he, “does 
not come down, I am in favor of the 
agents of the country fighting like the 
devil.” 

Mr. Merrill of New Hampshire said 
that many years ago a dispute arose in 
which the agents of the east were not 
concerned, but he had advised the 
agents of New Hampshire at that time 
to stick with the National Association, 
because the support of the association 
would undoubtedly be needed in the 
future. True enough, the association 
helped win a fight in New Hampshire 
against overhead writing, in regard to 
the matter in hand. 

“T am an agent of the Firemen’s. If 
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it will do this in Louisville it is apt to 
do it in my own state and city if occa- 
sion arises. If the Firemen’s does not 
join the Louisville Board through its 
local representatives, it is time for the 
local agents all over our broad land to 
take action. I, for one, shall send back 
the supplies of the Firemen’s of 
Newark.” 


R R. BROCKETT of Buffalo, N. Y., 
etold of an instance that happened 
several years ago in the town of Hor- 
nell, a town of 10,000 population. The 
case was that of a new local agent 
of the Firemen’s. Soon after the pur- 
chase of his agency he took office space 
with a non-board local agency. The 
Firemen’s was requested to see that its 
agent moved, but refused to do any- 
thing. The other companies took up 
their supplies, and the Firemen’s got 
more business from Hornell than be- 
fore. After two years both the agent 
and the company recanted and were re- 
installed as members of the local board 
at Hornell. 

All Firemen’s agents were asked to 
stand up. The feeling at the conven- 
tion is tense on the subject. The hope 
is expressed that the company will 
make amends. The resolution was 
passed as introduced. 
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ELECTED 
President—Fred J. Cox, Perth Amboy, N. J. 
Chairman of Executive Committee—James L. Case, Norwich, Conn. 


New England States—Archer Sanderson, Provi- 
Middle Atlantic States—John Tiernon, Jr., Buffalo, 
Southeastern—Lawrence M. Pinckney, Charleston, 


Middle Central—J. A. Duckworth, Alabama. 
Great Lakes—Shirley E. Moisant, Kankakee, III. 
Middle Western States—Eugene Walsh, Daven- 


Mississippi Valley—Cliff C. Jones, Kansas City, Mo. 
Rocky Mountains—D. J. Main, Denver, Colo. 


Vice-President, Southwestern States—R. M. Eacock, Oklahoma City. 
Vice-President, Pacific Coast—Walter Robertson, Seattle, Wash. 


Probable Next Place of Meeting—Los Angeles. 





CONVENTION HALL, 
Des Moines, Ia., Oct. 22. 

The convention of the National As- 
sociation of Insurance Agents, which 
closed here today,. demonstrates the 
progress that has been made within a 
year’s time. The organization has 
proved its great usefulness to the agents 
of the country as being their spokes- 
man and defender. A number of issues 
have arisen this year where the power 
and machinery of the National Associa- 
tion was brought into play for the pro- 
tection of local agents. Never before 
has the absolute need of an agents’ or- 
ganization been so fully exhibited. 

The Louisville Board controversy, the 
Ford Motor Company plan of insur- 
ance, nonagency mutual and reciprocal 
competition, the ownership of casualty 
expirations, are just a few of the major 
points that have been engrossing the 
minds of the agency leaders. 


¥ i HE National Association is winning 
the confidence of the companies be- 
cause of its conservatism, desire to 
deal fairly and its intelligent handling 
of issues. The National Association 
has ceased to heckle and attack com- 
panies for insignificant causes. The 
large attendance of company officials 
and managers here at Des Moines, who 
came as friends and who were received 
as friends, is a magnificent tribute to 
those who have had the national or- 
ganization in charge. Nothing has 
been said or done here to which of- 
fense could be taken by a right-think- 
ing and conscientious company official. 
Companies as a rule believe that the 
National Association is recognizing all 
sides of issues that arise and is deal- 
ing with them intelligently and equi- 
tably. 


HE question of casualty expira- 

tions is a rather delicate one in 
some respects, and yet today the Na- 
tional Association has received assur- 
ances from a majority of the great 
companies of the country that agents’ 
rights in expirations will be respected. 

The National Association of Cas- 
ualty & Surety Agents was represented 
by a conference committee here, as was 
the National Workmen’s Compensation 
Service Bureau. These organizations 
are working out plans for meeting 
more effectively nonagency mutual and 
reciprocal competition, especially as re- 
lated to compensation insurance. No 
doubt the National Association of In- 
surance Agents will join hands and put 
into effect a program that will do much 
to solve a very grave and absorbing 
problem. 


HE reelection of Fred J. Cox as 

president and James L. Case as 
chairman of the executive committee as- 
sures the association of a continuance 
of the present policy of constructive 
work. Both of these men have been 
tireless in their efforts for the organi- 
zation. They have given their time and 
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energy freely and gladly for its bene- 
fit. Great credit is due them for what 
has been accomplished. They are men 
who comprehend the situation and 
know just about how far they can go 
and what they can do. They appre- 
ciate the fact that progress has to be 
made along permanent lines, and hence 
all things desired cannot be achieved 
at once. This was a wonderful con- 
vention of a mighty and glorious asso- 
ciation. 


Los Angeles Likely 
To Get Next Meeting 


Los Angeles, Cal., will be the next 
meeting place of the National Associa- 
tion of Insurance Agents, if the ex- 
pression at the last session is a 
criterion. The decision is, of course, up 
to the executive committee, but after 
addresses by Matt B. Mancha, John 
Marshall, vice-president of the Fire- 
man’s Fund, and W. P. Battelle, a ris- 
ing demonstration was given pledging 
their presence in Los Angeles by the 
delegates. 

Mr. Mancha gave a most cordial in- 
vitation from the insurance agents of 
California, which was seconded by Mr. 
Marshall as a representative of Cali- 
fornia companies and the Pacific Coast 
departments. . 

In his invitation, Mr. Battelle read 
telegrams purporting to be from Mack 
Sennett and Doug. Fairbanks, wherein 
both bathing beauties and Mary Pick- 
ford, herself, urged the agents to at- 
tend. In conclusion he reminded the 
delegates that it was no farther from 
east to west than from west to east. 

Apparently from the expression of 
Opinion given in response to his re- 
quest the slogan of the California 
agents, “Be the Guest of the Golden 
West,” should win out in the executive 
committee. 


More Time to Local Boards 

In an open discussion Friday after- 
noon J. M. Morrison, president of the 
Minnesota Association, made a sugges- 
tion that a period be provided for rep- 
resentatives of local boards to get to- 
gether and talk over problems of iocal 
boards and means of strengthening 
them. President Cox said that he 
thought the suggestion a good one and 
would see that it was carried out at 
the next convention. 

W. S. Foose, president of the West 
Virginia Association, suggested that 
every member of the National Asso- 
ciation be asked to use his influence 
with his friends in California, instruct- 
ing them how to vote on the coming 
referendum in that state in regard to 
bank agencies. 


THE NATIONAL UNDERWRITER 


RESOLUTIONS ADOPTED BY 
CONVENTION 


RED B. AYER of Cleveland re- 
F eortea the resolutions on behalf of 
the resolutions committee and they 
were adopted unanimously. The reso- 
lutions are as follows: 
When an insurance company appoints 
a financial institution as its agent, it ex- 
pects to obtain business by financial 
leverage instead of by the professional 
service of an experienced insurance 
agent. The extension of such appoint- 
ments of financial institutions will de- 
stroy the American Agency System, 
if persisted in, and remove from that 
theatei of activity thousands of agents, 
many of whom have spent a great por- 
tion of their lives in upbuilding the in- 
terests of the companies. 


ESOLVED, That it is the sense 

of this convention that the com- 
panies be requested to desist from the 
extension of such practice, and that the 
companies which regard such agencies 
as detrimental to the best interests of 
the business be invited to cooperate 
with and support the National Asso- 
ciation in an effort permanently to 
arrest said practices. 


HIS association stands unequivo- 

cally for the principle that the ex- 
pirations on all the business which the 
agent creates and writes in fire and 
casualty insurance companies are his 
property. We acknowledge with ap- 
preciation the recognition of this prin- 
ciple by additional casualty companies 
during the past twelve months and we 
urge its recognition by all. 

To those few companies which, with 
the United States Fidelity & Guaranty, 
have not joined as yet in the declara- 
tion that expirations belong to the 
agent, we beg to suggest that the agents 
are practically unanimous in their view 
and that no company can permanently 
hold a position adverse to the agency 
force. Consistent with this principle, 
in the name of the membership of this 
association, we renew our pledge to 
refrain from soliciting any expirations 
given to us by companies in violation 
of the right of agents who own and 
should always control such expirations. 

The continued operation of the 
multiple agency system has furnished 
additional proof that it is destructive 
of agents’ loyalty to their companies 
and agents’ zeal in fire prevention, and 
that it increases fire losses through 
careless underwriting and increases the 
cost of agency supervision. This asso- 
ciation reaffirms its many declarations 
against multiple agencies and calls on 


local boards to institute methods of re- 
turn to a sane, loyal and efficient 
agency relation. 


ESOLVED, That this association 

condemns as unfair and discrim- 
inatory the practice of stock companies 
of granting reinsurance to mutual com- 
panies and reciprocal associations, and 
recommends that the various state asso- 
ciations take active measures to deter- 
mine the stock companies which are in- 
dulging in this practice, as shown by 
their reports to the insurance depart- 
ments of their respective states, and 
make report to the executive commit- 
tee of the National Association of their 
findings. 

Reaffirming our often repeated dec- 
laration of devotion to the cause of 
fire and accident prevention, we par- 
ticularly direct the attention of our 
membership to the splendid and con- 
tinuous day-after-day work performed 
by the National Board. We commend 
the example it is setting the civic bodies 
of the nation in the interests of the 
conservation of natural resources; and 
we call on all the members of this asso- 
ciation to give the National Board, at 
all times, their full and heartiest co- 
operation in this work and to respond 
promptly to all its requests for such co- 
operation. 


ESOLVED, That the members of 

the National Association of Insur- 
ance Agents recognize and appreciate 
the loyalty and devotion to their prin- 
ciples of W. D. Wilkinson of Charlotte, 
N. C., as demonstrated by his untiring 
energy in upholding the right of agents 
to their ownership of expirations. We 
heartily recommend the example set by 
the Louisville Board in defending the 
integrity and inviolability of its consti- 
tution and rules and we as heartily con- 
gratulate it upon the brilliant and sub- 
stantial victory which its fidelity to 
principle achieved. 

We acknowledge with warm appre- 
ciation the portion contributed to that 
victory by the following companies, 
which, when the rules of the board were 
attacked, severed their relations with 
the agency attacking them: Royal, 
Westchester, Fireman’s Fund, Phoenix 
of England, American Central, Sun of 
England, New Jersey Fire, Camden, 
United States, Royal Exchange, St. 
Paul Fire & Marine, Union of Canton, 
Philadelphia Underwriters. 


HERE are courtesies of such char- 
acter and quality, so broad and yet 
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so fine, as to render their 
acknowledgement by the recipient 
difficult task. There is nothing we can 
say in words which will adequately ex. 
press the warmth and abundance of the 
hospitality extended to us by the Des 
Moines convention committee, the in- 
surance fraternity of Des Moines and 
the Iowa field men, nor the apprecia- 
tion which is felt by every man and 
woman at this convention in receiyin 
them. To the limit that words can a 
it, we go on record with the asgyr. 
ance to our hosts that our acknowledg- 
ment endeavors, to match their gifts, 
although we know that even then we 
will remain their debtor forever, 





Companies That Haven’t Replied 


__At the request of Capt. Lowry, pres. 
ident of the Florida Association, the 
list of companies that failed to repl 
to the letter sent out by the National 
Association to casualty companies in 
order to discover their attitude on the 
ownership of casualty expirations was 
read.. The list is as follows: Aetna 
Casualty & Surety, Aetna Life, Amer- 
ican Automobile, American Casualty 
American Indemnity, American Surety, 
Commercial Casualty, Employers’ In. 
demnity, Fidelity & Casualty, Fidelity 
& Deposit, Home Life Accident 
Kansas Casualty & Surety, London & 
Lancashire Indemnity, London Guar. 
antee & Accident, Massachusetts Bond- 
ing, Southern Surety and the Western 
Indemnity. 





T. A. Fleming of New York, head of 
the conservation department of the 


National Board, and State Fire Mar- 


shal George H. Nettleton of Minnesota, 
were on the scene Thursday. 
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| Bank Agencies Big Issue of Convention 


F. H. Wagner of Minneapolis Defends Firemens in Course of Lively Discussion 


HE subject of bank agencies came 
Tw for discussion Wednesday after- 

noon and in the midst of the de- 
fense of the Firemens of New Jersey 
and Western Manager Neal Bassett by 
F. H. Wagner of Minneapolis, A. G, 
Chapman of Louisville arose and ob- 
jected to Mr. Wagner’s criticism of the 
rules of the Louisville Board, inasmuch 
as the Louisville agents would not 
have an opportunity to reply or ex- 
plain. It seems that Mr. Bassett asked 
Mr. Wagner to be in Chicago Monday 
when the former would have an op- 
portunity to review the Louisville con- 
troversy with him and explain why the 
Firemens appointed the — Columbia 
Trust Company as agents in defiance 
of the rules of the Louisville Board, 
which prevents banks from acting as 
agents. President Cox had told Mr. 


Wagner that he would be given oppor- 
tunity to explain Mr. Bassett’s position, 
put that he hoped. this would be done 
at Thursday’s session when the subject 





F. H. WAGNER, 
Minneapolis, Minn. 


of local boards and banks came up. 
Mr. Wagner had been speaking at some 
length when this episode occurred. Mr. 
Chapman received a strong round of 
applause which indicated the temper of 
the audience. Mr. Wagner apologized 
for breaking in at the time and Mr. 
Cox promised him an opportunity later 
on to speak. 


R. WAGNER stated that he had 

represented the Firemens for many 
years and had always found it fair and 
square. He has a very high regard for 
Mr. Bassett. He stated that Mr. Bas- 
sett is a native of the south and has 
all the attributes and fine qualities of 
a southern gentleman. He said that 
Mr. Bassett is a stanch friend and is 
intensely loyal to his agents. That may 
account for his position at Louisville. 
Mr. Wagner said that he believed that 
Mr. Bassett is standing for a principle 
and he can’t help but think that Booker 

Kinnaird are doing the same. Mr. 
Wagner said that the Firemens did 
not make the move at Louisville of its 
Own initiative. It was asked to appoint 
the Columbia Trust Company by 
Booker & Kinnaird, members of the 
Louisville Board, the Kentucky asso- 
ciation and the National association. 
In other words the initial step, as Mr. 
Wagner put it, was made by “those 
in our own ranks.” 


R. BASSETT went to Louisville to 
look over the situation and found 
that two prominent companies had 


been negotiating with the Columbia 
Trust Company and were ready to ap- 
point it as agents. Booker & Kinnaird 
assured Mr. Bassett that if he did not 
make the appointment other companies 
would. Previous to Mr. Wagner’s talk, 
A. H. Robinson of Louisville, had 
stated that he had heard that Mr. Bas- 
sett threatened to appoint banks in 
other localities if unfavorable action 
was taken against him at Des Moines. 
Mr. Robinson said that such a condi- 
tion would mean trouble in numerous 
localities. Mr. Wagner said that he 
did not believe Mr. Bassett had made 
any such threat. He expressed regret 
that one of his companies was involved 
in a controversy of this kind, but he 
felt it his duty to look at it from all 
standpoints. He said that the rules of 
the Louisville Board are very strict. 
He rejoices that the decision of the 
Kentucky Supreme Court was favor- 
able to the local board. 

As he sees it the decision holds that 
local agents may have an organization 
so long as they do not conspire to in- 
jure the public. He doubts very much 
whether this decision would apply in 
other states whose !aws may be dif- 
ferent. It was while discussing the 
rules of the Louisville Board and the 
effects of the decision that Mr. Chap- 
man rose and Mr. Wagner’s further 
observations were supressed. 


R. ROBINSON declared that the 

Louisville decision is of great value 
to all agents. It is a protective meas- 
ure placing the arms of the law around 
loca! boards. He said that never be- 
fore had the Louisville Board been con- 
fronted with a situation of this kind 
which he termed the “financial hazard.” 
He said that where a banking institu- 
tion could force placing insurance be- 
cause of its relationships it introduces 
into a community a decided menace to 
the agency system. He said that al- 
ready concerns financed by the Colum- 
bia Trust Company were finding that 
their insurance had to be placed by the 
trust company. He said that Booker & 
Kinnaird are threatening to appoint all 
sorts of sideliners at Louisville. The 
agency lost 13 out of its 14 companies. 


F. KLINEFELTER 

e more said that his local board 
regulates the appointment of first 
agents and does not allow any appoint- 
ment of banks, or in fact, any other con- 
cerns that are not in the insurance 
business. It cannot regulate the ap- 
pointment of subagents. He finds that 
frequently trust companies and loaning 
concerns forced: the placing of insur- 
ance through them. He characterized 
such insurance agents as “grafters.” He 
said that the slogan of the legiti- 


of Balti- 


mate insurance men _ should be “in- 
surance for insurance men only.” 
RESIDENT FRED J. COX in 


opening the discussion said that the 
association had been aware that many 
of its members conduct bank agencies. 
Agents have recognized the attendant 
evils that go with bank connections in 
the larger cities. Banks that do a 
loaning business can force borrowers 
to place their insurance with these 
banks. They can wield a mighty club 
over the heads of all who ask favors 
from banks. He said that he would 
not advocate the disturbance of present 
connections. He has no ambition to 
revolutionize existing conditions, but 
said the present practice should not be 
extended. 


ATT T. MANCHA of Los An- 
geles, president of the California 
association scored severely the Fire- 
mens of New Jersey for forcing the 
issue at Louisville and also attacked 


the Stockholders Auxiliary Corporation 
of the San Francisco, allied with the 
Bank of Italy, for endeavoring to 
thwart the wishes of the local agents 
of California in their efforts to keep 
banks out of the insurance business. 
Senate Bill No. 708 in the California 
legislature, provided that in towns of 
over 5,000 people bank employes and 
officers could not act as_ insurance 
agents. The Stockholders’ Auxiliary 
Corporation, he said, attempted to get 
on the ballot by means of the initia- 
tive measure, that if passed, would have 
destroyed the Pacific Board, the San 
Francisco Brokers’ Exchange and 
similar organizations. This petition 
received 60,000 signatures. A com- 
promise was reached whereby this 
measure was withdrawn. The Stock- 
holders’ Auxiliary Corporation is a 
member of the Pacific Board and rep- 
resents the Nevada Fire and the Knick- 
erbocker of New York. In all respects 
it lives up to the rules of the Pacific 
Board. 


T SENT out a letter during the con- 
troversy defending itself and yet Mr. 
Mancha declared that at the same time 
it was conspiring to destroy the lead- 
ing organizations of which it was a 
member. He said that in his own city 
the agent of this corporation is secur- 
ing business through the Bank of Italy 
because of the latter’s financial rela- 
tionships. He said that the bank 
agency does not produce or create 
business, but simply takes what comes 
to it and what it can force through its 
financial power. State banks, he said, 
should be regulated the same as na- 
tional banks when it comes to insur- 
ance representation. 


RED B. AYER of Cleveland said 

that bank agencies are at the pres- 
ent time a very important factor in 
the insurance business. He said that a 
company manager told him that 44 per 
cent of its business is now coming 
from the banks. Mr. Ayer said that it 
is not the desire of the association to 
uproot existing relationships or to 
keep companies from appointing bank 
agencies in small towns. He said that 
the association should prevent new 
avenues being opened that will be det- 
rimental to the agency system. He said 
that bank agencies do not give the in- 
suance service that the policyholders 
are entitled to. 


i T. CATLIN, president of the 
Virginia association, said that it is im- 
possible to control agency appoint- 
ments in small town banks. He finds, 
however, that inroads are being con- 
stantly made by bank appointments in 
the larger places. He mentioned a town 
of 7,500 people in Virginia, where there 
were six agents, two of them control- 
ling the major part of the business. A 
trust company secured a company and 
one of the large institutions repre- 
sented in one of the two. bigger 
agencies transferred to the trust com- 
pany. The field man said that it was 
for the best interest of his company to 
do so. He said that its always impos- 
sible to get back lines that are lost to 
bank agencies. He characterized bank 
agencies.as “insurance parasites.” 
x *e * 

F H. WAGNER of Minneapolis paid 

*a personal debt of gratitude to 
Western Manager Neal Bassett of the 
Firemen’s Thursday, when he _ ex- 
plained his course in regard to the fa- 
mous Louisville controversy, over the 
appointment of the Fidelity & Colum- 
bia Trust Company as agent, in defi- 
ance of the local board rule. Mr. 
Wagner said that he was an agent of 
the German of Freeport at the time 
of the San Francisco conflagration. 


The reinsuring company, according to 
Mr. Wagner, did not stand by him and 
endeavored to do him an injustice. Mr. 
Bassett came to his rescue and saved 
the business for him, staying two 
weeks on the job. 


R. WAGNER said that Mr. Bas- 

sett received a long distance call 
from Major Kinnaird of Louisville, tell- 
ing him that the trust company was 
entering the insurance business, and 
that two companies were preparing to 
appoint it as agent. He said that the 
trust company had been to Frankfort 
and the insurance department said that 
it would license a trust company. 
Later, on advice of the attorney-gen- 
eral, the department changed its rul- 
ing and said that it could only license 
an individual and therefore would li- 
cense the president. Still later the 
department announced it would not 
license any official or employe. The 
trust company then secured an injunc- 
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tion against the insurance department, 
which was sustained, the court holding 
that a trust company could be licensed 


as an agent. 
M R. WAGNER said that A. G. Chap- 

man, Louisville, visited Mr. Bassett, 
endeavoring to get him to cancel the 
appointment of the trust company. 
Booker & Kinnaird had told Mr. Bas- 
sett that as long as the trust company 
was going into the insurance business 
they preferred it to represent the Fire- 
men’s, as that would be for the best in- 
terest of the Louisville agents and all 
concerned. Mr. Bassett stated that he 
had promised the president of the trust 
company that he would stand by the 
appointment and would not go back 
on his word. Mr. Bassett objected to 
some of the rules at Louisville, es- 
pecially the one requiring an agent 
to have two sole agencies before he 
could be admitted. He also declared 
tha the Liberty Bank and Liberty In- 
surance Agency at Louisville, are affili- 
ated and the agency is a member of 
the board. 


R. BASSETT also stated that if 
the Louisville Board is trying to rule 
out incorporated agencies it would 


have to rule out President Fred J. Cox 
of the National association and many 
cther prominent agents whose busi- 
ness is incorporated. Mr. Bassett held 
a conference in New York with Presi- 
dent Cox of the National association 
and Vice-President C. A. Ludlum of 
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the Home. It was suggested that a 
conference be held with a committee 
of the Louisville Board, Mr. Cox, Mr. 
Bassett and Booker & Kinnaird predi- 
cated on the contention of the injunc- 
tion suit against the board being con- 
tinued. Mr. Bassett stated that the 
Louisville Board refused to enter the 
conference. Mr. Wagner said that he 
felt that a mistake had been made by 
the Louisville agents in this step. 


Cox Pays Special 
Tribute to ES: Lott 


When President Edson S. Lott of the 
United States Casualty came to the 
platform to deliver his hot shots against 
mutualism and socialism, he was es- 
corted by A. B. Rigsbee of Indianapolis 
and John N. Manson of Wausau, Wis. 
In introducing Mr. Lott, President Cox 
told what a great friend of the National 
association Mr. Lott had been, and 
how he always could be counted upon 
to come to any state and help the 
agents there in a fight against state 
compensation. He said there are many 
insurance executives who agree with 
Mr. Lott, but we must pay a special 
tribute to him because he performs for 
the agents and that he always answers 
the call. 

Mr. Lott’s address was an answer 
to arguments which were brought 
against his previous writings on the 
subject of socialistic insurance. Mr. 
Lott indulged in a good deal of plain 
talk. He said that anyone who claims 
that the insurance agent is an economic 
waste is either a “damn fool” or a 
“damn liar,” because such a belief is 
caused by ignorance in one case, or 
self-interest in the other.. A boisterous 
demonstration of approval from the 
audience which rose as one man greeted 
these remarks. 

Mr. Lott said that he believed that 
a company which employed agents is 
all right, while the company which does 
not, is all wrong, not merely that 
agents make it right, but that non- 
agency mutual insurance is being pro- 
moted on the principles of communism. 
In answer to a mutual executive who 
asked him if he did not carry mutual 
life insurance, he pointed out that he 
had bought life insurance only in 
companies organized on the stock plan 
and for profit, and that he had always 
purchased it from an agent, and that 
it had never been presented to him as 
insurance at cost. Mr. Lott also showed 
to the satisfaction of the audience that 
clubs, schools and the family are not 
socialistic institutions. Mr. Lott 
spoke of Dr. Royal Meeker, formerly 
chief of the bureau of labor statistics in 
Washington, D. C., and now of the 
labor department of the League of Na- 
tions at Geneva. He said that Dr. 
Meeker, educated in Germany, and 
fater a professor at Princeton Univer- 
sity, had made the bulletin of labor 
statistics little more than propaganda 
for state insurance at government ex- 
pense. 





Dinner for Newspaper Men 


Wednesday evening, during the con- 
vention, the “Underwriters’ Review” of 
Des Moines, gave a get-together din- 
ner for insurance newspaper men, in 
attendance at the convention. G. A. 
Snider, business manager, and D. H. 
Clark, editor, gave talks welcoming 
the newspaper men to Des Moines. All 
those present gave short talks express- 
ing their appreciation of the hospitality 
of the city and of the “Underwriters’ 
Review.” 

As far as is known this is the first 
dinner of this kind ever held. Those 
attending were glad to renew their ac- 
quaintances and meet the new men in 
the business. 


O. B. Ryon of Chicago, general 
counsel of the laws committee of the 
National Board, attended the conven- 
tion. 


THE NATIONAL 


First Session of 


UNDERWRITER 


Convention 


Is Started off With a Bang 


HE 25th annual convention of the 

National Association of Insurance 

Agents literally opened with a 
bang. As President Fred J. Cox 
announced that the meeting had con- 
vened, a loud report from a pistol, fol- 
lowed by the blare of the band break- 
ing into the strains of the “Star 
Spangled Banner” brought the dele- 
gates to their feet as the big flag was 
lowered. 

The welcoming address was given by 
James B. Weaver, a member of the 
state legislature, and son of a former 
candidate for President of the United 
States. Waving a golden ear of corn, 
Mr. Weaver told how the prosperity 
and growth of the state had been based 
on “this gold.” He told how the first 
Iowa insurance company was founded 
in 1838, and that now $130,000,000 in se- 
curities of insurance companies are 
being held by the insurance commis- 
sioner of Iowa. 


HE address by President Fred J. 

Cox was first on the program. He 
gave a report of the various move- 
ments which the association is backing. 
The agents’ qualification law was dis- 
cussed. He said that a rough draft of 
a prospective qualification law to be 
used in all states had been drawn up 
and submitted to the Convention of 
Insurance Commissioners. Further 
conferences will be held in December, 
and in the meantime Mr. Cox requested 
that local associations withhold at- 
tempts at legislation of this kind. 

The interest of the audience in the 
competition of nonagency mutuals was 
very great. Mr. Cox asserted that the 
committee had been unable to agree on 
a plan, but that it is evident that a dif- 
ferent method of figuring the overhead 
charge on big compensation risks must 
be made. This will mean sacrifices on 
the part of the agents, as well as the 
companies. 


ISCUSSING the ownership of 

casualty expirations, Mr. Cox said 
that during the past year a number of 
companies had come out on the side 
of the agents. He said that the en- 
forcement of the views of the National 
association depends almost as much 
upon the agents themselves as upon 
the companies. If the agents will 
agree not to accept the expirations of 
a brother agent when offered by his 
withdrawing company, this problem 
will be solved. “We must practice 
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what we preach,” said Mr. Cox, and 
his declaration was greeted by loud 
applause. 

_Referring to the competition of the 
big broker, the agent has nothing to 
fear in honest competition, because he 
can beat the broker in service, but 
he must guard against the broker’s 
method of wielding a club of huge 
premium income over the heads of the 
morally weak companies. In support 
of a view that the companies are com- 
ing more and more to back the agents 
in this matter, Mr. Cox cited an ex- 
ample of the movement to insure the 
complete output of the Ford Motor 
company. In that case the companies 
who had planned to pool the busi- 
ness gave up the plan after conferring 
with the committee representing the 
National association. 


HE bank agency problem came in 

for its share of discussion and the 
delegates gave their strong approval 
of the Louisville Board, in its action 
in the recent Booker-Kinnaird squab- 
ble. Loud applause forced Mr. Cox to 
stop his address at this point for a 
few minutes. 

Announcing to the association that 
the next annua! budget calls for $100,- 
000, Mr. Cox declared that the dues 
now in force are insufficient. He gave 
appreciation of the work of James L. 
Case, chairman of the executive com- 
mittee; of W. E. Underwood, editor of 
the “American Agency Bulletin,” of 
the support given by the insurance 
press, and by both fire and casualty 
companies. 


OLLOWING Mr. Cox’s address, 

James LL. Case, chairman _ of 
the executive committee, gave his re- 
port which was a business document 
showing that the work of the organiza- 
tion had been in charge of business 
men. The same line of theught was 
brought out in the report of Secretary 
Walter H. Bennett, who appeared be- 
fore a national meeting for the first 
time. These reports dealt largely with 
the financial and business activities of 
the organization. The secretary re- 
ported that in the association proper 
ther were receipts last year of $33,560 
and disbursements of $31,025. A few 
years ago subscriptions were received 
creating a “power development fund” 
for field work. Out of that fund $7,500 
was expended last year. The receipts 
from the “American Agency Bulletin” 





LOBBY OF THE FORT DES MOINES 


The lobby of the Fort Des Moines 
Hotel is renowned as one of the most 
beautiful in the West, if not in the na- 





tion. Here members of the National 
Association met to renew acquaint- 
ances. 
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were $45,352 
$43,515. 


ECRETARY BENNETT a 

7nounced that the prize gavel to . 
given to the state association showing 
the largest increase in new member 
over the quota assigned went ps 
Georgia. The ‘President’s Cup,” to be 
given to the association showing the 
greatest percentage of membershi 
went to Oklahoma. p, 

President Cox announced that the 
chairman of the nominating committee 
was Craig Belk of Houston, Tex, The 
chairman of the resolutions committee 
was Fred B. Ayer of. Cleveland. Each 
state association appoints a representa- 
tive on each committee. 

President Cox, without giving any 
names, read a score of letters from 
presidents of companies commending 
the work of the association and indicat. 
ing that the companies are generally 
behind the good work and activities of 
the association, 


N REPORTING for the finance com. 
mittee Chairman Chas. F. Wilson 
showed that the deficit of $21,000 re. 
ported at the last meeting had been 
reduced to $3,000. He told how it had 
been necessary for the officers of the 
association to devote a great share of 
their time to devising ways and means 
of increasing the income of the asso. 
ciation. This, he declared, was not the 
function for which they were elected, 
and that they should be allowed to de- 
vote their time to the activities of 
the association rather than to soliciting 
advertising for the “Bulletin.” Of the 
expense of the association $62,000 was 
incurred in publishing the “Bulletin.” 
However, $46,000 was the amount re- 
ceived from advertising in this peri- 
odical. The total expenditures of the 
association were $96,000. Mr. Wilson 
said that some method of increased in- 
come from dues must be had if the as- 
sociation is to be put on a business 
basis. At present a great deal of the 
money comes from subscriptions given 
voluntarily by members and insurance 
companies. 


G EO. D. MARKHAM of St. Louis, 
former president of the National 
association, said that the Missouri 
delegation recommended that the as- 
sociation adopt a plan whereby the 
members of state associations, where 
the graded dues plan is in effect, should 
pay a portion of the excess over the 
regular minimum to the National as- 
sociation. 

The president of the Florida asso- 
ciation presented a graded dues plan 
for the association as follows: Three 
dollars a year for agencies having a 
premium income of less than $10,000, 
$5 a year for those between $10,000 and 
$20,000, $10 a year for agencies col- 
lecting between $20,000 and $30,000, 
and so on until those having an in- 
come of over $100,000 pay $40 and over 
$200,000 $50. 

A rising vote of thanks was given 
to James L. Case of Norwich, Conn, 
chairman of the executive committee, 


U NDER the head of general discus- 
sion only one subject was brought 
up. President George A. Buckley of 
Louisville Board presented a copy 0 
all the briefs of the Booker & Kinnaird 
case, for keeping in the permanent rec- 
ords of the National association. He 
advised that any local association 
where conditions were such that dis- 
putes might arise over similar condi- 
tions should write to the Louisville as- 
sociation for a copy of its constitution 
and by-laws. He said that these rules 
had been time-tried and court-tested. 
He said that the highest court of Ken- 
tucky had acted on all its cardinal 
points. On the basis of this constitu- 
tion and the record of the Louisville 
Board, a decision mcre favorable than 
had been expected, had been rendered. 


& HIS address at Wednesday after- 
noon’s session Charles Lyman Case 
(CONTINUED ON PAGE 72) 


and the disbursements 
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asualty 


NETT addressed aa letter to a num- 

ber of casualty companies on the 
subject of expirations and their own- 
ership. Last year the organization 
asked the casualty companies to go on 
record as to whether they believed the 
agents owned the expirations or not. 
There were some definite replies re- 
ceived last year and some were rather 
ambiguous. The association therefore 
decided to ask the companies that were 
not clear last year in their expressions 
if they had reached a decision by this 
time, or whether they desired to add 
anything to their statement made last 
year. The following replies were re- 


ceived: 

Travelers—L. F. Butler, President—I 
have read the resolution passed at your 
last annual convention which you quote 
and have, also, of late observed a num- 
ber of articles concerning the subject 
in the insurance papers. 

I confess that I am unable to under- 
stand the cause of the discussion be- 
eause the Travelers in its long history, 
and with its vast number of representa- 
tives, has had little trouble in this re- 
spect. I do not recall any instance of 
differences with our representatives for 
a number of years and only one or two 
within my memory. 

One of the insurance papers has re- 
cently quoted the answer made by Wil- 
liam BroSmith, general counsel, on be- 
half of the Travelers last year as 
follows: 

“Apparently, your association is com- 
mitted to a principle which ignores the 
right of the insured and it must be con- 
ceded that they have some rights in the 
premises. The practice of the Travelers 
and the care which its officers exercise 
’ in safeguarding the interests of agents 
and brokers are too well known to re- 
quire any statements or bulletins.” 

This paper apparently considered this 
answer unsatisfactory. Why I do not 
exactly see, because immediately there- 
after’ was printed this statement, which 
seems to me admirable, and upon which 
the matter may be satisfactorily left: 

“The rights of the insured in this 
matter are not in need of protection by 
either the companies or the agents. The 
insured are the final arbiters, The agent 
cheerfully admits that the insured is the 
proprietor of his own business and 
therefore has the right to dispose of 
it as he pleases. Nor can either com- 
panies or agents abridge his rights.” 

* x 2 


GNerr addr WALTER H. BEN- 


United States Casualty—E. S. Lott, 
President—I subscribe to the doctrine 
you enunciate because I believe it to be 
founded on justice and equity. I am of 
the opinion that in time every other 
executive will so agree. 

a e 

Standard Accident—E. J. Schofield, 
Superintendent—It has been the opinion 
of this company for many years that 
the final decision with reference to this 
question, as it applies practically to 
companies now operating, lies within 
the control of the agents themselves. 
It has always been our opinion that 
when the agents agree on this problem 
and stick together that the solution for 
the difficulty will have been found. Un- 
der the plan of agency operation used 
by this company the question of own- 
ership in the recollection of the writer, 
has never been the basis of controversy. 
The changes in our agency force of im- 
portance are not frequent, and therefore, 
not often a live issue with us. Where 
we do make a change our ideas with 
reference to the handling of the re- 
néwals is best illustrated by our action 
as taken in Memphis on two occasions 
and as taken in Atlanta at the time of 
our last change. Undoubtedly, members 
of your association coming from those 
cities can tell you what has been done 
and what, therefore, may be expected 
from this company in the future. 

It is our opinion that in practically 
every case business written is personal 
and controlled by the agent. From the 
Standpoint of business economy alone, 
it is hot profitable for the company to 
dispute in the matter of expiration dis- 
Position. * * 

Metropolitan Casualty—E. H. Winslow, 
President—I have the recollection of a 






AGENTS CONVENTION NUMBER 


xecutives Give Their Views 


Discuss Question of Expiration Rights in Letters to Secretary Bennett 


year or two ago making my position 
known in regard to the ownership of 
expirations, to your association, I be- 
lieve it was, or another similar associa- 
tion. My position now is just the same 
as it was at that time, namely, that 
we regard the expirations as the result 
of the activities of the agent, himself, 
and therefore his property—that is, in 
his capacity as an insurance agent. Of 
course, if he is a resident manager, or 
an agent solely on a salary, that is 
another proposition. But in the broad 
sense, we regard the expirations as the 
property of the agent, and in the event 
of change of agency, we never make 
any violent attempt to wrest the busi- 
ness from the old agent. 

Of course, there may be extenuating 
circumstances, when, for instance, an 
agent may, through spite, try to con- 
demn his old company and its offerings 
in the way of policy forms, and in other 
ways try to malign the company, when it 
would be reasonable for a company to 
defend itself against such methods and 
we would feel that we were at liberty to 
take suth action as we might be able to. 
Frequently changes in agents so far as 
our company is concerned mean a con- 
tinuance of pleasant relations and an 
agreeable adjustment of the business as 
between the new and the old agent. 

» * s 


Maryland Casualty — F. Highlands 
Burns, President—First, as a matter of 
principle and in no way wishing to be 
contentious, I feel I must say that it is 
my opinion, except so far as our own 
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THE CONVENTION 


Des Moines has always been a state 
convention city, but since the erection 
of the Fort Des Moines hotel and its 
contemporary the Savery, the city has 
sprung into prominence as a meeting 





agents are concerned, 
really academic. Nevertheless I have no 
objection to answering what I under- 
stand to be your question, the best way 
perhaps to do so being to tell you what 
we have done. 

Less than five months ago one of our 
general agents writing several hundred 
thousand dollars in premiums left us. He 
went with a company who have stated 
they will not respect agents’ renewals. 
We did not appoint another general 
agent, but appointed a resident man- 
ager. The expirations of the general 
agent who left us have been respected 
absolutely notwithstanding his new af- 
filiations and the fact that we appointed 
a manager, not a general agent. 

This has been our attitude in the past: 
tut I will say frankly that we might 
not do this in every case, as there might 
be cases where the circumstances would 
be such as to make us feel justified in 
disregarding the former agents. At the 
present time I can recall only one case 
in many years past where this has been 
a fact. ee 

Hartford Accident—N. R. Moray, Vice- 
President—We shall not attempt to say 
what is legally right as respects busi- 
ness on the books of companies; but 
when an agent leaves this company, it 
not only allows him to take his business 
with him, but in some instances has 
helped him in this respect to the extent 
of writing his policies on his new com- 
pany’s forms. 


the question is 


*x* * * 
Indemnity—F. H. Kingsbury, 
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place of ‘national importance. The 
Fort Des Moines, shown above, is nat- 
urally the social center of the conven- 
tion of the National Association of In- 
surance agents. 






Secretary—Replying to your letter ad- 
dressed to President Reed, requesting 
statement of this company’s attitude in 
connection with the question of the 
ownership of expirations, I enclose a 
copy of a letter written by Mr. Reid to 
W. D. Wilkinson, of Charlotte, N. C., 
which very clearly sets forth the com- 
pany’s position. 

A copy of this letter has been mailed 
to all agents of the company and it has 
appeared in the insurance press: 

“I have read with much interest the 
rather extensive correspondence which 
you have been carrying with John R. 
Bland, president of the United States 
Fidelity & Guaranty, and while I may 
not be regarded as an unprejudiced ob- 
server, nevertheless, as an onlooker I 
want to congratulate you upon the man- 
ner in which you have conducted your- 
self in this correspondence. You have 
the courage of your convictions and are 
fighting for a principle regardless of the 
financial interests that may be involved. 

“The American Agency Bulletin in its 
recent issue referred to “Justice and 
Right,” and in my humble opinion your 
cause and your views have been suc- 
cessful because they have been predi- 
cated on those essential fundamentals— 
“Justice” and “Right.” 

“Mr. Bland has been good enough to 
involve me personally and our company 
generally in the discussion and in his 
last effusion was undignified enough to 
refer to me as a “foreigner” and my 
company as a “foreign company.” Again, 
the Agency Bulletin has so intelligently 
cared for that phase of Mr. Bland’s effort 
that I have felt it wholly unnecessary 
for me to discuss with him the merits 
or demerits of a “foreigner.” Consid- 
ering the matter from a personal view- 
point, I am an American by choice. Mr. 
Bland is an American by an accident of 
birth and it would appear from his 
standard that such accident surrounds 
him with a degree of glory and halo 
which it is not permissible for me to 
assume because I became an American 
citizen by my own act, willingly and 
gladly. 

“The position of the company has al- 
ways been that whether the business 
comes to us from a general agent or a 
branch office, the business belongs to the 
producer and not to the company. Mr. 
Bland tried to make much of the reser- 
vation in my statement to you by tele- 
graph. That reservation still holds good 
and is- recognized as being reasonable 
and proper. We have fortunately had 
but few changes in our general agents 
but in those cases where for any reason 
a change has been made our invariable 
treatment of the problem has been along 
the lines indicated, and some of the 
best friends that we have in the business 
are the few general agents who for 
good and satisfactory reasons are now 
affiliated with other companies. We can- 
not deny that in the conduct of the 
business there is a possibility of con- 
ditions arising in connection with the 
severance of agency relations, defalca- 
tion for instance, in which the company 
should as a matter of equity and justice 
protect its interests, and it is for that 
reason that a reservation was made, 
although we hope that the necessity for 
exercising such reservation will never 
arise,—in our nine years of experience 
it has yet to arise.” 

* « * 

General Casualty & Surety—E. H. 
Dearth, President—As my attitude as 
president of the General Casualty & 
Surety, on this question of much con- 
cern to the members of your association, 
was clearly defined in an article pub- 
lished by the “Insurance Field” some 
time since, we take pleasure in sub- 
mitting copy of same herewith, and do 
not feel that any further advice con- 
cerning our attitude in the premises is 
necessary: 

“In last week’s issue Elmer H. Dearth, 
president of the General Casualty & 
Surety of Detroit, quoted by Mr. Bland 
as ‘with him,’ asked the Insurance 
Field to make it clear that the ‘Gen- 
eral Casualty & Surety does not hold to 
the position that in the event of an 
agency retirement, whether voluntary or 
otherwise, the expirations would be fur- 
nished to any successor in the same 
town. I simply wish it understood that 
we naturally would desire to hold the 

(CONTINUED ON PAGE 110) 
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THE NATIONAL 


Competition of Reciprocals 


And Mutvals Is a Live Topic 


NE of the interesting discussions 
O centered about “Mutual and Re- 
ciprocal Competition.” President 
Fred Cox said that in the various con- 
ferences the company officials and 
agents there were two lines of attack 
suggested, one is that mutual competi- 
tion must be met solely by advertising 
and publicity methods and arguments 
carefully arranged. The second group 
feels that this must be done and in ad- 
dition the stock companies must do 
something to approximate the cost of 
mutual insurance by issuing partici- 
pating policies, reducing rates, or fur- 
ther decreasing the acquisition cost. 
Some of the speakers told of the con- 
ditions in their sections which indicated 
that the big compensation mutuals are 
getting a strong foothold and are grab- 
bing the bulk of the business. 


RAIG BELK of Houston Tex., said 

that Mr. Lott of United States 
Casualty had done much to help in the 
southwest... He said that he hoped that 
the bureau of information started by 
the National Association of Casualty 
& Surety Agents will be effective in 
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providing material to attack the mu- 
tuals and reciprocals. He believes 
much can be accomplished by exchang- 
ing ideas on the best methods of meet- 
ing competition. Mr. Belk said that 
the mutual companies have taken about 
70 per cent of the compensation 
premiums in Texas. He said that some 


means must be devised to meet this 
competition. 
RED P. ABBOTT of Worcester, 


Mass., expressed the thought that 
poor arguments by local agents had 
been the cause of selling much mutual 
insurance. He stated that stock com- 
panies must be frank and above board 
in their methods and not take reinsur- 
ance from mutuals. He said that many 
property owners have been talked into 
buying mutual insurance and he be- 
lieves they can be talked out of it. 
Mr. Abbott. said that stock company 
agency service is what differentiates its 
indemnity from mutual insurance. Mr. 
Abbott says there is no legitimate rea- 
son to expect stock companies to re- 
duce their rates to meet mutual prem- 
iums. He said that the service of 
an agent is worth something and that 
it is right that this fee or commission 
be fixed. He feels that mutual insur- 
ance is sold solely because it is cheaper 
than stock insurance. Mr. Abbott 
thinks that local agents should know 
enough about compensation insurance 
so that special agents or expert home 
office help will not be required and 


that amount can be taken out of the 
price charged. 


REDERICK V. BRUNS of Syra- 

cuse, N. Y., painted a rather dark 
picture as to conditions in his state, 
saying that the big compensation mu- 
tuals are making tremendous inroads. 
While his premium income has_ in- 
creased, due largely to the abnormal in- 
dustrial conditions during and follow- 
ing the war, yet he finds there is a 
notable decrease in the number of his 
clients. Mr. Bruns said that these 
big mutuals have organized big medical 
inspection and claim staffs getting their 
men chiefly from the stock companies. 
He said that the compensation mutuals 
must be fought with printer’s ink, and, 
if results are not gained by that method, 
the companies must devise means to 
enable agents to get the business. 


ICTOR: : A. SMITE Ob OT. CE. 

Braniff & Co. of Oklahoma City 
called attention to the fact that the 
American Mutual of Boston is adver- 
tising that it is returning 30 per cent 
of the premiums every year to policy- 
holders. He said that if this is true, 
then the stock companies should ex- 
plain why their insurance is worth 
more. If it is not true, then it should 
be combated. Mr. Smith advocated 
national advertising on part of stock 
casualty companies, saying that pub- 
licity is needed for the buyers of in- 
surance. He feels that it may be neces- 
sary for the companies to make it 
possible for agents to meet mutual 
competition on a financial basis. 


RED L. GRAY of Minneapolis, 

whose firm is general agent for the 
London Guarantee, brought a hopeful 
message to the association. Mr. Gray 
is one of the leading members of the 
National Association of Casualty & 
Surety Agents. He said that the mu- 
tuals that are making the 30 percent 
return in the east are soliciting busi- 
ness in Minnesota on the ground that 
they will return from 40 to 50 percent. 
Notwithstanding this, he said that the 
agents are holding their business in 
Minnesota, which they were not doing 
three months ago. They formed an 
association and worked out effective 
material to meet this form of compli- 
cation. This information is promul- 
gated to the agents throughout the 
state so that they have the most mod- 
ern and powerful arguments to combat 
the mutuals. Mr. Gray says that this 
campaign is bringing concrete results. 
The agents feel that they have found 
the key to the situation. He says that 
he believes that meeting mutual com- 
petition is a matter of salesmanship, 
and if the sales arguments are assem- 
bled and properly presented, they will 
do the work. The Casualty Informa- 
tion & Exchange Bureau of Chicago 
has been organized by the National As- 
sociation of Casualty & Surety Agents 
to standardize arguments and prepare 
material to combat the mutuals. He 
feels that when this is disseminated it 
will prove of great avail among the 
local agents. 


Hood Sends Greeting 

President Charles H. Hood of Min- 
neapolis, who was to have been present 
to officially represent the National As- 
sociation of Casualty & Surety Agents, 
was kept at home because of illness. 
He sent this telegram: 

“T sincerely regret that illness pre- 
vents mv attendance at your conven- 
tion. Will you extend for me to your 
officers and members the fraternal 
greetings of the National Association 
of Casualty & Surety Agents our con- 
gratulations on the success of your 
activities; our wishes for complete har- 
monv in all the deliberations and pro- 
posals of each association that we may 


UNDERWRITER 


jointly do signal service in the protec- 
tion and furtherance of the American 
Agency System. And to this end let 
me adjure them to recall and mind 
well that Persian proverb: ‘Let not the 
grass grow in the path that leads to 
the house of thy friend.’” 


Office Efficiency 
Methods Discussed 


One of the interesting features of the 
meeting was a discussion of office effi- 
ciency methods by G. Arthur Howell 
of Hass & Howell, Atlanta, Ga., and 
James B. Leedom of the Leedom, 
Miller & Noyes Company of Milwaukee. 
Both of these men described the office 
systems and methods in their own 
agencies. Mr. Howell laid much 
stress on office arrangement, showing 
the necessity of providing pleasant and 
comfortable quarters to get the best 
work. He said that much attention 
should be given to reducing noise and 
getting good ventilation. He said that 
his office had found that padded ceil- 
ings reduced the noise materially. It is 
not economy, he said, to crowd people 
together in order to save rent. More 
attention should be given to the group- 
ing of desks, especially where the work 
dovetails, one desk with another. Fil- 
ing cabinets should be placed near 
desks where most used. The independ- 
ent dictograph system for interoffice 
communication saves much time. He 
said that all his employes are furnished 
with fountain pens in order to save 
time. He finds it advisable to get em- 
ployes that have to work for a living 
and not those that are working from 
a sheer sense of wanting to occupy 
their time. He said that his firm found 
that it was less confusing to use its 
own stationery instead of that fur- 
nished by the various companies. Be- 
fore the day begins, the stenographic 
force is furnished sufficient “set ups” 
in the way of the original sheet, carbon 
and second sheet, all prepared so that 
time is not taken for this work. The 
business of insurance offices, he said, is 
to sell and serve and not quarrel. 
Therefore, correspondence and _ tele- 
phene calls should be carried on court- 
eously. An office manual is provided 
for each employe, giving full informa- 
tion about the work, the methods fol- 
lowed, rules and anything else of in- 
terest. Each employe studies these 
manuals and is better fitted, therefore, 
for his daily duties. The office has a 
monthly profit sharing plan. Mr. 
Howell lays emphasis on time saving 
equipment and carefully worked out 
plans for doing office work. 

Mr. Leedom explained the office and 
bookkeeping svstem that has been de- 
vised by a Milwaukee concern for his 
office, that of H. H. Cleaveland & Co. 
of Rock Island, Ill, and the Minne- 
apolis Insurance Agency. The various 
books and forms used were on exhibi- 
tion at the Fort Des Moines hotel. 


Californians Hold Open House 


The California delegation held open 
house in their headquarters at the Fort 
Des Moines, which were decorated in 
true California style. The delegation 
had provided oranges, nuts and other 
products of the great state, as well as 
badges and literature. The California 
people, headed by Matt T. Mancha of 
Los Angeles, president of the Cali- 
fornia association, were out strong 
for the next convention and created 
much favorable sentiment. Mr. Mancha 
is a brilliant and popular man who has 
made a lot of friends among the in- 
surance people for his association and 
the state. Mr. Mancha made an excel- 
lent impression at the Louisville con- 
vention last year, which created for 
him a favorable atmosphere at Des 
Moines. Mrs. Mancha was in personal 
charge of the California headquarters 
and charmed all of the visitors with 
her grace and hospitality. ° 
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Reinsurance of Mutual 
Business Is Condemned 


O. G. Strong, casualty manager of the 
James & Manchester office at Cleve. 
land, made a talk at the close of Wed. 
nesday afternoon’s session deplorin 
the reinsurance of business of recipre 
cals and mutuals by stock companies 
He said that A. M. Best & Co., New 
York, the insurance credit house, had 
informed him that this practice is Prev. 
alent. Some companies issue contracts 
to mutuals and_ reciprocals guar- 
anteeing that there will be no assess. 
ment levied on subscribers. He said 
that such companies should either mu- 
tualize or reciprocalize. He stated that 
agents are not justified in criticizing 
stock companies for reinsuring my. 
tuals and reciprocals if they them. 
selves represent such institutions, He 
declared that no first-class store would 
guarantee the goods of a shoddy mer- 
chant. Mr. Strong does not find any 
excuse for an agent representing mu- 
tuals or reciprocals. He said the agents 
should first clean house and then make 
demands on the companies to stop this 
reinsurance practice. 

Concluding the discussion on the re. 
insurance of mutual lines and stock 
companies, Fred C. Odell of Greens- 
boro, N. C., president of the North 
Carolina Association of Insurance 
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Agents, told of the work of that asso- 
ciation in combating this practice. A 
circular was sent out by the North 
Carolina association to the 116 com- 
panies entered in that state, asking 
them whether or not they believed in 
reinsuring excess lines of mutuals, and 
whether or not they ever indulged in 
this practice. One hundred and ten 
companies replied to the letter, and all 
answered in the negative in both cases. 
Mr. Odell said that the writing of ex- 
cess lines of mutuals by stock com- 
panies goes hand in hand with overhea¢ 
writing and dual agencies. He gave 
instances to show that companies were 
not generally taking such reinsurance, 
but that those who were are sometimes 
hard to convince that there is anything 
wrong in it. 

J. A. Giberson of Alton, Ill, branded 
reinsurance of mutual business by 
stock companies as pure rebating. He 
told how he had convinced one com- 
pany official by telling how an agent 
in attempting to hold his business 
would give the old arguments against 
mutuals and then be confronted by the 
reinsurance policies of his own com- 
pany who had accepted the business 
from a mutual. ’ 


The greatest insurance convention 
man in the country, Assistant Secre- 
tary J. V. Barry of the Metropolitan 
Life, was on hand as usual. 
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October 22, 1920 


OME weeks ago I wrote an article 
S under the caption of “Socialistic 
Insurance,” claiming that mutual 
insurance is socialistic, which provoked 
much comment, some favorable and 
some unfavorable. How much, either 
way, I’m going to leave those of you 
who have read it to judge. 

The favorable included a statement 
by a member of a state legislature who 
said he had voted for state insurance 
but that the reading of my article con- 
verted him. 

The most drastic of the adverse crit- 
icisms were: 


IRST: A learned and well-meaning 

gentleman said: “Mr. Lott, your ar- 
gument will not convince any one that 
mutual liability and compensation in- 
surance is socialistic. You refer to the 
story which came out of Russia a few 
months ago to the effect that in that 
unhappy country the women were to be 
‘Nationalized’; but inasmuch as that 
story has been exploded you are sure 
to be discredited for trying to make 
capital from an untruth.” 

Second: The chief executive of a 
non-agency mutual compensation in- 





ALFRED DAVENPORT, Boston, 
Chairman Fire Prevention Committee 


surance company, a good friend of 
mine, said: “Do you carry life insur- 
ance in a mutual company? Evidently 
you think that insurance which is sold 
through agents is all right, but.a com- 
pany which does not employ agents is 
all wrong.” 

Third: A college professor, whom I 
greatly admire, said: “Your argument 
is fallacious. Are not clubs, churches, 
schools and families socialistic?” 

With your permission I shall now try 
to answer these adverse criticisms. 


AS to my statement that extreme 
communists have gone so far as 
to hold that the family tie should be 
broken and all women held as a “com- 
mon trust,” and my critic’s comment 
that this story came out of Russia a 
few months ago and had since been 
“exploded,” permit me to say that I 
did not refer particularly to any story 
out of Russia, but to a fact long no- 
torious in America. In Funk & Wag- 
nalls’ Dictionary of the English Lan- 
guage, published in 1911 (at page 381), 
defining the word “Communism,” is to 
be found the following: 

A theory of government and social 
order according to which property is 
held as a common trust and the profits 
arising from all labor devoted to the 
general good; in rare cases involving 
the abolition of the family, as formerly 
exemplified in the practice of the Wal- 





AGENTS CONVENTION NUMBER 


BY EDSON S. LOTT 


lingford and Oneida communities in the 
United States.” 


N truth everything in the Oneida 

Community was “in common’— 
thoroughly mutualized. There was no 
limit. 

So what my critic characterizes as 
an “exploded” untruth was actually 
practiced in the very State of New 
York in which he was born and not 
far from his birthplace. 

The same authority gives a quotation 
from a speech, made as long ago as 
1882, by Joseph Cook, as follows: 

“Communism ‘ means the ab- 
olition of inheritance, the abolition of 
the family, the abolition of nationali- 
ties, the abolition of religion, the abo- 
lition of property.” 

I was justified in making the state- 
ment criticised, because such statement 
was true, because it shows to what 
communism leads, and because the 
principles upon which mutual insur- 
ance is being promoted are the prin- 
ciples of communism, 


S to the question my mutual in- 
surance friend put to me—“Do 
you carry life insurance in a mutual 
company?” my answer is: Every com- 
pany in which I have a policy was or- 
ganized and established as a stock com- 


old line, legal reserve life companies. 
Mutual, old line, legal reserve life 
insurance is individualistic and not so- 
cialistic. It is thrift, providence, pre- 
paredness, capitalized by the individual. 
It is banked savings, plus interest, plus 
health averaged. And the average is of 
mathematical certainty; there is no 
speculation or guess-work about it. 


UT in mutual insurance for the pro- 

tection of property and industry 
the socialistic principles of collectivism 
are being applied to business—and it 
is the business of the country that the 
socialist is after. 

While the employment of agents is a 
sound economic practice, it is not be- 
cause mutual life insurance operates 
through agents that alone makes it 
right, nor because mutual compensa- 
tion insurance operates without agents 
that alone makes it wrong. It is be- 
cause they are also operated on wholly 
different lines, under wholly different 
principles, and with wholly different 
ends. 

There are as many kinds of “mu- 
tuals” as there are of “Smiths.” One 
Smith is the governor of New York; 
another Smith is a horse thief in New 
Jersey. 

Concerning the question my college 
professor friend put to me: “Are not 
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pany, with adequate capital, full rates, 
full reserves, and with a complete and 
expert service, working for profit. In 
every case I procured my policy through 
an agent; and in no case was I induced 
to insure on the pretence that the in- 
surance was being provided “at cost.” 
Some one or more of these companies 
may have since become mutualized to 
a degree; but each still maintains the 
“old line” practices, including an ade- 
quate agency service. The differences 
between this mutual, old line, legal re- 
serve life insurance and the modern 
mutual liability and compensation in- 
surance are multitudinous and funda- 
mental. It would take reams of paper 
to fully explain these differences; be- 
sides which they are really well known 
by all who are versed in insurance. 
Mutual, old line, legal reserve insur- 
ance depends upon the agent to extend 
its principles of providence to the great- 
est number of individuals, thereby giv- 
ing the lie to the mutual propagandist 
who asserts that the insurance agent is 
an economic waste. The insurance 
agent is a public asset. It is he who 
has made American life insurance what 
it is. It is he who is thanked by many 
widows and more orphans. Any man 
who belittles the usefulness to the com- 
munity at large of the American in- 
surance agent acts from a lack of 
knowledge or from self-interest. 


UTUAL liability and compensation 
insurance companies vilify, where- 
as mutual life insurance companies 
glorify the agent. If my mutual com- 
pensation insurance friend carries life 
insurance, it is a perfectly safe bet that 
he bought it through an agerft, and that 
it is not on the assessment plan. 
Mutual liability and compensation 
insurance companies may be likened to 
the once rampant but now ramshackle 
assessment life companies, but not to 
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clubs, churches, schools and families 
socialistic?” I answer as follows: 


IRST: I cannot see any resemblance 

between clubs and socialism. My 
idea is that a member pays his club an 
annual fee for the provilege of paying 
more for the things he buys at his club 
than he could buy them for outside his 
club, but with the additional and all- 
important privilege of enjoying the 
selective exclusiveness which is the 
foundation of all clubs and which is 
violently antagonistic to the socialistic 
creed. 

Socialists are not found in clubs. 
They carry their clubs with them. And 
our “wild-cat” mutual insurance com- 
panies are placing clubs in their hands. 


ECOND: Are churches socialistic? 

Of course they are in the sense 
that they stand for the betterment of 
mankind, which Socialists affect to be- 
lieve is the mission of socialism. But 
I know of no church—disregarding 
some fugitive communities and organ- 
izations—which professes the doctrines 
of pure socialism. And every promi- 
nent apostle of socialism I know of 
hates, or while living hated, the church 
—every church—as thoroughly as the 
devil is reputed to hate holy water. 


HIRD: As to our schools, I know 

it is said that the manner of their 
maintenance has a somewhat socialistic 
aspect, because everyone with property 
(whether childless or not and whether 
using the schools or not) is taxed for 
their support. But if that be socialism, 
then nearly all taxation for particular 
public purposes is socialism. In effect 
the American school system is a bul- 
wark against socialism. Its results re- 
veal the fallacy of socialism. It is 
absolutely and utterly impossible to 
jackplane school children to a common 
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level. In the school their individualism 
holds natural sway. There personal 
merit wins. Mutualism has no place 
in the schoolroom. Into the American 
free schools go the girls and boys of 
all our people; the native born and the 
foreign born; the naturalized and the 
non-naturalized; the rich, the poor and 
the pauper. All these girls and boys 
have equal opportunity to use the pub- 
licly provided educational machinery. 
Out of our free schools have come 
those who have made America great 
through individualism. In our schools 
students fail or succeed in accordance 
with their own individual ability, in- 
dustry, and capacity to take advantage 
of their opportunities. When they 
leave, there is awaiting them in in- 
dividualistic America the same oppor- 
tunities for ability and industry which 
they found in the school. Our schools 
are not designed to and do not squeeze 
all individuality out of them and reduce 
them to the condition of equal pawns 
in a socialistic mass. 


OURTH: As to the family being so- 
cialistic, even a college professor 
ought to know that the family is the 
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strongest antidote against socialism— 
that it is the institution most abso- 
lutely antagonistic to socialism. Of 
course the family is highly “social,” 
being the very foundation of all civil- 
ized society; but to term it “social- 
istic” is nonsense intensified. It would 
be even less absurd to call Theodore 
Roosevelt a pacifist or Cardinal Mercier 
a pro-German. 


T must be admitted, however, that 

we have some well settled socialistic 
institutions in this country—that is, if 
college professors may be called “in- 
stitutions.” For many of our college 
professors are Socialists, and of the 
most logically illogical type. But many 
of them are to be pitied rather than 
blamed. They are underpaid, under- 
fed and underclothed. They give hard 
years of their lives to perfect them- 
selves for their work, while their mon- 
etary reward is at best meagre and 
ordinarily mean, niggardly, picayunish 
—a reproach to fair America. No won- 
der then that they should think that 
the good things of life in this country 
are unfairly divided. But it is greatly 
to be wondered that they should join 
the ignorant, the ill-balanced and the 
unscrupulous in the choice of means to 
right the wrong. Many of them have 
resorted to socialism, and some have 

(CONTINUED ON PAGE 80) 
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How a Local Board Can Help 
Agent, Company and Assured 


N THE discussion as to the need, 
| value and results of local boards, 

W. F. Battelle of Whitaker-Battelle 
Co. of Los Angeles and ex-president of 
the Los Angeles Insurance Exchange 
told of the great work done in that 
state by the local board in shaping up 
conditions for the benefit of the agents, 
companies and assured. Some 25 years 
ago there was a serious rate war in 
Los Angeles which destroyed all profit 
in the insurance business. The local 
agents got together, organized a board 
and it has been a successful organiza- 
tion ever since. The Los Angeles 
board has a paid secretary. Mr. Bat- 
telle feels that every such board should 
have a paid secretary, one who is not in 
the business. He said the local board 
is the starting point in the insurance 
structure. It dovetails nicely into the 
state association and then the state 
association in turn merges with the 
national association. All three are es- 
sential to one another. 


E SAID that local troubles at one 

point may not be confined to it, 
as the same causes may breed the same 
trouble in another point. It is impos- 
sible, he said, to separate local agency 
problems. Local boards all over the 
country can help one another. He 
said that the Los Angeles Board would 
ascertain, as an organization, if the 
United States Fidelity & Guaranty will 


or will not promise to protect the ex- 
pirations of agents. If it does not, 
then the organization as a whole will 
deal with the company. 

Mr. Battelle and Matt T. Mancha 
both came to Des Moines from Los 
Angeles, taking a lot of time and go- 
ing to considerable expense to do so. 
Both are young men of enthusiasm and 
ability. 


RTHUR W. HENRY of Bingham 

& Douglass, Cleveland, O., con- 
tinued the local board subject as a 
member of the Fire Insurance Club of 
Cleveland. He said that it seemed to 
him that the advantages of. getting to- 
gether should be patent to every one. 
He said that it is quite generally agreed 
that insurance is the basis of all credit. 
Good practices in business are the re- 
sults of getting together. Good prac- 
tices in insurance are necessary to 
sound insurance. Hence, he believes, 
the good practices in insurance, result- 
ing from the organizations such as local 
boards, are the basis of credit. He 
said that the agents should be warned 
against the attitude of “Let George do 
it,’ as that gentleman, as the result 
of overwork, might go on a strike 
on any moment. 


G. CHAPMAN of the Chapman 
e Insurance Agency of Louisville 
read the concluding paper on this sub- 








HOTEL SAVERY III 











The Savery is the third hotel on the 
same site, by the same name. It has 
always been one of the best hotels, 
and a center for business conventions. 
Many of those who attended the na- 





tional convention were conveniently 
housed in the Savery, which is only a 
block and a half from the auditorium 
where the meeting of the National as- 
sociation was held. 
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ject. Among other things, he said that 
the Louisville Board was founded in 
1854, and that its members recently 
celebrated the fiftieth anniversary of 
Col. Timberlake’s membership. One 
point that he emphasized repeatedly was 
that when an offending member has 
been fined, or has made proper amends, 
that the offense should be forgotten and 
the offender be welcomed back into 
the organization. He gave instances 
showing that this has been very suc- 
cessful and that it is the only safe way 
of maintaining a strong board. In char- 
acterizing the attitude of the Louis- 
ville agencies in the recent Booker- 
Kinnaird dispute, he said that the 
agencies had thought it better to enter 
the fight taking a chance on sudden 
death rather than to face a certain 
natural death, if the board gave way 
on the point under discussion. The 
Firemen’s of New Jersey, he said, is 
getting a much larger premium in- 
come from Louisville than it ever did 
before it took its stand against the local 
board. He made the side remark that 
while, of course, neither his companies 
nor the companies of any agent pres- 
ent would reinsure the business of the 
Firemen’s in Louisville, that somebody 
was reinsuring it, as it is reported that 
that company is having no trouble in 
effecting reinsurance. 


Tells Opportunity of 
U. S. in Pan-America 


OHN BARRETT of Washington, 
Je. C., president of the administra- 

tive council of the Pan-American 
College of Commerce, Panama, Canal 
Zone, Central America, and former di- 
rector general of the Pan-American 
Union, made a patriotic address and 
told of the opportunities of United 
States in Pan-America. He was intro- 
duced by C. F. Hildreth, Freeport, Ill. 
who referred to Mr. Barrett as a for- 
mer fellow-Vermonter, a fellow-Free- 
porter because his mother and brother 
reside there, and a_ fellow-American 
citizen. Mr. Barrett said that he had 
been endeavoring to insure the good 
name and splendid meaning of the 
United States flag for a quarter of a 
century. Speaking of Des Moines he 
said that he doubted whether there was 
any city with a higher percentage of 
intelligence in the country. He paid a 
tribute to some of the local political 
figures of the state—Allison, Hender- 
son, Hepburn, Cummins and Kenyon. 


N EMPHASIZING the opportunity 
for American insurance in South 
America, Mr. Barrett declared that it 
would be just as easy for American in- 
surance to gain a foothold and build 
a strong business in South America as 
it had been for the manufacturers and 
merchants. He gave a great many sta- 
tistics, all of which proved beyond a 
shadow of a doubt, that commerce had 
grown in remarkable rapidity during 
the past 15 years with the 20 Latin- 
American republics. He predicted that 
it would not be long before Canada 
becomes a member of the Pan-Ameri- 
can Union. 

On the Mexican situation, he said 
that he hoped to see Mexico and the 
United States allies forever. He said 
that from what he had learned of the 
beliefs of the two candidates for presi- 
dent and from what he knows to be the 
ideas of General Obregon, the next 
president of Mexico, he believes that 
within a year we will see a great im- 
provement in this direction. 


N ORDER to show the united atti- 
tude of all the Latin-American na- 
tions and to disprove the theory that 
these countries hold us in distrust, he 
cited the war record of South America. 
Up until the time that the United 
States entered the war on the side of 
the allies, the South American repub- 
lics all remained strictly neutral, but 
within the year following 16 of the 20 
had either broken off relations with 
Germany or had declared war against 
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her and of the other four, three were 
strongly pro-ally and only one was 
50-50. 

This, he said, makes the Monroe 
doctrine a Pan-American doctrine, be. 
longing as much to Argentina and 
Brazil as to the United States. The 
great wave of bolshevism Sweeping 
over Europe must not gain headway 
on the western hemisphere and will 
not, if all the American republics ang 
the Dominion of Canada stand together 
on the basis of Pan-Americanism, 


How Local Agent Can 


Aid Fire Department 


W. A. Mohrbecher, chief of the fire 
department of Cedar Rapids, gave q 
talk on the cooperation of agents with 
the fire departments. Cedar Rapids has 
had a very successful cleanup under 
the direction of Chief Mohrbecher. 
Backed by a group of insurance agents 
the Cedar Rapids fire department made 
an inspection and gave 48 hours’ time 
to the business men and merchants of 
that city to effect a cleanup. As soon 
as the time limit was up another in- 
spection was made and all those who 
had not complied were arrested, con- 
victed and fined. The Cedar Rapids 
department has had unusually strong 
cooperation from the city courts, never 
failing to get a conviction when an 
arrest was made. 

Mr. Mohrbecher said that there were 
a few insurance agents who failed to 
back him up in the movement. These 
“slackers,” as he called them, could 
not see where it would be any gain for 
them and thought it would lose business 
for them. In case of suspicious fires 
these were the very agents whose com- 
panies suffered the loss, and who, were 
after the fire department for allowing 
conditions to exist as they were. Chief 
Mohrbecher gave several ways in 
which the agent can cooperate with 
the fire department: (1). Notify the 
fire department whenever a fire hazard 
is discovered; (2), fill out and return 
promptly any blanks submitted by the 
fire department. The fire department 
greatly appreciates the support given 
by the insurance men and likes to know 
that they are back of it and willing 
to help. 


Aetna Companies Give Dinner 


The Aetna Life, Aetna Casualty and 
Automobile of Hartford tendered their 
agents and friends a complimentary 
dinner Thursday night, presided over 
by Geo. R. Fulton, assistant secretary 
of the Automobile. A. C. Savage, Iowa 
insurance commissioner, was the chief 
guest of honor and made a talk. Aside 
from Mr. Savage there were at the 
speakers’ table C. J. Kehoe, manager 
Employers Liability at St. Louis; J. 
G. Little, Iowa manager Aetna com- 
panies; E. C. Stokes, United States 
manager Royal Exchange; John Hee- 
lan, special home office representative; 
J. W. Robertson, western supervising 
general agent; L. H. Kashner of St. 
Louis, special agent Automobile, and 
Harry H. Butler of St. Louis, manager 
Southern Surety. 


The North British headquarters was 
fitted up not only for the comfort of 
its agents and friends, but it had all 
facilities for transacting correspondence 
and holding conferences. Stationery for 
each company group was provided and 
there were two stenographers at hand 
to take dictation. The headquarters 
was used also as a source of informa- 
tion as to the convention and the city. 


Taking into consideration distance, 
the James & Manchester agency, 0 
Cleveland, had the largest numerica 
representation. There were present 
President H. R. Manchester, Vice- 
President W. J. Beggs, Secretary, D. L. 
Murray and Manager O. G. Strong of 
the casualty department. 
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AGENTS CONVENTION 


NUMBER 


13 


Development of the “Side Lines’ 


again to opportunities of increasing 

premium income which lie neglected 
at the door of so many local agents. 

At the outset let me say that we shall 
not be dealing with small and unim- 
portant figures, for the premiums re- 
ported for the year 1919 to New York 
state on the so-called “side lines” 
reached the very substantial total of 
$94,609,340 and if there be added similar 
premiums written by companies not 
admitted to the state of New York and 
therefore not reporting to it, the sum 
total must have been well over $100,- 
000,000, on which agency commission 
must have approximated $20,000,000. 
The premiums referred to were dis- 
tributed among various classes as fol- 
lows: 


[’: is my purpose to draw attention 


Motor vehicles ........ $51,628,301 
WoOENadO os niece ee ccees 16,508,477 
MUIR ike ccwees eccceeee 19,434,509 
Tourist floaters ........ 560,075 
Mail package .......... 2,444,697 
Sprinkler leakage ...... 1,128,282 
Riot and explosion..... 2,825,913 
Earthquake ........... ‘ 79,085 
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United States Manager North British 


SHALLCROSS, New York, 


N this list you will notice the omis- 

sion of two other important kinds of 
business that are often termed “side 
lines,” namely, use and occupancy in- 
surance and rental and leasehold insur- 
ance, for which there are no available 
premium figures, but which must reach 
very substantial sums. 

Regarding these “side lines” as a 
whole it is my firm conviction that the 
surface has hardly been scratched and 
that they are susceptible of great de- 
velopment. All are of more or less re- 
cent origin and many property holders 
in these United States have not even 
heard that insurance against loss by 
these various casualties is in the market. 

Now let us take up each of these 
classes separately and see something of 
what they consist. : 


UTOMOBILE INSURANCE: It 

is said that there are in use today 
6,400,000 pleasure automobiles and 700,- 
000 commercial vehicles, not to men- 
tion the ubiquitous motorcycle. The 
number of motor vehicles that are in- 
sured is a difficult matter to estimate— 
many say only about a third of the 
total, and certainly here is an enormous 
field for you to till and it is increasing 
every day. Automobile insurance writ- 
ten by fire companies, as you well know, 
consists of indemnity for loss by fire, 
by theft, by collision and by damage to 
Property of others, and policies cover 
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the machine itself and also the equip- 
ment that amounts to a_ substantial 
value. 

The increasing use of motor trucks 
as carriers of merchandise between 
cities as well as for regular trucking 
purposes has developed a large demand 
for insurance on contents of trucks and 
this is well worth your attention. Prob- 
ably the best aids in soliciting automo- 
bile insurance are pictures and _ clip- 
pings, particularly from your home 
papers, telling about burned cars, stolen 
cars and the substantial damages that 
are sustained by or-done to other 
vehicles through collision. There is 
nothing quite so convincing as photo- 
graphs and newspaper reports, espe- 
cially if they are fresh and local. 
serious automobile accident is the finest 
kind of solicitor if you go out among 
your clients without loss of time. 

And when you have exhausted your 
clients’ desires for the covers sold by 
fire companies there are the personal 
liability and accident policies issued by 
the casualty companies that offer such 
a fruitful field of endeavor, but any 
reference to which may be left to 
casualty underwriters. 


IRCRAFT: The chief difficulty 
the local agent is likely to en- 
counter at present in handling this class 
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based on value of goods shipped, are 
made at such periods and rates as may 
be called for in the policy. 


HE other and more general method 

is to sell the customer a policy or 
book of five-cent coupons; when a 
package is mailed one coupon is de- 
tached for each $25 worth of goods or 
fraction thereof and placed in the pack- 
age, the stubs being filled out and show- 
ing the name of the addressee, the na- 
ture of the goods and their value. 

Such insurance is salable to houses 
doing any considerable amount of busi- 
ness by mail and is particularly timely 
now when losses in the postal service 
are so frequent. The increased value 
of goods makes the temptation to pilfer 
greater and the shortage of man powen 
in the postoffice department has caused 
goods to be piled up in _ railroad 
terminals thus exposing them to theft 
as well as to damage by the elements, 
all of which results in more and larger 
losses than in normal times. It is easy 
to sell in competition with government 
insurance because the details are han- 
dled quickly and simply in the office or 
store of the insured instead of after 
tedious delay in the postoffice and be- 
cause investigation and settlement of 
loss by a reputable insurance company 
is quick. and satisfactory. This busi- 
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Cecil F. Shallcross of New York is United States manager of the 


North British & Mercantile and its allied companies. 
is one of the most brilliant and able of the foreign managers. 


Mr. Shallcross 
He was 


United States manager of the Royal before assuming his present position. 
Mr. Shallcross is a native of England and was educated in the Royal 
office. He has impressed all with the wide extent of his knowledge and 


his great ability. 
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of business is to induce his companies 
to think they can make any profit from 
it. European underwriters have had 
far more experience in the class_than 
have we and so far the balance is all on 
the wrong side there as it has been 
here. When one gets up to a rate of 
20 percent on the full value of the ma- 
chine for six months’ policy covering 
against all hazards and loses money a 
class looks rather hopeless. 

But the art is undeveloped, new de- 
vices to minimize the risks of fire and 
of crash are constantly being put for- 
ward and the time.is probably not far 
distant when the local agent will in- 
clude aircraft insurance among his 
stock in trade. One inquiry recently 
was for insurance on dwellings against 
damage due to oil or materials drop- 
‘ping from passing aircraft or due to 
crashing of the machines. 


AIL PACKAGE INSURANCE is 
divided into two main groups— 
parcel post and registered mail. The 
former originated when our parcel post 
system was established some years ago 
and is intended to insure the safe 
arrival of the property contained in 
each package mailed. In case of loss 
of any part of the contents or damage 
thereto from any cause, so long as it 
occurs while the package is actually in 
the custody of the postoffice, the com- 
pany undertakes to reimburse the in- 
sured. There are certain exceptions all 
duly set forth in the policy, but in gen- 
eral the foregoing are the conditions. 
There are two ways in which this 
form of insurance is operated. One is 
to issue an open policy for an initial 
premium, all shipments protected there- 
under being entered in a register show- 
ing the name of the addressee, the 
nature of the goods and the value 
thereof. Further premium payments, 
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ness has never been pushed as much as 
it might be and there are many mer- 
chants who do not even know that such 
a thing exists. I commend it to your 
closer attention. : 


EGISTERED MAIL differs from 

parcel post insurance in that pack- 
ages must be sent by registered mail 
(as the name implies) and is chiefly 
used to insure against loss of bonds, 
coupons, bank notes, legal tenders, 
certificates of stock or other securities 
or valuables, such as jewelry. An open 
policy is issued covering against loss 
from whatever cause while in the cus- 
tody of the postoffice, subject to cer- 
tain exceptions and conditions, and upon 
making a shipment a declaration is 
filled out and mailed to the insurance 
company, this declaration showing the 
name of the addressee and the nature 
and value of the goods. Such insurance 
is commonly sold to banks, trust com- 
panies and other financial institutions; 
also to private bankers, stock brokers 
and corporations which have occasion 
to forward securities that cannot readily 
be delivered by hand. The sums in- 
sured are often very heavy and the 
rates are low, but accounts of this type 
frequently run into large premium fig- 
ures and once established call for very 
little work on the part of the agent. 


OURIST FLOATERS are being 

sold more widely every year and 
although the volume of premium at the 
present time is not great, it will un- 
doubtedly be increased as this kind of 
policy becomes better known. These 
floaters are intended to insure personal 
effects—clothing, jewelry, guns, golf 
clubs, etc., in hotels, clubs, automobiles, 
trains, steamers, in camps or in transit 
wherever they may be outside of. the 
regular domicile of the insured, and 


frequently are at a much lower rate 
than the specific rates applying to the 
places where the property is temporarily 
located. The insurance companies are 
able to make this relatively low rate be- 
cause during much of the year there 
will be little or no liability. The cover 
is a broad one, not only insuring against 
loss by fire, but also from theft, wreck, 
etc. _It is a small business which, how- 
ever, it pays to handle and as it may 
often lead to larger business the local 
agent should not neglect it. 


INDSTORM AND TORNADO 
INSURANCE: Those of you who 
live in the belt extending through the 
middle of the United States need no 
prompting. regarding windstorm and 
tornado insurance, but I may venture 
to point out that windstorm damage is 
not confined to those localities where 
the cyclone is a more or less frequent 
visitor during certain seasons of the 
year and that even in the belt referred 
to there exist neglected opportunities 
for use and occupancy insurance against 
this casualty. 
No section of the country is free 
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from violent storms and from the dam- 
age which they so frequently cause and 
there are no precautions which man 
may take to prevent and little to miti- 
gate these disasters. The rates are 
tempered to the probability of damage 
by windstorm and therefore it is rea- 
sonable to think this class of insurance 
should be salable in every part of our 
land. Here again there is nothing so 
effective in soliciting as pictures of 
damage wrought by these storms. After 
a storm in any given locality business 
of this kind is generally obtainable from 
all the nearby points particularly if con- 
siderable damage has been done and this 
is the opportunity for the wide-awake 
agent. 


AIL INSURANCE: Hail storms, 

like windstorms, while more preva- 
lent in some sections than others, are 
widespread in their visitations and here 
again man is powerless. But if he can- 
not prevent he can at least indemnify, 
and that is where the local agent comes 
in. As you all know, hail insurance is 
sold chiefly to cover growing crops, 
for the damage to the average struc- 
ture that hail is likely to cause is not 
great. The prudent farmer should be 
just as ready to carry such indemnity 
on his growing crops as he is to carry 
fire insurance on the same crops when 
harvested and in his barns. 











ROP INSURANCE: There is an- 

other form of insurance coming 
into greater vogue, namely, that of in- 
suring against loss of crops due to 
weather conditions or to insect pests 
or other causes, and this when better 
known and more firmly established will 
have even wider currency and be sold 
to a greater number of people than 
either hail or windstorm insurance. 


IOT AND CIVIL COMMOTION: 

One of the most interesting forms 
of insurance developed by the great 
war is that which was known at the 
time as war risk and explosion insur- 
ance, and the social and ipdustrial dis- 
turbances which are an aftermath of 
the war have developed another class 
of indemnity not previously known 
widely, namely, riot and civil commo- 
tion insurance. This is intended to 
reimburse the insured for loss which 
occurs through the acts of rioters or 
mobs or strikers and indemnifies him 
for physical loss of property damaged 
or destroyed. 

The premiums’ already quoted 
($2,825,913) fall far short of the actual 
amount written in 1919, for the state- 
ment blank called for war and explosion 
figures which many companies inter- 
preted literally and did not segregate 
their riot and civil commotion pre- 
miums. It has been sold in large 
amounts at many of the important in- 
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dustrial centers and will be sold in much 
greater bulk as it becomes better known 
through the effortS of the aggressive 
local agent. 


ghee eae = LEAKAGE INSUR- 
ANCE: The potentiality for dam- 
age in one small sprinkler head is tre- 
mendous because it is designed with 
ordinary pressure and circumstances to 
discharge about thirty gallons of water 
per minute. If one of these heads 
happens to open and not be discovered 
for an hour or two it can readily be 
imagined what loss it may cause to 
goods or machinery susceptible to 
water damage. In _ those _ sections 
where the winter weather is severe, 
frost is the great menace, while the 
fervent heat of summer has often been 
the source of trouble and damage. Then, 
too, when pipes run all through a build- 
ig and tanks to supply them, a great 
many mechanical injuries may happen 
which can hardly be foreseen or pre- 
vented and cause leaks. Ail such losses 
are intended to be covered as also 
losses due to collapse of tanks through 
structural weakness, windstorm or what 
not, and this form of indemnity should 
be applied to every property having 
sprinkler protection. 


 Bagih-< pete INSURANCE 
chiefly interests those who come 
from earthquake zones and no matter 
how much we may believe in prudence 


THE NATIONAL 
it is a little difficult to present argu- 
ments for carrying this form of in- 
demnity in places that have never felt 
a tremor. Maps are obtainable show- 
ing the earth faults in the United States 
and I believe such faults are not con- 
fined to the Pacific Coast. 


SE AND OCCUPANCY INSUR- 

ANCE: We now come to a most 
important class which touches almost 
every one of those reviewed, namely, 
use and occupancy insurance. No doubt 
more has been said on this subject than 
on any other single kind of special in- 
surance in recent years, but in many 
cases it still seems to be thought quite 
as much of a mystery as the coinsur- 
ance clause was when first brought into 
use. 

As a matter of fact, the principle of 
use and occupancy insurance is very 
simple. We all recognize the fact that 
even though every dollar of physical 
loss to property may be repaid by the 
regular fire insurance the merchant or 
manufacturer or property owner will 
suffer an indirect loss because his 
premises and equipment are not avail- 
able for carrying on his business. The 
manufacturer makes his money by pro- 
ducing goods and selling them. If he 
cannot produce it is useless to sell and 
therefore he must have the use of his 
factory or else his business will largely 
cease and with it his chance for profit. 


T is at this point where the regular 

fire insurance drops the burden of 
loss that use and occupancy picks it up 
and carries it until the premises are re- 
stored to a productive condition. The 
cover is a broad one and includes not 
only the net profits but also those items 
of expense commonly referred to as 
fixed or maintenance charges that can- 
not be escaped during a period of forced 
suspension. Among these are taxes 
and ground or other rent; interest on 
notes and bonds; salaries and direc- 
tors’ fees; royalties for machinery or 
processes which are payable whether 
operating or not: wages of foremen 
and such skilled help as could not be 
laid off; cost of lighting, heating, watch- 
man and general maintenance consistent 
with a condition of idleness; and other 
fixed charges or special items of ex- 
pense or indebtedness which cannot be 
eliminated during a suspension of opera- 
tions. 


E need not dwell very long on the 

technical side of such insurance, 
but there are a few features which 
might be referred to in passing. First, 
let me point out that this form of in- 
demnity deals with the period of time 
the other side of the fire. It is the 
future, not the past, that is contem- 
plated. The profits of the past are of 
value in determining the amount of in- 
surance to be carried or the loss to be 
paid only as the future may be expected 
to reflect the past. The earnings may 
be greater or they may be less and the 


_true spirit of such insurance must take 


into account all the factors present at 
the time of the fire, and all of those 
which reasonable men can forecast for 
the period of suspension, in order to 
justify it as real indemnity, not merely 
a business gamble or a battle of wits 
between the insured and the adjuster. 

For this reason our forms should be 
simple, clear and unambiguous with 
sufficient elasticity so that the condi- 
tions actually present may determine 
the loss rather than a set of conditions 
preconceived at the time of issuing the 
policy. Valued forms of use and occu- 
pancy are in most cases as unsound as 
valued policies on buildings. 


NOTHER feature is that use and 

occupancy insurance is intended to 
cover the loss resulting because the 
premises cannot be used for their nor- 
mal purposes. In a manufacturing 
establishment this means the production 
of goods; in a store the sale of goods. 
For this reason it is not intended to 
cover loss of profits on goods already 
manufactured nor loss of profits on a 
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stock of goods in a”store, but rather 
the loss of profits because in the future 
beyond the fire goods cannot be pro- 
duced or sold until the premises are 
sufficiently restored so that normal 
operations can be resumed. 

Therefore, for full protection, a manu- 
facturer should carry use and occupancy 
insurance on buildings, machinery and 
materials for use in manufacturing and 
in addition profit insurance on finished 
stock. In the case of a mercantile es- 
tablishment use and occupancy on build- 
ing and stock is usually sufficient cover, 
for the stock may almost always be 
replaced by the time the building is 
restored; yet there are two other fac- 
tors of loss that might be covered by 
insurance, namely, loss of profits on 
goods sold but not delivered and loss 
of profits where the normal ratio of 
profit cannot be realized in disposing of 
the salvage remaining after the regular 
fire adjustment. « 

One of the most practical problems to 
be met in arranging such insurance 
with a client is to arrive at the amount 
to be carried. In those cases where 
the profits and consequently the amount 
of indemnity required is on a fairly 
even keel vear by year this is quite 
simple. 


ENERALLY speaking probably the 

best method is to take the profits 
of the past twelve months as a gauge 
and then examine as closely as possible 
into conditions with a view to determin- 
ing whether these profits are likely to 
be greater or less in the ensuing twelve 
months. With this item fixed the main- 
tenance charges should be reviewed 
and when determined it would often 
be a very good plan for the agent to 
file an accurate and detailed memoran- 
dum of them with his other records, for 
in case of loss such memoranda will 
show the true intent at the time the 
insurance was placed and tend to avoid 
dispute over what should be included. 
It would be like an inventory in a regu- 
lar fire loss. 


HE field for insurance of this char- 

acter is so large and so little covered 
as yet that it offers almost unlimited 
opportunities for business. Every fac- 
tory is a potential customer for use and 
occupancy and profit insurance, for in- 
surance on commissions of the selling 
agents and for any others having an 
interest in the output who would suffer 
financial loss if such output were pre- 
vented. 

And when you have sold this kind 
of insurance against loss due to fire 
there still remains the same _ cover 
against loss due to sprinkler leakage, 
tornado and windstorm, riot and civil 
commotion. It only remains for the 
local agent to cultivate the ground in 
order to reap a golden harvest of com- 
missions. 


VALUE 


snecial 


ENTS AND RENTAL 
INSURANCE: Another 
kind of insurance that is growing in 
favor each year covers rents and rental 
values and bears much the same rela- 
tion to leased property that use and 
occupancy does to productive industry. 
Being designed to cover loss of income 
while premises are not tenantable be- 
cause of fire it should be particularly 
salable to those whose income is largely 
derived from rented property. It is 
stated that the Johns Hopkins Univer- 
sity of Baltimore was very large 
holder of real estate in the district 
burned over in the conflagration of 1904 
and that because of the destruction of 
their property the income of the uni- 
versity during the year following the 
fire was a great deal less than usual— 
with all the inconveniences which that 
meant. Rents and rental value insur- 
ance may be carried whether the 
premises are occupied by the owner or 
by a tenant and it is needless to men- 
tion that just now this form of protec- 
tion is of greater value than ever be- 
fore, since rentals have risen to figures 
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that would have been thought hardly 
possible five years ago. 


EASEHOLD INSURANCE: This 

leads us to another form of cover 
known as leasehold. insurance, which 
as commonly understood, is intended to 
cover the loss which cancellation of a 
valuable lease by fire would cause the 
lessee. A ten-year lease executed in 
1917 when rents were low is today a 
valuable asset. 

It is no uncommon thing to find a 
store paying $10,000 per annum under 
an old lease that would have to pay 
$20,000 today for similar property if jn- 
deed it were obtainable at all. With 
seven years to run such a lease repre- 
sents $70,000 which the lessee stands 
to be out of pocket if fire cancels his 
holding. More indemnity covering such 
an insurable interest is being sold every 
day. Every lessee is a potential insured 
often needing only to learn that such 
cover is obtainable to buy it. 

These are the principal “side lines” 
or specialties that fire insurance agents 
have to sell. Very much more might 
be said regarding each one if time per- 
mitted for they are fascinating syb- 


jects and will well repay thorough 
study. 
GREAT many other specialties 
are written that have not been 


segregated as to premiums, and perhaps 
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Syracuse, N. Y. 


none of them are of sufficient impor- 
tance to warrant a separate department, 
but the local agent should keep them 
in stock on what might be termed his 
“notion counter” in order that he may 
fully care for his customers’ needs. For 
instance, there are all sorts of floaters, 
such as those covering pianos, clothing 
in process of manufacture, printers’ 
goods, contractors’ equipment and 
many others. 

There is a large insurable value in 
vessels, boats and pleasure craft on in- 
land waters that can be and to a great 


extent is covered by the fire insurance. 


companies. Then there are the special 
forms for covering pictures, statuary 
and other works of art, valuable horses 
or cattle or other live stock, as well as 
the multiplicity of cases where some 
contingent liability needs to have a 
special form in order to be certain that 
it is properly and adequately covered. 


HE people of these United States 

are likely to be better insured in the 
future than they ever have been in the 
past. As values have increased during 
recent years and the chances for loss 
have become correspondingly greater 
these matters have been looked into 
and more and more insurance has been 
purchased. A great deal is still needed 
for adequate protection and herein lies 

(CONTINUED on Page 93) 
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“Old and Tried” 




















extends its greetings, felicitations and congratula- 
tions to the largest delegation of Insurance Agents 
ever gathered in a convention. 


Glens Falls Insurance Company Glens Falls, N. Y. G 
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Need of Permanent Institutions 


Never before in the world’s history 
has there been a greater need for institu- 
tions that are permanent, that are here to 
stay, that are continuous, that are finan- 
cially impregnable. 


Fortunate indeed is the agent who rep- 
resents an insurance company that is strong 
and rugged as the hills. His customers 


have invincible indemnity, his insurance 
reputation is secure and his own business is 
carefully safeguarded. 


The Glens Falls has a record behind it 
and a future before it that makes it the 
backbone of any agency. 


There are many insurance companies 
but only one 


Glens Falls Insurance Company 
MARINE INSURANCE AND ALLIED LINES 


Glens Falls, N. Y. 
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W ork of the Past Year Reviewed 


BY FRED J. COX 


R many years the National Asso- 

ciation has urged the enactment of 

agency qualification laws, believing 
that many of the evils of our business 
and the lack of appreciation of the in- 
surance agent on the part of the public, 
as evidenced in part by hostile legisla- 
tion, have been due to the selection of 
innumerable, ignorant and incompetent 
representatives who were unresponsive 
to the ideals which actuate those of us 
who regard our business as a profes- 
sion. We agree with Commissioner 
Brown of Vermont who thinks that 
properly qualified agents, by efficient 
underwriting, instead of taking any- 
thing and everything offered, will save 
the companies money. 

In approaching this problem from 
the angle of eliminating undesirable 
side-liners by law, we were compelled 
to recognize the opposition to this 
theory which advances the indisputable 
right of every American to engage in 
one or many different businesses at the 
same time, provided his activities are 
legal. 


HE National Association does not 

seek selfish legislation, restrictive 
of fair and honorable competition, nor 
which limits the scope of ambitious in- 
dividual activity in business. In fact, 
we deplore the necessity of going to 
the legislature with any of our business 
troubles. So, for some time our policy 
has been to develop a uniform qualifi- 
cation law, alike for all states, accept- 
able to the insurance commissioners 
and to the companies, endowing the 
insurance commissioner of each state 
with the power to issue or revoke 
licenses (after company appointment) 
when applicants can show, by proper 
examination before duly constituted 


authority, that they have the elements 
of character and the knowledge of the 
policy-contract to give proper protec- 
tion to the assured. In other words, 
making character and knowledge of the 
contract the prime essentials for 
licensing the insurance agent. 


E REALIZE that this is a difficult 

task, owing to the conflicting 
laws and conditions in the various 
states and the personalities of the dif- 
ferent insurance commissioners, some 
of whom, perhaps, are inclined to re- 
sent legislation of any kind which 
might increase the burdens of their 
office, although we are frank to admit 
that commissioners of this type are be- 
coming fewer and to acknowledge our 
indebtedness to the majority of them 
for their support of the principles of 
our association. 

In furtherance of this policy, then, 
we have had four conferences with the 
insurance commissioners’ committee 
during the past year; the rough draft of 
a uniform qualification law has already 
been completed; and it was submitted 
at the Commissioners’ Convention at 
Los Angeles last month. Further con- 
ferences will be held in December and 
we are hopeful of achieving definite 
results. In the meantime, it is sug- 
gested that the various state associ- 
ations withhold individual attempts at 
legislation of this character. 


ECOGNIZING the need of making 
the conference committee circle 
with the National Association com- 
plete, and especially desirous of meet- 
ing the casualty officials to discuss the 


question of non-agency mutual com- 
petition, as a result of advances made 
by us last February, a conference com- 
mittee was appointed by the National 
Workmen’s Compensation Service Bu- 
reau to the National Association. 

Many of our members have felt 
keenly the effects of mutual aggres- 
sions, particularly in the compensation 
branch of their business, and we have 
sought unceasingly to find some rem- 
edy for this condition. So difficult was 
the problem and so many the suggested 
solutions that it. was felt advisable to 
make this subject one of the big fea- 
tures of the mid-year meeting at Rich- 
mond. Accordingly, we invited the 
casualty companies’ conference com- 
mittee and other casualty executives to 
meet with us in joint session at that 
meeting. This resulted in a frank dis- 
cussion of the problem by a splendid 
representative body of casualty officials 
participating in a give-and-take, ques- 
tion-and-answer debate which was 
unique and of benefit. At the conclu- 
sion of the mid-year meeting, the con- 
ferences were continued in committee 
and many have been held since. 


HERE is no question but that the 
companies, without concealment, 
have met us frankly and recognized our 
difficulties in meeting the competition 
of non-agency mutuals; but we must 
admit that up to the present time, no 
plan has been offered on which any 
sufficient number of the committee can 
unite. 
Many of our members are convinced 
that there must be some radical re- 
vision with regard to the overhead 


charges included in the rate on the 
large compensation premiums. Whether 
this revision will produce a new par. 
ticipating form of compensation insyr- 
ance, or some other method of a sliding 
scale of overhead charges according to 
the size of the premium, is yet unde- 
termined. That the agent does not 
receive sufficient profit and that’ the 
premiums are not high enough on the 
smaller risks, may perhaps be con. 
ceded; on the other hand, the solution 
of this difficult problem with regard to 
the larger risks will undoubtedly jn- 
volve sacrifices on the agents’ part as 
well as the companies’. 


HE ownership of casualty expira- 
tions is another principle which 
means a great deal to all of us. We 
have pressed this issue during the year 
and, that our point of view. is becom. 
ing more and more accepted by the 
casualty companies, is evidenced by 
the fact that since our last convention 
a number of companies have come out 
on the side of the agents in this respect. 
It is difficult for some people to for- 
sake outworn ideas, and the attitude of 
one prominent casualty company this 
past winter has been remarkable be- 
cause it has been almost standing alone 
in its opposition to conceding any 
rights to the agent in respect of his 
clear title to that which he has pro- 
duced. The historic, biblical and epi- 
grammatical correspondence between 
Mr. Wilkinson of North Carolina and 
Mr. Bland of the U. S. F. & G. has 
added considerably to the “gayety of 
nations” during an otherwise dull 
period, but we are inclined to suspect 
that President Bland’s bark is worse 
than his bite and eventually he will be 
found on the side of justice. 





INSURANCE EXCHANGE - - 


RADIUM 

TOURIST’S EFFECTS 
TROPHIES 
VALUABLE MUSICAL INSTRUMENTS 


A. F.SHAW & COMPANY 


175 W. JACKSON STREET, CHICAGO, ILLINOIS 


Insurance of Every Description 


SALESMEN’S SAMPLES 
PERSONAL JEWELRY 
PERSONAL FURS 
PAINTINGS 








Issued under liberal floater forms at the lowest possible rates 
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The Pennsylv ania The National Association 
Fire Insurance Company of Insurance Agents 








cordially 
Founded 1825 endorses Founded 1895 
on Independence Square and at Chicago, Illinois 

Philadelphia wishes all 25 years ago 

| success to 
Patriotism : Patriotism 
Fidelity Fidelity 
Progress . Progress 


When the same motives 
animate Agents and Com- 
panies harmony is certain. 





Fire, Lightning, Tornado and Windstorm, Automobile, 
Riot and Civil Commotion, Use and Occupancy, Rentals, 
Profits and all Kindred Lines. 











THE PENNSYLVANIA FIRE 


Insurance Company 


Cecil F. Shallcross, President 


Independence Square, Philadelphia, Pa. 
NEW YORK OFFICE: 76 William‘ Street 


WESTERN DEPARTMENT: Insurance Exchange, Chicago 
G. H. Batchelder, Manager 








N THIS connection, one of the most 

notable events of the past year was 
the resolution passed at the Louisville 
convention in which we agreed as 
among ourselves that we would respect 
this principle and not take the expira- 
tions of a competing brother agent 
when offered by his withdrawing com- 
pany. If every agent lives up to this 
principle, the question of the ownership 
of expirations will no longer be a live 
issue. 

This is applicable to every principle 
we enunciate. If we shall agree that 
we will not become a party to a viola- 
tion of any of these principles, then 
the enforcement of them lies equally 
in our hands as well as in those of the 
companies. Let us practice what we 
preach! 


HE broker vs. agent problem is like 
the war with Germany, death and 
the income tax, still with us. Our lost- 
line committee is working on a scheme 
whereby national headquarters can be 
notified of all essential facts when a 
line disappears and with unsavory at- 
tendant circumstances, is gobbled by a 
big broker indicative of unfair conces- 
sions made by the company at the be- 
hest of the broker, subversive of cor- 
rect practices as to rules, rates and 
underwriting. With adequate facts in 
our possession we can make proper 
representations to the offending com- 
pany in these cases, but we must have 
something more tangible than hear- 
say on which to base our complaint. 
We have no fear of the honest com- 
petition of the big broker, because we 
can beat him if we are on the job when 
it comes to real service to the assured; 
but the National Association must 
guard against the power of his massed 
premiums, wielded as a club over the 
head of the morally weak, premium- 
greedy company, endeavoring to stack 
the cards against us. 


THE NATIONAL 


N CONTRAST to this unfair method 

of doing business, it is refreshing to 
call to your minds the square attitude 
assumed by those companies who were 
considering going into the Ford motor 
insurance pool last winter at the invi- 
tation of a New York broker of na- 
tional reputation. The deal, if consum- 
mated, would have had a tremendous 
influence on reducing agents’ incomes, 
restricting the field of agents’ activity 
and tending to revolutionize the whole 
automobile insurance business to its 
detriment. The companies and _ the 
broker desired to know our attitude 
toward the project. Conferences were 
held in which all participants honestly 
tried to do their best for their re- 
spective interests. After careful con- 
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sideration your officers opposed the 
scheme and it is reassuring to know 
that the companies did not go into the 
pool and that the whole plan fell 
through. 


URING the year wonderful strides 

have been made by the National 
Board in fire prevention work under 
the able leadership of Vice-President 
Sheldon Catlin of the North America, 
chairman of the board’s committee, and 
T. Alfred Fleming, formerly fire mar- 
shal of Ohio, supervisor of conserva- 
tion. Mr. Catlin asked us to cooperate 
and we have done so cordially and en- 
thusiastically. Wherever Mr. Fleming 
has gone, inspiring his audiences from 
one end of the country to the other, 
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our forces have been placed at his dig 
posal and they still are and will be. 
Much constructive work remains to be 
done to make fire prevention a real vita] 
factor in each community. We agents 
can do more than anyone else as we 
are out in the field all the time. The 
National Board is doing its part; let’s 
see to it that we do ours. 


At THE Richmond meeting we 
passed the following resolution 
after careful discussion—a resolution 
of very great importance. 

“Whereas, there seems to be a dis- 
position on the part of certain state 
banks to engage in the insurance busj- 
ness as agents, direct, or in the name 
of employes, officers, or subsidiary 
corporations, owned and/or controlled 
by the officers and/or stockholders of 
such state banks, 

“Whereas, the business of banking 
and that of insurance are separate and 
distinct callings, each as important in 
its respective sphere, and in its sery- 
ice to the nation in the expanding and 
development of our industrial and com- 
mercial activities as the other. 

“Whereas, the entrance of the bank- 
ing interests into the insurance busi- 
ness, directly or indirectly, as compet- 
itors of the legitimate insurance agent, 
is in opposition to and a direct attack 
upon the American agency system, 
therefore, 

“Be It Resolved, that the National 
Association of Insurance Agents, as- 
sembled at its mid-year meeting, held 
in Richmond, Va., March 17-18, 1920, 
deplores the fact that certain banking 
interests of this nation should so forget 
and abuse the time-honored principles 
and practices of banking as to engage 
or attempt to engage in the insurance 
business as competitors of the legiti- 
mate insurance agent; 

“Further Be It Resolved. that, inas- 
much as this condition exists in Cali- 
fornia, the National Association of 

(CONTINUED ON PAGE 96) 
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Fire Insurance Co., now entering Nebraska, is Soliciting Agents. 
Why represent us? Because we must be a valuable Agency Co. or the Agents in 
Kansas, Oklahoma and Texas (the states in which we are now entered) would not have 
created the following condition for us. 
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SUN Signs 
Of 1710 
Are the 
SUN Signs 
Of Today 





















“INSURANCE IS AS OLD AS THE SUN” 


EARLY DARKNESS; PRESENT SUNSHINE 


‘(Told in a Little Series of Which This is No. 13) 


Early underwriters at the SUN Sign indeed had their trials 
and tribulations—their dark days. They were, so to speak, finding 
their underwriting feet. There was nothing to go on so they had 
to build a foundation from the ground up. 


In 1780 the SUN was very healthily stung by a conflagration 
at Gravesend, near the mouth of the Thames, which destroyed 
many thatched and timber buildings, which it had been accepting 
too freely. Enter then the now almost extinct Prohibited List for 
the first time: No more thatched and timber buildings! 


Just a few years ago, as almost everybody can remember, 
Prohibited Lists were as long as your arm and very formidable. 
Now you can count the “K. O.” risks of the SUN on the fingers of 
your two hands. The day of many prohibitions has passed and 
each risk is judged on its individual merits. 


That’s the SUN Sign plan anyway. First find a Merit Agent, 
then give him Merit Service of the SUN Sign kind. 


It means Progress. It Wins. 


SUN INSURANCE OFFICE | 


OF LONDON 
Was Established in 1710 and is the Oldest Fire Insurance Company in the World 


Branch Western Department Pacific Coast Department 
s4'Fine Streat, Now York 76 W. Monroe St., Chicago, IL “cam Francinee 


Preston T. Kelsey, U. S. Mgr. John F. Stafford, Mgr. C. A. Henry, Gen’l Agent 
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Message From National Board 


representative of the National 

Board, it occurs to me as ob- 
viously proper and fitting that I should 
tell you as briefly as I can, and I hope 
clearly, somewhat of the work of the 
board, and its relations with your 
work. Although you may know ali 
about the National Board, some other 
agents may know little or nothing, and 
we wish to get in touch with all 
agents, for at present, although we 
have a mailing list of nearly 90,000, we 
are informed on the best authority that 
this enormous number covers barely 
one-half of the insurance agents in our 
country. 


CT reprcee before you as the special 


HE National Board is a voluntary 

association more than 50 years old, 
of 178 American and foreign stock fire 
insurance companies, receiving an an- 
nual premium of $512,000,000. 

The chief object of the organization 
is the reduction of the present enor- 
mous, excessive and to a great extent 
preventable fire loss in this country, ac- 
companied frequently by serious loss 





CHARLES LYMAN CASE, New York, 
President National Board 


of life. I presume that you are all more 
or less familiar with the extent of the 
loss of property and life by fire each 
year, but I will just mention the fig- 
ures for one year in the good old, con- 
servative state of lowa, where you are 
holding this convention: According to 
the fire marshal’s report in 1919 there 
were nearly 4,000 fires involving a loss 
of $8,800,000 and involving the loss of 
life of 128 persons, of whom half were 
women and children. There is no rea- 
son to believe that the loss in this state 
Was any greater in proportion to its 
population and property than in other 
states. 

Before telling somewhat in detail of 
the work of the National Board, it may 
be well to mention what it does not at- 
tempt: It has nothing whatever to do 
with the fixing of insurance rates; noth- 
ing to do with the percentage of com- 
missions to be paid to local agents; 
nothing whatever to do with the eligi- 
bility or qualifications of agents who 
may be appointed by its members. 


NE of the chief activities of the 
Board is that of the fire prevention 
committee. Since 1890 the board has 
been investigating and reporting on the 
fire protection facilities and the struc- 
tural condition of cities. Reports have 
already been issued on over 300 cities, 
which includes practically all those in 
the United States having a population 
of 25,000 or more. 
This work has been done by a force 


By CHARLES 


of 25 men, including technical experts of 
the highest character and experience in 
their various lines of work. The in- 
vestigation of the condition of the cities 
is always made with the full co-opera- 
tion of the officials of the various city 
departments, and every effort during the 
investigation and subsequently is made 
to convince the officials of the prac- 
ticability, the necessity, the reasonable- 
ness of the recommendations made to 
improve fire protection. 


N the work of securing necessary im- 

improvements, the local fire insurance 
agents have been and obviously must 
be of the greatest importance. They 
are on the ground, they know who’s 
who, and whom to see, and by their 
membership in the Chamber of Com- 
merce, Merchants Association, Board 
of Trade, or other civic bodies, they 
are in a position to be of effective 
power in greatly reducing the hazards 
of fire in their community. 

The National Board not only gives 
general advice in respect to improving 
fire conditions of a city, but on ap- 
plication it is very glad to give specific 
advices; for instance, it is of the utmost 
importance that moving picture build- 
ings, with all of their incidental equip- 
ment, shall be safely constructed. The 
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All of these instances of fire protec- 
tion are at the service of the com- 
munity, but we reach the community 
through our local agents. 


ROM time to time this country has 

terrible conflagrations. Oftentimes 
in such cases the insurance policies 
and the agents’ record of them are alike 
involved in the conflagration. To meet 
conflagrations losses quickly, to know 
what insurances are in force, the Na- 
tional Board has established a system 
by which, in the event of a conflagra- 
tion, a bureau under competent man- 
agement is immediately established at 
the place of the conflagration, to which 
all companies report in detail in full 
particulars of all policies involved, and 
this bureau assigns to respective com- 
mittees of adjustment+the settlement 
of the various claims, thereby greatly 
expediting the service which we are 
always bound to render promptly, and 
perhaps even more especially bound to 
do in the event of a conflagration, which 
always brings great loss and incon- 
venience, interruption of business, etc., 
aside from the financial loss. 


N connection with the fire preven- 
tion work a paper called “Safeguard- 
ing of America Against Fire” is pub- 
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Charles Lyman Case of New York is United States manager of the 
London Assurance and is president of the National Board. Mr. Case is 
one of the veteran underwriters of the country and a man of wide ex- 
perience. He formerly traveled as a field man in the west. He has been 
active in the National Board and has contributed materially to the general 


welfare of the business. 
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National Board has, in connection with 
the best and most practical experts, 
prepared specifications for the equip- 
ment of places of this character. 


- is obviously of great importance 
that churches, school houses and 
public buildings shall be made as safe 
as possible in every particular. The 
National Board has advisory plans and 
specifications for the accomplishment of 
this purpose. 

Electric lights and incidental electric 
power for minor uses have come into 
almost universal use, not only in large 
manufacturing establishments, but in 
ordinary mercantile stores, and in 
dwelling houses. 

Electricity properly installed is no 
doubt the safest light; improperly in- 
stalled, it is highly dangerous. The 
National Board has rules for the in- 
stallation of electric light and all eélec- 
trical devices, whic have been prepared 
in conference with eminent electrical 
experts, and it is believed that 
when electricity is connected in strict 
accordance with these requirements 
that the fire dangers are reduced to a 
minimum. 


HE use of oil as a fuel in place of 

coal has greatly increased and is 
constantly increasing, and now it is be- 
ing introduced in private dwellings, 
superseding the old-fashioned furnace. 
Its proper introduction is therefore a 
matter of the first importance. The 
National Board has prepared suggestive 
regulations safeguarding the use of oil 
as a fuel. 

We all know that many fires are oc- 
casioned by defective chimneys—the 
National Board in consultation with the 
leading experts in the country on chim- 
ney building has prepared what is be- 
lieved to be a practical and effective 
specification for building a chimney 
that will be safe and that will also have 
the necessary abundant draft. 
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lished and_ distributed gratuitously 
throughout the country, having for its 
object, as its name implies, creating an 
interest in increasing fire protection. 

We have every reason to be encour- 
aged with the interest which our mod- 
est, but we believe instructive, paper 
has aroused. 


ORK in a very different direc- 

tion is that of our arson com- 
mittee, whose function it is to investi- 
gate fires of suspicious origin. Some- 
times, and always to our great satis- 
faction, these suspicions are suscept- 
ible of entirely satisfactory explana- 
tion, but more frequently the sus- 
picions are confirmed. 

Our committee, of course, works 
through the fire and police depart- 
ments, district and county attorneys 
and fire marshals, always being care- 
ful to give due credit tu the local au- 
thorities with whom we co-operate. 

We have succeeded in many cases in 
arousing interest and increasing the 
efficiency of local officials in this im- 
portant work. In some instances we 
have proven the fires have been set by 
persons, usually young persons, af- 
flicted with pyromania. In such cases 
the victims of this strange disease have 
been placed in private or public asy- 
lums or institutions where they have 
been watched and restrained and there- 
fore prevented from the further prac- 
tice of their strange perversion. 


UR committee has been instru- 
mental in securing within the last 
two years the arrest and conviction 
of 176 incendaries and several cases are 
still pending. We have broken up, or 
at least reduced the activities of several 
bands of incendaries who have been 
in the habit of moving from place to 
place, from the Atlantic to the Pacific 
in the practice of their crimes. 
While of course much remains to be 


done—we have no hope of oy 
arson entirely—we believe we ha 

dered and are rendering a oahais Fens 
service to the community in dani wan 
we can to reduce it to a minimen 


E insurance men i 
Sure » Officials 
local agents alike, are justly 


chargeable with great public 


er Coming 


< Service, 
: The Supreme Court of the United 
States has said that “fire insurance js 


affected by a public interest.” We do 
not do our whole duty when we collect 
from the many who do not have fires 
and distribute the amount among those 
who do have fires. This no doubt is a 
great work worthy of our constant en- 
deavor but it is a greater and nobler 
work to do what we can to reduce the 
country’s fire loss, now estimated at 
$300,000,000, and this enormous loss js 
largely preventable. 

Just think what a storm of righteous 
indignation there would be if at some 
one time and place there were to be a 
fire loss of $100,000,000 when by 
proper precaution the loss could be 
avoided. It is just as recklessly crim- 





K. M. ALLEN, Helena, Ark., 
Ex-President National Association 


inal to destroy this amount of property 
in 365 days in many places as it would 
be to destroy it in one day at one 
place. 


LL forms of insurance service to 
the community must be rendered in 
great part by and through local agents: 

“It ain’t the individual 

Nor the department as a whole, 

But the everlastin’ team-work 

Of every bloomin’ soul.” 
Therefore there must be the closest, 
most cordial relations between the 
local agents and the companies. 

I may say that I have heard some of- 
ficials complain that the local agentsas 
a class are no longer as careful and 
mindful of the interests of their com- 
panies as they used to be; that they no 
longer inspect the premises and carfe- 
fully consider the character of the as- 
sured before issuing a policy. Perhaps 
there may be some truth in this; pos- 
sibly there may be reasons for it; per- 
haps it is merely the expression of the 
general feeling that present days are not 
as good as the former days. 


AXP I -have frequently heard, not 
at all:to my pleasure, but possib 
to my good, insurance agents speak, te 
say the least, very slightingly of insut- 
ance companies, including those. that 
they themselves represent. Z 
Such feelings ought not to exist 
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IN THE MILLIONAIRE CLASS 


) ECURITY Fire Insurance 
Company of Davenport, 
Iowa, has joined the ranks 
of the millionaires. Its 
assets now are over $l,- 


088,000. 
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The Security Fire Insurance Com- 
pany began as a small institution thirty- 
seven years ago. For some time its oper- 
ations were chiefly local. Now they cover 
five central states. The expansion has 
been natural, the growth has also been 
gradual and healthy. The business, the 
surplus and the service have grown hand 


in hand. 


Throughout the thirty-seven years the 
Security Fire Insurance has been a profit- 


able institution—profitable to policyholders 
because it has always given them security, 
profitable to agents because it has given 
them good service. The Security Fire 
Insurance Company is proud of the fact 
that it has served both parties to operations 
well. 


While the Security Fire Insurance 
Company is a good company for any 
agent because it is a safe and sound insti- 
tution and because it is a millionaire com- 
pany it has more than that to attract new 
agents and to hold those who now are 
representatives. It writes farm business. 
This feature alone makes a service unit in 
any line-up of companies that an agent 
may select. 














JAMES W. BOLLINGER, President 





E. E. SOENKE, Secretary 


SECURITY FIRE INSURANCE Co. 


DAVENPORT, 


IOWA 
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We are dependent on each other. We 
cannot meet our duties to one another 
and to the public without the closest 
and most constant co-operation. While 
there is no insurance company that 
cannot go on quite well without any 
one of its agents, no matter how im- 
portant he may be, the companies can- 
not get on successfully without a well 
organized, well maintained and loyal 
agency force; and so, on the same 
principle, the insurance agent can get 
on quite well without any one com- 
pany, no matter how large and influ- 
ential that company may be, but we 
cannot get on without the companies as 
a whole. 


HAVE been young, and now, while 

I hardly admit that I am old, I must 
say that I am somewhat older than I 
was forty years ago, and I have never 
seen an insurance company perma- 
nently successful that did not have a 
high appreciation of its local agents, 
and I have never seen a local agent 
permanently and notable successful 
who did not have a high regard and 
loyal feeling for the interests of his 
companies. 

Therefore, gentlemen, Iet us, the Na- 
tional Board of Fire Underwriters and 
the National Association of Insurance 
Agents, having fully in mind our re- 
spective but mutual interests and our 
respective but mutual duties to the pub- 
lic, continue in our good work of do- 
ing everything that we can jointly and 
severally to reduce the enormous fire 
waste, frequently accompanied by seri- 
ous loss of life throughout our beloved 
country. 


W. H. Tomlinson of Columbus, O., 
secretary of the Ohio Association of 
Insurance Agents, was present at the 
meeting. He resigned a few months 
ago as Ohio insurance superintendent 
to take this position. Judge Tomlinson 
is giving all his time to the Ohio or- 
ganization and is developing much in- 
terest in the work throughout the state. 


THE NATIONAL 


Association Heads 


Since Organization 


The presidents and chairmen of the 
executive committee of the National As- 


sociation of Insurance Agents from its 


organization to date are as follows: 
President, A. G. Simrall, Covington, Ky. 
(1896-7) ; chairman of executive commit- 
tee, A. H. Robinson, Louisville, Ky. 
President, A. G. Simrall, Covington, Ky. 
(1897-8) ; chairman of executive commit- 
tee, A. H. Robinson, Louisville, Ky. 
President, C. H. Woodworth, Buffalo, 


N. Y. (1898-9); chairman of executive 
committee, A. H. Robinson, Louisville, 


Ky. 
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President, C. H. Woodworth, Buffalo, 
N. Y. (1899-1900) ; chairman of executive 
gs ai A. H. Robinson, Louisville, 

y. 

President, George D. Markham, St. 
Louis, Mo. (1900-1) ; chairman of execu- 
- committee, C. P. Whitney, Chicago, 

President, George D. Markham, St. 
Louis, Mo. (1901-2) ; chairman of execu- 
tive eet C. H. Woodworth, Buffalo, 
President, Thomas H. Geer, Cleveland, 
O. (1902-3) ; chairman of executive com- 
mittee, L. W. Childrey, Norfolk, Va. 

President, John C. North, New Haven, 
Conn. (1903-4); chairman of executive 
committee, L. W. Childrey, Norfolk, Va. 











GEORGE D. MARKHAM, St. Louis, 
Ex-President National Association 
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FRED GUENTHER, Detroit, Mich., 
Ex-President National Association 


October 22, 1990 


President, A. H. Robinson, Louisville 
Ky. (1904-5) ; chairman of executive com. 
— = . eh tae O. 

resident, . Tapping, Milwa 
Wis. (1905-6); chairman of exeoni 
committee, E. B. Case, Chicago, Ill, 

President, Charles F. Wilson, Denver 
Colo. (1906-7); chairman of executive 
committee, Clarence S. Pellet, Chicago, [1] 

President, F. W. Offenhauser, Texar. 
kana, Tex. (1907-8) ; chairman of execy- 
tive committee, James P. Thomson, 
Minneapolis, Minn. 

President, E. W. Beardsley, Hartford, 
Conn. (1908-9); chairman of executive 
—* Charles B. Weil, Milwaukee, 

is. 

President, Fred Guenther, Detroit 
Mich. (1909-10); chairman of executive 
committee, W. E. Metzger, Nashville 
Tenn. : 

President, A. W. Neale, Cleveland, 0 
(1910-11) ; chairman of executive com- 
mittee, W. E. Metzger, Nashville, Tenn. 

President, J. H. Southgate, Durham, 
N. C. (1911-12); chairman of executive 
aren Rutherford Lipscomb, Atlanta, 

a. 

President, J. H. Southgate, Durham 
N. C. (1912-13); chairman of executive 
committee, C. F. Hildreth, Freeport, Il, 

President, C. F. Hildreth, Freeport, Ii, 
(1913-14) ; chairman of executive commit- 
tee, E. C. Roth, Buffalo, N. Y. 

President, C. F. Hildreth, Freeport, Ill, 
(1914-15) ; chairman of executive commit- 
tee, E. C. Roth, Buffalo, N. Y. 

President, E. C. Roth, Buffalo, N. Y, 
(1915-16) ; chairman of executive com- 
mittee, C. S. Pellett, Chicago, III. 

President, E. C. Roth, Buffalo, N. Y, 
(1916-17) ; chairman of executive com- 
mittee, C. S. Pellett, Chicago, Ill. 

President, E. M. Allen, Helena, Ark. 
(1917-18) ; chairman of executive com- 
mittee, Fred J. Cox, Perth Amboy, - 

President, E. M. Allen, Helena, Ar 
(1918-19) ; chairman of executive com- 
mittee, Fred J. Cox, Perth Amboy, N. J. 

President, Fred J. Cox, Perth Amboy, 
N. J. (1919-20); chairman of executive 
committee, James L. Case, Norwich, Conn. 
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COMMONWEALTH INSURANCE COMPANY of NEW YORK, Organized 1886 


does business in Maine, New Hampshire, Vermont, Massachusetts, Rhode Island, 
Connecticut, Delaware, New York, New Jersey, Pennsylvania, 
Maryland, District of Columbia, West Virginia, Virginia, North 
Carolina, Georgia, Alabama, Louisiana, Ohio, Indiana, Michigan, 
Wisconsin, Minnesota, Kentucky, Tennessee, Illinois, Lowa, 
Nebraska, Missouri, Washington, Oregon, Idaho, 


California, Colorado, Texas and Utah. 


The NATIONAL ASSOCIATION of INSURANCE AGENTS, Organized 1895 


has its State Associations in All These States, Except Two. 


The STRENGTH of the Commonwealth is in its agency force and its steady 
policy of cooperation. 


The STRENGTH of the Agents’ Association is in its purpose to maintain 
right principles and oppose bad practices in underwriting. 


Commonwealth: 
For the Common Weal 





HOME OFFICE: 


76 William Street 


THE COMMONWEALTH INSURANCE CO., OF NEW YORK 


NEW YORK 


CECIL F. SHALLCROSS, President 


W. P. YOUNG 


C. R. PERKINS 


W. S. ALLEY 


Vice-Presidents 


R. P. BARBOUR, Secretary 


Montana, 


€. E. CASE 
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Actual Instances Where Our Service 
Increased the Local Agents’ Business: 


1. As the result of our appraisal of the Allen-Eaton 
Panel Co. plant in Memphis the fire insurance was in- 
creased over $50,000.00. 


2. Our appraisal of the Memphis Band Mill Co. 
plant resulted in an increase of over $150,000.00 in the 
fire insurance. 


3. Our appraisal of a Foundry and Machine Shop 
in a central Illinois city resulted in an increase of fire 
insurance of $200,000.00. 


4. The insurance on a Department Store was in- 
creased on building and fixtures $172,000.00 as a result 
of our appraisal. 


5. Our appraisals of the Public Schools in three 
cities showed that these properties were insured for 36.2% 
of their actual insurable values. The insurance on these 
properties was more than doubled. 


Many local Agents are awake to the fact that co-operation with us 
means more money for the agency and better service to their customers. 


Do not overlook the opportunity for increased business which comes 
through our appraisal service. 


We have some startling facts that have converted a great many property owners who did not see the 
light because they thought the local agent was simply talking for more insurance. 
Maybe we can help because we are disinterested authorities in this line. 


The [loyd-Ihomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 














APPRAISERS \=) ENGINEERS 
CHICAGO 


BRANCHES: Cincinnati, Cleseland, Detroit, Indianapolis, Milwaukee, 
Buffalo, Pittsburgh, St.Louis, Toronto and Memphis 


October 22, 1929 
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OHIO FARMERS 
OHIO 


INSURANCE COMPANY 


LEROY 
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W. E. Haines 
Secretary 
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F. H. Hawley 


President 
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An Insurance Company 


With a Heart 


Ask any agent of the Ohio Farmers Insurance Company 
what his feeling is for the institution and you will receive 
an enthusiastic endorsement. This is not a perfunctory 
approval. The Ohio Farmers agent does not give it his 
support because of its financial stability alone, although 
naturally that has its influence. It is not its consistent, 
prompt and conscientious service, nor its satisfactory 
treatment of policyholders and clients. 


The Ohio Farmers agent feels that the company has in it 
the spirit of sympathy and good will. If he does his duty, 
he knows the Ohio Farmers will do more than it is re- 
quired to do. He knows that under all conditions it is 
trustworthy and reliable. He realizes that it is not guilty 
of “clever” or sharp practice. It does not conceal its 
transactions. It does not have to apologize for mis- 
demeanors. It works and acts in the open before the eyes 
of its agents. 


Ohio Farmers agents never fear that their rights will be 
disregarded. The company is and always has been a 
staunch friend. 


Ohio Farmers Insurance Company 
LEROY ~~ QOHIO 
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| Casualty Expiration Ownership 


BY W. D. WILKINSON 


W. D. Wilkinson, general agent at Charlotte, N. C., has come into 
special prominence by reason of his controversy with President Bland of 
the United States Fidelity & Guaranty in regard to the question of the 
ownership of casualty and surety expirations and is therefore especially 
well fitted to discuss that subject. In his address he gave a very interest- 
ing review of his own experiences along that line. 
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HE subject of ownership of cas- 
ualty and surety expirations is to 
me one of the most important mat- 
ters connected with the insurance busi- 
ness, and, on account of the principle 
and the financial interest involved, I 
feel that this should have a very promi- 
nent place in this association. 
Let us look at this proposition from 
a financial standpoint, and I feel sure 
you will agree with me, each and every 
one of you, that you place a certain 
valuation upon your insurance business, 
which, in my opinion, you have a per- 
fect right to do, but let us see upon 
what this valuation is placed. Is it 
not true that the valuation of your 
agency is placed upon your expirations, 
or the amount of annual commissions 
received through your agency—which 
is based on the annual premiums re- 
ceived from the expirations on your 
books? This being true, you have a 
perfect right to list your insurance 
business in your financial statement and 
place upon it a cash value, on account 
of the fact that you can sell that busi- 
ness almost any day for a cash con- 
sideration which is always based on 
your expirations. 


OW, let us look at this same 

proposition in another way. If the 
casualty and surety companies should 
take the position that this business 
which you place on their books be- 
longs to them, and that they have the 
right to solicit your renewals, either 
direct or through some other agent, and 
by taking advantage of your confidence 
and such information as they may have 
(which was furnished them by you at 
your expense) and using this informa- 
tion for their own personal benefit, or 
for the benefit of themselves and per- 
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haps some other agent who has for- 
gotten himself, his fellow man, as well 
as the Golden Rule, and permitting 
himself to be dragged down below all 
decency of insurance ethics, and by 
this practice and with the information 
you have entrusted to them, take away 
from you any part or all of your busi- 
ness which they can control, then I 
would like to ask if you have any 
right to list such assets in your finan- 
cial statement, or could you go ‘out 
and sell this business for the same 
consideration? 


UT, to me, there is another side to 

this question which sinks much 
deeper into my heart and overbalances 
by far the financial side of this ques- 
tion, and that is, the principle in- 
volved. To me, there is nothing to 
which any company could stoop so 
low as to betray the confidence of the 
agent who has spent his time, energy 
and money in placing premiums on 
the company’s books, and for which 
he has paid them, than to undertake 
or attempt in any way to solicit di- 
rectly or indirectly premiums belong- 
ing to an agent who has formerly rep- 
resented their company, by using the 
information regarding renewals which 
they have in their possession. The man 
who will direct or permit his company 


to engage in such practice is to me 
no better than the man who walks into 
a bank, holds up the cashier, and takes 
money that does not belong to him; 
in fact, I believe it is worse than the 
robber, because you have placed con- 
fidence in the company and you have 
never placed any in the robber, and it 
is certainly taking something from your 
fellow man that does not belong to 
you. 


FEEL, after reviewing this subject 

as I have, that you no doubt would 
be interested to know a little some- 
thing about my personal experience on 
this subject: (through which I have 
recently gone) and which I suppose 
many of you have seen some account 
of, with President John R. Bland, of 
the U. S. F. & G., of Baltimore. While, 
of course, it would be impossible for 
me to undertake to tell you all that has 
passed between us, or just what has 
been done, I will try and give you some 
of the points which I think will be 
of most interest. 

In the first place, there were several 
reasons for my changing companies, 
and all of these reasons I would be 
only too glad to give you, but for fear 
some of them might not be thoroughly 
understood by some of you with re- 
gard to the U. S. F. & G,, and, as it 


is not my intention to say or do any- 
thirg that in any way would be mis- 
leading with regard to this company 
I shall try and confine my remarks 
along thjs line to the most important 
matters which brought me to this de- 
cision. 


OW, in talking to one of my in. 

surance friends in New York 
about representing the U. S. F. & G 
he asked me this question: “What are 
you trying to do—hang yourself» 
And I began asking for some informa- 
tion, and was informed as to how this 
company had treated some of their 
agents in other sections of the country 
(and I might add here that this in- 
formation has come to me direct from 
these agents since my controversy be- 
gan with this company) and, satisfy- 
ing myself that the U. S. F. & G. had 
taken the position with other agents 
that the business put on the company’s 
books belonged to them and not to the 
agent, I began looking around for an- 
other company. In taking this matter 
up with the officials of the Globe In- 
demnity, I advised them of my under- 
standing with regard to the position 
of the U. S. F. & G., and further ad- 
vised them if this was the position of 
the U. S. F. & G., I would be interested 
in taking the agency for their com- 
pany; but if my understanding was not 
correct and the U. S. F. & G. did not 
take such a position, I could not say 
at that time whether or not I would 
be interested in changing companies, 
but before doing anything, I would first 
take the matter up with the U. S. F. 
& G. and determine their attitude on 
this question, at which time I would 


(CONTINUED ON PAGE 107) 








“The MERCANTILE” 


In the Agent’s Dictionary may be defined, we trust, asa 
company exhibiting those characteristics of honest en- 
deavor, thoroughgoing cooperation and cordial relationship 
that make for success in insurance, merchandising or any 
business activity. 


Ask the Mercantile Agent—He knows 








Fire, Tornado and Windstorm, Automobile, Sprinkler Leakage, 


Riot and Civil Commotion, Use and Occupancy, Rentals, 
Profits and all Kindred Lines of Insurance 











THE MERCANTILE INSURANCE 
COMPANY OF AMERICA 


76 William Street, NEW YORK 
CECIL F. SHALLCROSS, President 


VICE PRESIDENTS: E. T. Cairns, W. P. Young, C. R. Perkins, W.S. Alley, C. E. Case 


R. P. Barbour, SECRETARY 
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In the same hour came forth fingers of 
a man’s hand, and wrote over against 
the candlesticks upon the plaster of the 


= wall of the King’s palace; and the king 
77, saw the part of the hand that wrote.— 


Dane V., 5. 


Handwritings on walls have flourished like green Bay-trees 
ever since Nebuchadnezzar’s experience. 


You and I once chalked the corner grocer’s wall and the back fence with our 
enamoured sentiments for Mary-Ann of rosy cheeks and yellow pig-tails. 


Since, on the walls of Business, we have 
seen many handwritings. Sometimes they 
have been hunches, sometimes warnings. 
The one illustrated above, however, is not 
only a hunch; it isa common sense busi- 
ness proposition. 

insurance policies alone will not make 
friends, or build up a great casualty insti- 
tution of the OCEAN’S size; it is the Indi- 
viduality of the Company, its liberal and 


frank attitude and integrity that! mean 
growth and success. 


A contract is good or valid only when it is 
based upon equity. 

The OCEAN believes that in all transactions 
both sides must profit. This is one of the 
broad principles upon which it is founded. 
Won’t you let us show you why it will be to © 
your interest financially to 


INSURE IN THE OCEAN. 


OCEAN ACCIDENT & GUARANTEE CORPORATION, Ltd. 


114 FIFTH AVENUE, NEW YORK CITY 


CHARLES H. NEELY, Manager and Attorney 

















eo oasss400 00000 0UUTUUTVHUHUU0000002H0H0000UUUUAUTATANNAEGEOGAOOOOQOOUOOAUOOATTATAAANTHHIE = S 


THE NATIONAL UNDERWRITER 


SUETUUUUUUUUTEULUUUAGGAOOOAONEUEEUAGOGOGOOQOOOUEUEUGGGOGGOOAOOOOEEOUUOGGGGOOOOOGOOVOEEUUOGGOOOOOOOOOOOEEOOOGOGOOOAOOOOOOOOEUOGOGOGOOOOOOGOOOOOOOOGUOOGOOOOOOOOOOEEEtHATAGVee... 





Began Business in 1871 


Superior Fire Insurance Company 


SUPERIOR SERVICE SATISFIES 


PITTSBURGH, PA. 


Capital $500,000 Assets $2,644,765.88 


Local agents these days are beginning to appreciate the importance of the moderate sized companies. They form an influence in the fire insurance world that 
is healthful to the business. The large companies have their appropriate sphere of action. The agents of the country, however, should not overlook the 
danger of overcentralization. The American agency system, to be perpetuated, must have as its real foundation these fire insurance institutions that appre- 
ciate and value the services of local representatives. Such companies as the Superior in a local agency preserve its int 


A. H. TRIMBLE, President 


Net Surplus $481,011.90 


egrity and permanency. The Superior 
only asks fair treatment. Its service and indemnity are as good as the best. 


EDWARD HEER, Vice-President and Secretary 











O. E. STRAUCH, Secretary WM. F. STIFEL, President WM. V. FISCHER, Assistant Secretary 


WHEELING FIRE INSURANCE CO. 


Wheeling, West Virginia 


OUR MOTTO: Always\ xine {s| Promptly 


SAFE SOLID SOUND 











FRANK S. TEWKSBURY, Vice-Pres. 
DON STEHLE, JR., Sec. & Treas. 


EDSON T. WOOD, Pres. H. W. WATKINS, Assist. Sec. & Treas. 


WM. B. KOCH, JR.., Assist. Treas. 
INCORPORATED 1851 


Pittsburgh Fire Insurance Company 


Home Office: PITTSBURGH, PA. 


Western Department: Firemen and Mechanics’ Ins. Co. 
Indianapolis, Indiana 


‘*Courtesy and Intelligent Service our Watchword”’ 








SEVENTY-ONE YEARS 
A LONG AND HONORABLE RECORD 


OLDEST FIRE INSURANCE COMPANY IN PITTSBURGH 


THE WESTERN 


INSURANCE CO. OF PITTSBURGH 


An old, reliable and growing American company, writing along conservative lines, 
and proud of its reputation for prompt and satisfactory loss settlements 


1849 1920 


W. H. NINICK, Pres. JOHN D. C. MILLER, Sec’y-Treas. 








PITTSBURGH 


Can Always 


Pittsburgh is 
one of the great 
industrial cen- 
ters of thecoun- 
try. Itis the 
Industrial Me- 
tropolis of 
America. |tpos- 
sesses as much 
wealth as 34 of 
our states. It 
is a city of vast 
power and tre- 
mendous out- 
put. 














THE 


Allemannia Fire Insurance Company 


Commonwealth Building. Pittsburgh, Pa. 


WM. STEINMEYER, President 


Assets, $2,713,622.31 


Incorporated 1868 


Cc. B. REITER, Secretary 


Capital and Surplus to Policyholders, $1,287,279.66 
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| KEYSTONE UNDERWRITERS Combined Capital, $9000 


Assets, $3,427,269 


Department of 


The Globe Fire Insurance Company The United American Insurance Company 
The Western Insurance Company The Union Insurance Company 
All of Pittsburgh, Pa. 
Organized 1906 


Separate Offices and Field Force 
We believe in progressive and fair treatment to all our agents and assured. A careful consideration of all rights 


of agents and assured. We are contented to grow naturally and are trying to render service. 
HENRY WACHTER, Manager PITTSBURGH, PA. 





218 FOURTH AVENUE 








COMPANIES Rough Notes 


Be depended On 





A Monthly How Magazine for Local Agents 
Pittsburgh’s fire Price $1.50 a Year 


insurance compa- INDIANAPOLIS 
nies have always 





been dependable 





and safe. They , - 
stoodbytheiragents | | Fkepublic Fire Insurance Company 


when the agents PITTSBURGH, PENNSYLVANIA 
ORGANIZED 1871 


had no strong or- C. W. GERWIG, President 
ganization. They 


Se are MANY LARGER—NONE BETTER 
ave stood by the 


N. A. WEED, Secretary 





agents not because 





they have been 


Bik ba tek Tees PITTSBURG UNDERWRITERS 


GEO. R. DAVIES, Manager Commonwealth Building L. M. STEPHENS, Ass’t Manager 


h ‘ PITTSBURGH, PA. 
cause they desired UNDERWRITTEN BY 


“ ‘Allemannia Fire Insurance Co. Superior Fire Insurance Co. 
to. It 1S natural f or National-Ben Franklin Insurance Co. Republic Fire Insurance Co. 


h back thei all of Pittsburgh, Pa. 
er Combined Capital, $1,900,000 Assets, $11,470,718 Surplus to Policyholders, $4,475,086 


Service with us is not merely a by-word and our representatives 
agents. have at their command the facilities o 


Western Sprinklered Risk Association Western Improved Risk Association 














PNational-Ben Franklin Fire Insurance Co. 


ESTABLISHED 1866 
120-122 West Ohio Street, N. S., Pittsburgh, Pa. 


CAPITAL $1,000,000 
Fire and Automobile Jusurance 


H. M. SCHMITT, President and General Manager PAUL A. SCHMITT, Assistant Secretary 





THOS. A. HATHAWAY, Secretary 
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HE question of banks entering the 

insurance business as the com- 

petitor of the agent is in its in- 
fancy, that of stock insurance vs. mu- 
tual is of some years’ standing, having 
just within the past few years reached 
such proportions as to demand, to 
force both the companies and _ the 
agents to the realization of a condition 
of some seriousness. To cause the 
recognition of this condition with a 
decided degree of apprehension, not be- 
cause of a loss of income either to the 
agent or the company, as both com- 
pany and agent have shown gains, but 
because of the underlying principle of 
mutual insurance—socialism. 

Now, the thought strikes me quite 
forcibly, had the insurance fraternity 
given mutual insurance, when in its in- 
ception, the same thought, the same 
degree of apprehension now being 
given by the agents to the threatened 
inroads of banks into the agency field, 
there would be little cause for alarm 
in the mutual problem today. There 
would be no need of that question ab- 
sorbing the indomitable energy and 
splendid capabilities of such men as 





MATT T, MANCHA, Los Angeles, Cal., 
President California Association 


Edson S. Lott, Craig Belk, A. G. 
Strong, your conference committee 
and others at this convention, as well 
as on the outside. Such energy and 
ability should be devoted to the of- 
fensive of our business and not the 
defensive. 


HE avoidance of a _ repetition of 

such a state of affairs, insofar as 
bank agencies and legitimate insurance 
agencies are concerned, and in our de- 
sire to conserve the American Agency 
System, is why we view with alarm 
what appears to be, on the part of cer- 
tain interests, a fixed determination to 
combine the banking and _ insurance 
business, or more particularly at this 
time, the banking and the agency end 
of the insurance business. Should such 
a desire become a fact, might it not in 
years to come mean the control of the 
insurance business by the banking in- 
terests? 

No doubt exists in the mind of the 
American agent as to the lack of or- 
ganized purpose on the part of banks 
and insurance companies to combine; 
in fact, both readily perceive that such 
a combination would not be to the ad- 
vantage of either of the high contracting 
parties or to the public, that a combi- 
nation of two such powerful interests 
would at once bring condemnation and 
be detrimental to both. 


THE NATIONAL UNDERWRITER 


The Question of Ban 


BY MATT T. MANCHA 


HAT we, as agents, are concerned 
in, at this time, is what seems to be 
the fixed determination of the individual 
bank or its subsidiary corpcration to 
force its entry into the agency business, 
and the following of other banks as a 
matter of self-preservation; and what 
appears to be the eagerness of the in- 
dividual company to lend every pos- 
sible assistance in forcing this entering 
wedge, lending aid to the detriment of 
its entire corps of loyal agents through- 
out the United States, even to the de- 
struction of such an institution of cor- 
rect principles and proper practices in 
underwriting, as is the Louisville Board. 
This, mind you, is the individual 
company, and I feel safe in asserting 
it lacks the commendation and support 
of its fellow companies in its sporadic 
endeaver. 


N CALIFORNIA we have a some- 

what similar condition, except in this 
case, it is the bank which is or was 
determined to break into the insurance 
game and not the insurance company 
endeavoring to break into the banking 
game. However, the methods pursued, 
that of rule or ruin, seemed to be the 
same. 

Senate Bill No. 708 was passed by 


HEN the necessary number of 

signatures to place the measure on 
the ballot were obtained,, father an- 
nounced his relationship. With but a 
few days in which to educate the pub- 
lic as to the viciousness of the measure, 
the spirit prompting its being placed on 
the ballot, and as to what the public 
would finally receive were a law such 
as this enacted, a compromise was 
struck with this banking institution, 
and the initiative petition containing 
over 60,000 signatures was scrapped. 

Just prior to the Santa Barbara con- 
vention, the subsidiary corporation of 
this bank sent a letter broadcast to the 
agents of the United States. I wish to 
quote: 

“The Stockholders’ Auxiliary Corpo- 
ration as general agents for the Nevada 
Fire and Knickerbocker Fire Insur- 
ance Companies, both members in good 
standing of the Board of Fire Under- 
writers of the Pacific, conducts its in- 
surance department in strict accord- 


‘ance with board rules and the ethics of 


the insurance business. It believes in 
and respects the overhead writing rule 
and other fundamentals laid down by 
the National Association of Insurance 
Agents.” 





Bit THAR LUELLA PCO LLG ULLAL ELLE. Lee ALLS 
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Matta T. Mancha of Los Angeles is president of the California 
Association of Insurance Agents and is recognized as one of the notable 
figures in the insurance field on the Pacific Coast. By reason of his 
position as head of the California Association, he has naturally taken 
the lead in the fight over the entry of the Bank of Italy and its auxiliary 
corporation into the agency field and his comments on the situation there 


were therefore of especial interest. 
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the California legislature in the spring 
of 1919, signed by the governor. I wish 
to state that this bill had the support 
of the leading bankers of the state of 
California, who do not wish to engage 
in the insurance business, as well as 
the support of all the managers, brok- 
ers, agents and the public. Its opera- 
tion as a law was postponed by a 
referendum circulated by a_ certain 
banking interest and is now before the 
people for their decision. 

This bank has been the recipient of 
much criticism on the stand taken by 
it, not only from the insurance fratern- 
ity of the state and nation, but from 
other sources. 


Rage informed that threats were made 
to the effect that the Pacific Board, 
the San Francisco Brokers’ Exchange 
would be destroyed were not the op- 
position to the bank’s entry in the in- 
surance business withdrawn. To this 
no attention was paid. 

In June, about the time of the annual 
convention of the California Associa- 
tion of Insurance Agents, an initiative 
petition destroying the functioning of 
the Pacific Board, the San Francisco 
3rokers’ Exchange, the local boards, 
the state association as organizations of 
good in the proper conduct of the in- 
surance business appeared upon the 
streets. 

There was no doubt as to the spon- 
sors of this vicious measure, neither 
was there a question as to the spirit of 
spite, malice and venegance prompting 
its birth. but ofthis the public did not 
know. This initiative seemed to be the 
direct appeal of Lenine and Trotzky to 
destroy the one organization and its 
kindred bodies on the coast, which for 
years have operated for the welfare of 
the insurance business and of the pub- 
lic. The father of the initiative, accord- 
ing to press reports, denied parental 
relation, but proclaimed sympathy 
for it. 


UTR He 
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T THE very time this letter was 

sent to you, this self-same subsidi- 
ary corporation, which in the letter 
pledged its support to the Board of 
Fire Underwriters of the Pacific, of 
which it is a member; to the National 
Association of Insurance Agents and to 
the California Association of Insur- 
ance Agents, as it could not respect 
the “fundamentals laid down” by the 
National Association without recogniz- 
ing the State Association, as they are 
one and the same—at this very time, 
this so-called subsidiary corporation 
was conspiring to destroy the Pacific 
Board, of which it was and is a mem- 
ber; the National and State Associa- 
tions of Insurance Agents, to which it 
professed its loyality and approval, and 
the San Francisco Brokers’ Exchange, 
whose business it was soliciting. This 
advocate of board principles and the 
fundamentals of the National Associa- 
tion was willing and anxious to destroy 
the entire fabric of insurance on the 
Pacific coast, in order to satisfy its 
own selfish purpose. Can you imagine 
an institution such as this engaged in 
the insurance business as your legiti- 
mate competitor? This letter is cap- 
tioned in an insurance iournal—*Prom- 
ise Agents Fair Play.” 


OW, I wish to ask you—and for 

this reason I have briefly recalled 
the role played in the Louisville situa- 
tion by the insurance company as seen 
by an outsider, that of seemingly aid- 
ing and abetting the destruction of the 
Louisville Board and the placing of 
banking institutions in the field as your 
competitors—is that role in the interest 
of the American Agency System, is it 
in the interest of the companies, of the 
public, or of you? 

In recalling the part taken by the 
bank or its subsidiary corporation in 
the California scenario, I wish to ask 
the companies, “Is that part in the in- 
terest of you, of the public, or of your 





agent? Is the direct attack made upon 
you, upon insurance and its proper 
conduct as an American institution not 
of some concern to you? Do you fee} 
secure in having for your representa- 
tive an agent who has demonstrated his 
faculty of smashing all ethics of the 
business, if the smashing is necessary in 
satisfying his sense of _ selfishness 
pride, peeve and vengeance?” 


WISH to emphaticaily express that in 

reciting these two incidents to you | 
have not the slightest feeling of an- 
tipathy toward either of these instity- 
tions, as institutions. In fact, I have 
the highest personal regard for the 
Pacific coast general agents for the 
company and also for the manager of 
the insurance department of the syb- 
sidiary corporation. My deepest regret 
is that such great organizations should 
appear in the leading role of what 
might and, no doubt, will lead to the 
destruction of the American Agency 
System, if it is permitted to succeed 
and the methods pursued in attempting 
to gain their personal end in direct 
contradiction to the best interest of the 


G. ARTHUR HOWELL 
Atlanta, Ga. 


majority, and of themselves if they 
would but see it. In the actions of 
these two institutions, we can not help 
but discern manifestations indicative of 
danger. 


HE insurance business is too big, too 

great to be subsidiary or secondary 

to any endeavor. Right here, I wish to 

admonish the agents of this country to 

wake up and recognize the magnitude 

of the part they play in the commercial 
and civic life of their community. 

F. C. Moore in “Fire Insurance and 
How to Build,” says: “Fire insurance is 
closely and inseparably interwoven 
with every scheme of profit and trade, 
a strong continuous warp-thread which 
lends security to the fabric, and without 
which it is doubtful if the temerity of 
the capitalist would meet the necessi- 
ties of the poorer population for em- 
ployment.” 

Who is the better prepared to furnish 
this security which “is so closely and 
inseparably interwoven with every 
scheme of profit and trade”? A bank 
employe or the agent who makes in- 
surance his profession and life’s work, 
as does the legitimate banker make of 
his business, that of banking and bank- 
ing only. 


OSEPH G. BROWN, president 
the National Convention of Insur- 
ance Commissioners, which recently 
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WHO SAID WORRY, WITH COMPENSATION AND GROUP? 
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DROPPING IN UNEXPECTEDLY, ON THE WINDOWS 
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~ ROAD TURNED, DRIVER DIDN'T 











LULILILEiriLieoeronn turin 





[Ct tt 


To Our 
Insurance Friends 


Our relations with you in the past 
have been most pleasant—result- 
ing in unprecedented growth and 
expansion on the part of The 
Travelers. You have not hesitated 
to recommend this Company, 
believing correctly that it had 
‘solidity and strength. It has 
been our policy, on the other 
hand, to direct business to you. 


May these agreeable relations 


flourish! 
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ACCIDENT LIFE LIABILITY HEALTH 
AUTOMOBILE BURGLARY STEAM BOILER 
COMPENSATION GROUP PLATEGLASS AIR CRAFT 
ENGINE 
W? 








THE ENGINE HAD BLIND STAGGERS 
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A 1920 PLATE -GLASS HAZARD 


PEDESTRIANS AS WELL AS PASSENGERS BEWAR 
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WHEN STEAM BOILERS LET GO 
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THE TRAVELERS 


L. F. BUTLER, PRESIDENT - - HARTFORD, CONN. 
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St. Paul Fire 


and Marine 
Insurance 
Company 





Founded 1853 





Capital and Surplus Over 


$7,000,000.00 





Fire, Automobile, Hail, 
Registered Mail, Parcel 
Post, Merchandise Float- 
ers, Explosion, Marine 





A valuable Agency Connection for 
any Agency 





HEAD OFFICE: St. Paul, Minnesota 














met in California, criticizes the entry of 
the bank into the insurance business 
and says: “I am opposed to the practice 
of appointing banks or officials of banks 
as agents of fire insurance companies, 
as I believe such a practice leads to 
the placing of insurance by the public 
through such bank as a condition upon 
which the making of certain loans de- 
pends. This will ultimately work a real 
hardship upon the public as it may pre- 
vent proper credit for improvements 
adopted in individual instances where 
the hazard might be lessened and the 
insurance rate reduced as a result of 
recommendations made by a bona fide, 
aggressive agent.” That is enough—we 
all agree, so do the banks, except a cer- 
tain few. 

We all know that banks as agents are 
not and will not be producers of in- 
surance, they simply take from the 
legitimate agent that which he has pro- 
duced and which the bank, through its 
credit or loan department, may be in 
position to control, 


‘THE Stockholders’ Auxiliary Corpo- 
ration in the placing of its company, 
the Nevada Fire, in Los Angeles, offered 
as an inducement the delivery of $10,- 
000 in premiums to the prospective 
agent, who in return was supposed to 
give an additional $10,000 to the com- 
pany, making a total yearly income of 
$20,000. There is little question as to 
the source from which the general 
agency expected to deliver its part of 
the agreement, that of $10,000 in pre- 
miums per year. It was from the bank 
owning the general agency—the bank 
in turn taking it from the agents of 
Los Angeles who were the original 
producers of the business which made 
its way into the bank through legiti- 
mate banking transactions. 

Shortly before leaving for Des 
Moines, an agent reported the loss of 
a large line to this bank, which had 
made a commercial loan to the assured, 
obviously making the placing of the 
insurance with the bank a part of 
the agreement. This in spite of the fact 
that this agent had held the line for 
some time and the desire of the assured 
to renew with him. Yet, the insurance 
management of the Stockholders’ 
Auxiliary Corporation makes the state- 
ment that the bank is not in the insur- 
ance business. 


NOTHER good example of a bank 
grabbing and not producing isa case 

of an agent who, with the able assist- 
ance of his two specials succeeded in 
having a_ certain rate materially re- 
duced. In consideration of this good 
work he was given the line, which was 
written in the companies represented by 
the two specials, with instructions by 
the assured to deliver the policies to 
the mortgagee—a bank. This was done. 
The bank refused to accept the policies, 
demanding the line to be placed in the 
company represented by its subsidiary 
corporation as general agents, and as 
local agents by the agent in question. 
Is this a proper observance of the 
ethics of the business on the part of 
the bank or its subsidiary corporation? 
Not a day passes that some agent 
does not lose business to bank agencies 
owing to the taking of an unfair ad- 
vantage held by such agencies. In 
this particular case, it was the com- 
panies whose specials were instru- 
mental in giving real service to the as- 
sured that felt the whip hand of an 
unfair competitor, as well as the agent. 


HE late John Jay Knox states in 

one of his works on banking—“that 
banking, while a powerful instrument 
of production, manufacturing and 
trade, when properly used, was liable 
to great abuses, and that, to insure 
safety to the public it must be more 
securely bound down by law than or- 
dinary occupations and _ professions. 
For this reason the state very early 
stepped in with restrictions and special 
penalties.” 

Recognizing this fact, the federal 
government has restricted the activi- 
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ties of national banks to that of bank. 
ing only. Should not state banks be 
safeguarded with like limitations as to 
their activities? 


Cc ILBERT says “a banker is a dealer 
in capital, or more properly a dealer 
in money.” An insurance agent is a 
dealer in insurance, in a security which 
to a great extent guarantees the trans. 
actions of the banker against a pos- 
sible loss. Both powerful and influen- 
tial in their respective callings, and in 
the development and progress of the 
commercial and economic life of the 
nation. Both, in order to meet the re. 
quirements of “production, manufac- 
turing and trade,” demand skill and ex. 
pertness which can be acquired only by 
years of thought, study and experience, 


D OES it seem within the bounds of 
practical reasoning, that a combina- 
tion of two such forces, so distinct and 
separate, yet so closely interwoven, in 
their respective spheres, would lend to 
better fulfillment of the duties of each, 
or would the one in but a short space 
of time become subservient to the other, 
and instead of being one of the three 
great enterprises of the world become 
a mere department of the other? 

I want you to analyze and think 
deeply of the part taken by certain in- 
terests in Louisville and of the part 
taken by certain interests in California 
—that of attempting the dissolution of 
the Louisville Board and that of de- 
stroying the Board of Fire Underwrit- 
ers of the Pacific, the San Francisco 
Brokers’ Exchange, all the local boards 
of California and the California Asso- 
ciation of Insurance Agents, and for 
what purpose? To gratify their own 
personal interest. 


pee I wish to ask the following 
questions: 

1. Should insurance be subsidiary or 
secondary to banking? 

2. Should the writing of an insur- 
ance policy be made a condition to the 
granting of a loan? 

3. Should the granting of a loan be 
conditioned upon the placing of the in- 
surance? 

4. Will banking institutions making 
insurance a side line give proper in- 
surance service to the public? 

5. Should insurance be a side line to 
any business? 

6. Is not the public better served by 
competition between legitimate agents, 
thoroughly trained and conversant with 
insurance? 

7. Is not the insurance company bet- 
ter served by such competition? 

8. Would not the combination of 
banking and insurance finally lead to 
the elimination of the American agent, 
the real producer of insurance, the de- 
struction of the American Agency Sys- 
tem? Do you want it? 

An ounce of prevention is worth a 
pound of cure. 





National Board’s Committee 


The National Board sent greetings 
and good wishes to the National Asso- 
ciation of Insurance Agents through 
a committee composed of Cecil 
Shallcross, New York, United States 
manager of the North British & Mer- 
cantile, and its associated companies; 
Everard C. Stokes, New York, United 
States manager of the Royal Ex- 
changes; N. J. Schrup, Dubuque, prest- 
dent of the Dubuque Fire & Marine; B 
G. Chapman, Jr., St. Louis, president 
of the American Central, and Charles 
Lyman Case, president of the National 
Board. 


President Cox started the sessions 
right on the dot. There was no time 
lost. He was business all through, 
snappy, alert, courteous and very 
happy in his introductions of speakers. 
He conducted the affairs of the sessions 
very satisfactorily and never lost his 
head. 
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gress showing its popularity with 
Officers: agents. It is nota plunger. Its under- 
ANTHONY MATRE, President 


writing methods are orthodox and con- 
NAPOLEON PICARD, Secretary-Treasurer 
DR. H. REIS, Vice-President ( 























(7- 


sistent with good practices. 
JOSEPH BERNING 


It has trusted its agents. It believes that 
agents are honest and trustworthy. It re- 
lies on them. It accepts their judgment. 
So long as the agents of this company 
are conscientious in their offerings and 
relations they will find the Marquette 
National going more than half way to 
meet them. 


Vice-President 
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The Marquette National does not believe 
that agents are solely brokers for the as- 
sured. It has found them loyal to this 
company when it gave them its confi- 
dence. 






Confidence begets confidence. 


That is the principle that the Marquette 
National is following in dealing with 
agents. 
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A Newspap 


NEWSPAPER man who is inter- 
A ested in trade newspaper work, 

in attempting to make sugges- 
tions to those who are actively engaged 
in the business does not come before 
them in the attitude of one who has 
had actual experience himself. The 
newspaper man would probably fail if 
he were to undertake the development 
of an agency or the creation of an in- 
surance business. His special line is 
that of a reporter. He comes in con- 
tact with the best men of the business. 
He studies their methods. He listens 
to what they have to say. He observes 





JOEL TUTTLE, Des Moines, 
lowa Bonding & Casualty 


THE NATIONAL UNDERWRITER 


BY C. M. CARTWRIGHT, CHICAGO 


their activities. He studies their men- 
tal operations. It is his function to 
gather together this very interesting 
and valuable material and distribute it 
to others in the business. He is an in- 
terested, but impartial onlooker viewing 
the great field of insurance from every 
standpoint. His observations may be 
interesting because he is not an actual 
competitor. He eliminates the com- 
petitive angularities and the personali- 
ties injected into the business. 

It is my purpose merely to make in 
a very frank and friendly way a few 
observations from the standpoint of 
one who looks on the insurance busi- 
ness with the eye of an_ interested 
spectator. 


HE one factor that is militating 
more effectively than any other in 
keeping agents and companies apart is 
suspicion. We have not sufficient faith 
in one another. We do not know just 
how far we can trust each other. We 
still carry to an extent a chip on our 
shoulders. We do not know how far 
the other side will go. We are doubt- 
ful whether the others can really have 
our interest at heart. We are afraid 
some advantage will be taken of us. 
We are not frank in everything we say 
and do, because we fear to expose our 
plans and ideas to the other side. Sus- 
picion is the one ugly ogre that stalks 
across the field of insurance and divides 
the camp. Insurance itself is based 
on faith. It is, as we have often heard, 
the foundation of credit. 
We need more and more to think in 
terms of the man on the other side 
and see his viewpoint. We are not 


considerate enough in our judgments, 
nor are we sufficiently lenient or gener- 
ous in our attitude. Undoubtedly much 
progress has been made during the last 
two or three years in allaying suspicion 
and getting the two camps on common 
ground. The fact that a committee 
from the National Board was appointed 
last year and one this year to attend 
this convention in an official way cer- 
tainly indicates a growing breadth of 
view. Last year the president of the 
National Board honored you with his 
presence and made an address. This 
year you have had the pleasure of lis- 
tening to the present president of that 
organization. You are to be congratu- 
lated on this important development. 


OU have had recent conference 

with the National Board officials 
and committees. This certainly is a 
most favorable development. A friendly 
atmosphere is being created. I be- 
lieve that this is the most im- 
portant move in the history of your 
organization. Once we can get the 
companies and agents on a _ com- 
mon platform of confidence, trust and 
sincerity, then we have placed ourselves 
in a position to solve most of the vex- 
ing problems of the day and to elim- 
inate friction and misunderstanding. 
Much bitter feeling has been aroused 
by agents and companies antagonizing 
one another. Internecine warfare in a 
trade camp is always to be deplored. 
The fight is not circumscribed by the 
limits of the trade. Unfortunately it 
reaches out to the public. Insurance 
people need to stand as one united body 
today as never before. 
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er Mans Observations 


REALIZE that the companies have 

not considered as they should the 
selling side of the business. They have 
looked too much at the field of insur. 
ance from the office and the academic 
viewpoint. They have not touched 
elbows with the actualities. They have 
not been on the firing line, studied the 
problems and peculiar conditions with 
which the agent has to contend. Under- 
writing has been too often conducted 
from the office desk and the map case. 

A few years ago when the two major 
organizations in this particular section 
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Satisfied Agents have made the Continental 


a successful institution. 


The Continental recognizes each of its Agents as a 


valuable asset to its success. 


The Continental is known as an Agents’ Company. We 
do not maintain branch offices, but operate 


exclusively through General Agents. 


Continental Casualty Company 


H. G. B. ALEXANDER, Pres. 


General Office: CHICAGO, ILL. 
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Famous Fair 


for Dealing 


“AMERICA FORE”’ 
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Service 


Service is a combination of co-operation, economy, quality and justice. 
The agent who can not give his clients full measure of all these four is 
working against heavy odds. 


The service agent must co-operate with the assured to see that his in- 
terests are fully protected. He must give the assured helpful, constructive 
suggestions that will lessen the hazard. He must furnish him a policy 
that is proof against criticism, at any time, by competing agent or other- 
wise. He must give prompt attention to adjustments and early, just 
settlement in full of all honest claims. 


The agent can render such service only if the company he represents 
also stands for co-operation, economy, quality and justice. It is the 
constant endeavor of this old-established, solid American company to give 


its agents the full benefit of its long experience and large organization. We 
believe in service to the agent. 


You will never need to apologize for a Fidelity-Phenix policy 


FIDELITY-PHENIX 


Fire Insurance Company 











Cash Capital MAIN OFFICE HENRY EVANS 
$2 500 000 tfc yas recog President 
’ . NEW YORK 
Canadian Department Pacific Coast Department Western Department 
W. E. BALDWIN, Manager C. E. ALLAN, Secretary C. R. STREET, Vice-President 
17 St. John Street Insurance Exchange Building 137 South La Salle St. 
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of the country were considering uni- 
form forms for use and occupancy, it 
was my privilege to sit in the councils 
of the various experts in Chicago who 
were studying this question with the 
idea of making recommendations to the 
special committee of company man- 
agers that had the matter in charge. 
Here were gathered about the table the 
best office brains that we have. There 
were the special hazard and improved 
risk men, the office underwriters who 
were passing on use and occupancy 
forms, the raters and factory associ- 
ation men. The discussion impressed 
me as being most brilliant and able. 


ERE was a body of men that knew 
their business. Yet as I looked 
about the table I could not fail to see 
that the selling side of the business was 
not represented at all. Here were men 
dealing with a most important subject. 
So far as the office point of view was 
concerned, they had it from every 
angle. They had ignored, however, en- 
tirely the very important selling forces 
who were to take out the contracts and 
sell them to property owners. It 
seemed to me that this was a fatal 
mistake. They should have had in con- 
sultation with them, leading local 
agents to furnish the selling viewpoint. 
In dealing with these questions of 
forms, practices in the field and issues 
with which local agents have a direct 
relationship it would be far better if 
conferences could be held and the view- 
point of the field be secured. The pol- 
icy to a large extent, it seems to me, 
has been for the companies to decide 
these questions themselves regardless 
of the effect that their conclusions may 
have on the buyers of insurance and 
then fought it out with the agents 
afterwards. 


T SEEMS to me that on those ques- 

tions where companies and agents 
are alike vitally interested, there should 
be amicable conferences and both the 
office and field points should be care- 
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fully considered. This would undoubt- 
edly eliminate much of the friction that 
we have today. Local agents reflect 
the viewpoint of the purchasers of in- 
surance and know very accurately just 
how this proposition or that, this 
change or the other, will strike the in- 
surance buying public. It is not only 
just there should be conferences with 
a proper committee of the National 
Board, but conferences should be held 
with committees from the sectional ad- 
ministrative bodies, the Eastern Union, 
Southeastern Underwriters’ Associa- 
tion, Western Union, Western Insur- 
ance Bureau, and the Pacific Board. 

The companies, I am well aware, 
rather fear these conferences on the 
ground that they will encounter the 
violent opposition of agents and will 
be able to arrive nowhere. Here again 
suspicion steps in. I realize that some- 
times in the past, there have been ap- 
pointed on these conference commit- 
tees, agents whose combative faculties 
were very pronounced. They were 
against the government in almost all 
respects. They were not able to see 
the side of the other fellow. I believe 
that on these conference committees 
agents of broad vision, of conservative 
view, of generous impulses, should be 
selected. It will be largely up to your 
organization to dispel suspicion. In all 
your movements and pronouncements 
you can follow a strictly logical course 
and one that is eminently fair. That 
will go a long way in gaining the confi- 
dence of the companies. 


SOMETIMES think that in the past 

when you have found it necessary to 
take a stand you have been too sweep- 
ing in your position. I believe that you 
should feel your way a little more care- 
fully. The way to allay suspicion and 
gain confidence is to be absolutely sure 
of your position and be able to look at 
the side of the other man and then fol- 
low the road that will lead you into 
the clear. 


UNDERWRITER 


For example, take the subject of 
bank agencies. I am in thorough ac- 
cord with your desire to protect your 
members against the competition of 
banks in the large towns and cities as 
insurance agents. I think that you 
have sound argument for the position 
you have taken. I can see how the 
alliance of banks with insurance 
agencies will mean the breaking down 
of the business of those who aré giving 
all or the major part of their time to 
insurance and who are making it their 
life work. I think you are right in 
combating the movement of the Bank 
of Italy in California. 


T THE same time, I can see that 

a sweeping resolution condemn- 
ing all bank agencies might be called 
illogical and unjust. In some of the 
states and particularly in the great 
agricultural regions of the northwest, 
bank agencies are found by the hun- 
dreds. They are seen in all the vil- 
lages and small towns. If companies 
were compelled to follow a resolution 
uprooting all bank agencies it would 
mean the disruption of their plants in 
these great and important states. I do 
not believe that you are justified in 
condemning bank agencies in these 
small burgs. 

After all we must look at the public 
side of the medium through which in- 
surance is sold. In the large cities and 
the more important towns we need men 
who are giving all their time to insur- 
ance, who are insurance experts and 
who can give expert service. In the 
smaller towns where insurance work 
must be combined with some other 
line, it seems to me that the banks are 
probably the most service giving and 
logical mediums for the establishment 
of agencies. If the insurance com- 
panies were compelled to seek other 
channels, I doubt whether they could 
find a class as reliable, dependable and 
service giving as bank agents. My 
opinion is that in such localities under 
present conditions, banks do form a 
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proper medium for the establishment 
of agencies. 


iB Bini one other question that is en- 
grossing your attention, it bein 
the ownership of casualty and sure 

expirations. As a general rule I be. 
lieve that in 99 percent of the cases you 
will find that the casualty companies 
will recognize the full right of the 
agent in the expirations. There are 
cases, however, where a grave question 
arises as to whether the agent has full 
ownership of the expirations. I jm- 
agine that casualty companies hesitate 
regarding giving an absolute pledge 
because of the peculiar conditions that 
may surround some agencies. This js 
due to the fact that in many cases the 
local agents are not able to give the 
same service along casualty and suret 
lines that they do in fire and its allied 
lines. They are not sufficiently ac- 
quainted with the casualty classes, 
They are known to depend too much 
on the home or general office. The 
special agent or expert comes around 
and assists in soliciting the business. 
When he leaves the work stops. Such 
service is required from the general 
office because the local agent is not 
sufficiently versed in these lines to give 
proper advice or take propr action, 


S O LONG as the local agents are 
dependent on the general office and 
rely on the field men to solicit their 
business and call for help that they 
themselves should be able to give, there 
will be a question as to who owns the 
business. My recommendation is that 
the local agents equip themselves with 
knowledge and facilities to secure and 
handle the casualty business them- 
selves and then the ownership of ex- 
pirations will not be in question. I 
have mentioned these two issues before 
you as illustrations to show how the 
other side looks at these questions. It 
seems to me that in dealing with cas- 
ualty expirations for example, along 
(CONTINUED ON PAGE 44) 
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Fire Insurance Service 


Of vital importance to manufacturers is the engineering service given by the 
large insurance offices to the insuring public. The insurance engineer of 
today is not only equipped to give advice on building construction and on the 
installation of fire protective or extinctive devices, but being a student of 
industrial processes, he can be called upon for advice as to the proper and 
safe method of installing manufacturing apparatus. In this latter capacity he 
becomes a true fire-prevention engineer. To this end he has had to keep 
pace with the tremendous strides in the industrial arts and the rapid introduc- 
tion of new mechanical and chemical processes. 


The Engineering Department of our office is at the service of agents repre- 
senting our companies. 


General Fire Assurance Co., Paris, Organized 1819 
Urbaine Fire Insurance Co., Paris, Organized 1838 
Eagle, Star & British Dominions Ins. Co., Ltd., London, 1807 





United States Managers 


FRED S. JAMES & CO. 


FRED S. JAMES GEO. W.BLOSSOM WM. A. BLODGETT 





Agency Superintendents 


CARROLL L. DeWITT P; A. COSGROVE 


175 W. Jackson Blvd. 123 William Street 362 Pine St. 
CHICAGO NEW YORK SAN FRANCISCO 
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THE NATIONAL UNDERWRITER 


Service 


to American 
Agents Since 1880 


The Scottish Union and 
National has been giving serv- 
ice to American Agents since 
1880. 


The satisfactory conduct of 
the company has been reflect- 
ed in the United States figures. 
The company wrote in 

premiums, in 1919, $4,580,- 
327 in the United States and 
has built up American assets 
of $7,975,870. 


It is a company of un- 
questioned strength. It is 
valued by its agents for its 
broad, liberal underwriting 
service in Fire, Automobile, 
Tornado, Rent, Use and Occu- 
pancy, Sprinkler Leakage, Ex- 
plosion, etc. 


SCOTTISH UNION 
and NATIONAL 


Insurance Company 
Organized 1824 
J. H. Vreeland, Manager 
United States Head Office, 75 Elm St. 
Hartford, Conn. 
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Executive Committee's Report 


HE annual report o: James L. 
TT Case chairman of the executive 

committee of the National Associa- 
tion of Insurance Agents, was a con- 
cise statement of the work done by 
the committee for the year ending 
Aug. 31. Mr. Case said: 

In many respects the period covered 
is the most important in the history of 
the National Association, and while 
each preceding year may have had its 
own difficulties to solve, the twelve 
months just ended have been filled with 
many vital and perplexing problems. 
Had the chairman of this committee, 
and his associates, known at the be- 
ginning of the year what was before 
them, they would, I am sure, have de- 
clined to accept an election. 

The Louisville convention pledged 
the National Association to an enlarged 
program of work and the reports of 
the results accomplished during the 
year will show that your officers have 
most seriously endeavored to carry out 
the wishes of that gathering. The late 
months of 1919 were spent in formu- 
lating and developing plans, to the end 
that the National organization might 
be of greater assistance to the state as- 
sociations, for it has always been rec- 
ognized that the national body cannot 
successfully function unless its mem- 
bership is composed of strong and effi- 
cient state organizations, and it is quite 
as true that state associations are 
equally dependent for their success and 
efficiency upon a strong national body. 
Our ideals are quite identical and the 
very nature of our work makes us 
practically inseparable. 

President Cox has given unselfishly 
and unsparingly of his best in order 
that the work of the Association should 
be fully developed and the desired re- 
sults obtained, and every member of 
this Association is immeasurably in- 
debted to him for the service he has 
rendered. 


HE increased cost of railroad trans- 

portation and of hotel service have 
greatly added to our operating costs 
during the year, particularly because of 
the demand made by state associations 
to have a National Association repre- 
sentative in attendance at their confer- 
ences and state meetings. Every dol- 
lar so spent I believe has been wisely 
expended and several of the state or- 
ganizations are today stronger and bet- 
ter because of the advice,. counsel and 
encouragement so obtained. 

We have all been most appreciative 


of the service rendered by the Amer- 
ican Agency Bulletin, and too much 
praise cannot be given to William E 
Underwood, its editor. Mr. Under- 
wood has labored almost constantly for 
the accomplishment of the results 
which have been obtained. 


i Bee are, of course, fully aware of 
the rapid growth of our organiza. 
tion, both in numbers and in influence 
and that this growth brings with it 
many problems which must be faced 
and solved by this convention. We 
have four ways of obtaining revenue to 
meet our financial obligations; three of 
which we have relied upon during the 
past year: First, from membership; 
second, from advertisements; third. 
from sale of supplies. The fourth, that 
of subscriptions, has not been used 
since the day of the old Extension 
Fund. If, however, we are to continue 
the standard of efficiency which has 
been maintained during the past year 
it is absolutely certain that increased 
revenue of some character will have to 
be obtained from the state associations, 

Ex-President Allen and his asso- 
ciates, as well as your present officers, 
have continuously urged state associa- 
tions to adopt the self-graded dues sys- 
tem. In some state associations, where 
the plan has been in effect the total paid 
membership has decreased, and accord- 
ingly the National Association has not 
received as large a financial return as 
formerly, although the state associa- 
tions themselves have been benefited 
by a very much larger total cash return 
on account of the increased amount re- 
ceived from the graded dues. May I 
not ask you, is it not only fair and just 
that, in as much as the interests of the 
state and national associations are so 
closely interwoven, the National Asso- 
ciation should share, to some extent, 
in the amount of increased revenue so 
obtained from the increased dues by 
the state associations? 

If the National Association is to be 
of the greatest benefit to the local 
agents of the country, it is absolutely 
necessary that its program of work 
shall be big enough to demand the re- 
spect of every one with whom it comes 
in contact, and the time has arrived 
when it is most essential that the men, 
whom you ask to serve as your offi- 
cers, shall be given sufficient funds to 
conduct a work such as you demand 
and such as you desire to see accom- 
plished. 
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Ex-Presidents’ Dinner 


All the ex-presidents of the National 
Association of Insurance Agents, who 
were present at Des Moines, took din- 
ner together Wednesday evening and 
formed an organization which will have 
a dinner at each convention. The plan 
was originated by Charles F. Hildreth 
of Freeport, Ill., who presided at the 
dinner Wednesday evening. The ex- 
presidents in attendance besides Mr. 
Hildreth, were George D. Markham, St. 
Louis; A. H. Robinson, Louisville; E. 
J. Tapping, Milwaukee; F. W. Offen- 
hauser, Texarkana, Tex.; Fred Guen- 
ther, Detroit; A. W. Neale, Cleveland; 
E. C. Roth, Buffalo, N. Y., and E. M. 
Allen, Helena, Ark. 


PIGS IS PIGS 


Some _ elephants make _five-toed 
tracks and some three, but they are 
still elephants. 

Leopards roam from jungle to jun- 
gle, but they do not change their spots. 

Old dog Tray, according to the old 
story, turned out to be a Dog. 

Bolshevists may have rough collars 
and whiskers, or they may appear in 
Tuxedos or evening gowns, but they 
are Bolshevists still. A 

The advocate of state insurance is 
the same animal no matter where you 
find him.—Federation News. 


Entertainment for Ladies 


The ladies attending the convention 
were taken charge of by some of the 
wives of Des Moines insurance men, 
who gave them every attention. The 
Des Moines committee consisted of 
Mrs. B. T. Hough, Mrs. Joel Tuttle, 
Mrs. W. W. Waddell, Mrs. George N. 
Farnsworth and Mrs. P. K. Witmer. 
The ladies were given an afternoon tea 
at the Country club Wednesday after- 
noon. They were driven about the city 
and shown individual attention by the 
ladies. There were theater parties 
given. On Wednesday and Thursday 
evening the ladies participated in the 
general entertainment. 


Publicity Men on Hand 


Three of the big publicity men from 
New York are attending the conven- 
tion. Chauncey S. S. Miller, formerly 
secretary of the National Association 
of Insurance Agents, who is now pub- 
licity man for the North British & 
Mercantile, arrived early on the scene. 
He is in charge of the North British 
headquarters. A. G. Taylor, the new 
publicity man for the Evans group of 
companies, is on the ground, as is Ed- 
ward L. Sullivan, the publicity man of 
the Home of New York. 
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Why It Pays To Be An £tna-izer 


The tna Agent has at his disposal the A°tna 
Multiple Lines, including all forms of Casualty, Life, 
Fire, Marine and Miscellaneous Insurance and Fidel- 
ity and Surety Bonds, which give him a great advan- 
tage over other sellers of insurance. 


Etna Multiple Lines enable him to satisfy prac- 
tically every insurance need of his clients with the 
assurance that each and every contract is backed by 
the same unquestionable financial strength and ac- 
companied by the same uniformly satisfactory service. 


The Etna Agent, consequently, is enabled to 
render a real assistance to his clients by considering 
their insurance problems as a whole, and by provid- 
ing every kind of protection required with the cer- 
tainty that their policies do not overlap and cause 
needless expense, or fail to meet and leave loopholes 
in their wall of protection. 


IT PAYS TO BE AN ATNA-IZER 


Because 


IT PAYS TO BE ATNA-IZED 


AETNA LIFE INSURANCE COMPANY 
ETNA CASUALTY & SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 
of Hartford, Conn. 
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THE NATIONAL UNDERWRITER 


Greetings 
To The Local Agents 


The Peoria Life Insurance Company takes particular 
pleasure in using this medium to extend greetings to the 
members of the National Association of Insurance Agents, and 
to all loyal progressive local agents. 


Our company has been pleased to note the achievements 
of the Illinois Association in our home state. While we write 
only life insurance yet there is a community of interest among 
insurance people. We are proud of the men and women in 
the thousands of cities and villages that are selling insurance. 


We urge all of them to join the state association and 
attend the meetings. We realize the need of greater efficiency 
and higher standards in agency work. 


Peoria Life Insurance Company 


PEORIA ILLINOIS 
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A Few Interesting Peoria Life 
Facts 


The Peoria Life started in business February 17, 1908. 
It has $56,000,000 insurance in force. Its assets are $4,000,000. 


It has 450 agents in the seven states in which it operates—lIllinois, Iowa, 
Nebraska, Michigan, Missouri, Kentucky, Kansas. 


It maintains a total abstinence department in which the teetotalers get the 
benefit of lower net cost of that class. 


Last August it dedicated its handsome new home office building at Peoria, 
Illinois. It is 17 stories high. It is the largest office building in Illinois outside 
of Chicago. It is one of the most artistic buildings of the kind in the country. 


The home office building was paid for out of Peoria Life money. None of 
its invested assets were disturbed. No loans or bonds were placed on the property. 


The Peoria Life assets consist largely of farm mortgages, all gilt edged. 


The company is managed by life insurance men of long experience who have 
demonstrated their success. 


The Peoria Life does not disturb agents of other companies. It secures its 
producers without encroaching on the preserves of others. 


The company has established an educational life insurance course for the 
benefit of its agents. 


The Peoria Life was started right, has kept right and intends to stay right. 


Peoria Life Insurance Company 


PEORIA ILLINOIS 
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A NEWSPAPER MAN’S VIEWS 
(CONTINUED FROM PAGE 38) 


with your resolution as to the owner- 
ship, there should go a very strong 
expression to the effect that the agents 
should fortify themselves by study of 
these classes so that they will not need 
to call on the general office for special 
help and service to so large an extent 
that they do now. 

The point that I desire to make is 
that it does not pay to take an extreme 
position unless it is absolutely justified. 
I know that there are times when it 
pays to fight and fight hard. There 
are issues over which there must be no 
compromise. However, in the work 


“that you are doing in laying out a pro- 


gram you should be absolutely justi- 
fied in the position that you take. 


NOTHER subject that is engross- 
ing your attention is agency 
qualification laws. I am in sympathy 
with the effort on the part of the lead- 
ers of this organization to raise the 
standard of efficiency of local agents. 


Panoramic View of Business Section of Des Moines, Insurance Center of the West 


In almost alt localities today we have 
ignorant and incompetent men who are 
unfit to sell insurance. Naturally their 
reputation is reflected through the sell- 
ing forces as a whole. I think that we 
should realize just how far we can go 
in establishing agency qualification 
measures. It is a serious matter when 
we start to restrict occupations and 
throw around them barriers to keep 
people out. The final word on this 
subject has been said by Arthur Hur- 
rell, the distinguished attorney for the 
Prudential Insurance Company of 
Newark, who has made an exhaustive 
study of occupational restrictions and 
the application of such laws to insur- 
ance. Mr. Hurrell states that this 
question is coming up from time to 
time, and in order to ascertain just 
how far we can go he has made re- 
searches into the decisions of the 
courts to find out what the limitations 
are, I am going to give you his views 
in a condensed way, because I feel that 
they can be regarded as absolutely 
accurate from a legal and constitutional 
standpoint. 


HEY are as follows: 

1. That the right of a citizen 
freely to follow any lawful occupation 
is guaranteed to him by the consti- 
tution. 

2. That this right may not be 
abridged or restricted by the state ex- 
cept under the police power. 

3. That the police power of the state 
is not above the constitution, but can 
only be exercised in accordance there- 
with for the actual protection of the 
health, morals, safety or welfare of the 
community. 

4. That the exercise of the police 
power can only be sustained where the 
abridgement of the constitutional rights 
of the citizen is clearly shown to be 
for the protection of the health, etc., of 
the community in general. 

_5. That where, in the exercise of the 
police power in regulation of a lawful 
occupation by license or otherwise, cer- 
tain qualifications are to be required 
to be met by the citizen preliminary 
to following the occupation, these 
qualifications must have reference to 
his competency and_ trustworthiness, 


and cannot be merely arbitrary re- 
quire nents. 

6. That a state may lodge discre- 
tion in a.public board or official to 
decermine the competency or trust- 
worthiness of a citizen who applies for 
a license to follow an occupation com- 
ing within the police power of the state, 
and in such cases the presumption is 
that the board or official will exercise 
that discretion honestly and not arbi- 
trarily or capriciously. 

7. That if such board or official acts 
arbitrarily, its or his action will be 
unconstitutional and subject to be 
reviewed and set aside by the courts, 


T WILL thus be seen that constitu- 

tional laws may be enacted requiring 
insurance agents to be licensed.  Li- 
censes provided for must either be 
granted to every person who applies 
therefor, or standard of competency 
and trustworthiness must be set up in 
the statute to which all must measure 
and to. which all must have the oppor- 
tunity of measuring, as a condition of 
securing the licenses. If the law does 
not set up those standards but leaves 
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the granting of the license to the dis- 
cretion of the commissioner of insur- 
ance or other official he must set them 
up in administering the law and adhere 
to them in granting licenses thereunder 
on penalty of having his acts reviewed 
and overturned by the courts. 

From Mr. Hurrell’s conclusion we 
see that it is not possible from a legal 
standpoint to eliminate the side-liner 
and part-time man. If he can show 
himself to be competent and _trust- 
worthy, he is entitled under the consti- 
tution to be licensed. The legislature 
cannot exclude him. In enacting agency 
qualification laws, therefore, we are 
limited by certain very permanent 
boundaries. 


Yedda point in which you are 
interested is non-agency mutual 
competition. This is a live subject in 
toth fire and casualty insurance. There 
are three arguments around which the 
agent must center his argument. First, 
the stock companies have a guaranteed 
capital which stands back of the in- 
demnity. Secondly, there is a fixed 
premium that can be relied upon as the 





measure of the policyholder’s liability. 
He will not be called upon for any 
amore. The third and most important 
point from your standpoint is the fact 
that the agency company has the big 
advantage in having a resident local 
agent at hand to give prompt and 
efficient service. This agent stands 
between the policyholder and the com- 
pany. He is the man who knows all 
the conditions of the risk, he is inter- 
ested in it financially as he gets the 
commission from the premium, he 
knows the assured, what he has accom- 
plished, what he is trying to do, his 
reputation and his ambitions. 


OCAL agency service is more than 

soliciting a risk, putting it through 
the office, collecting the premium, 
charging up the commission and then 
doing nothing until the time for re- 
newal comes around. The local agent 
so far as his major policyholders are 
concerned must give them individual 
study. He must be equipped to that 
extent that the insurance needs of his 
clients are adequately and accurately 
taken care of. He must study these 


s of the Country This Week 


cases just as a doctor or lawyer studies 
his cases. He must keep abreast with 
the best that is being done and said 
in the business. Every possible local 
residential service must be given. In 
case of a claim, of course, the local 
agent must know what to do and how 
to do it. His policyholder then needs 
him most of all. The local agent must 
bear some of the burden. We need to 
study our own business much more. 
We need to refresh our minds from 
time to time by coming in contact 
either personally or through the printed 
page with those who are counted real 
authorities. 


HAVE been interested during the 

last few weeks in going to some per- 
sonal friends who carry mutual insur- 
ance to ascertain why they are par- 
ticularly interested in that class of 
indemnity. Naturally the price is a fac- 
tor with many. So far as casualty insur- 
ance is concerned, and that includes, of 
course, workmen’s compensation, I find 
that ‘business men realize that the 
agency companies are rendering the 
very best and most efficient service in 


and claim work. Some men who have 


mutual compensation insurance were 
not particularly interested in the every- 
day service rendered by the companies, 
as they had their own inspectors, wel- 
fare workers and first aid equipment. 
They were interested, however, in in- 
demnifying themselves against a major 
calamity, but felt they were paying too 
much for insurance which based its 
value very largely on daily service. 
Now, however, that the stock com- 
panies have agreed to write catastrophe 
or excess insurance, I believe that the 
desires of these men will be met and 
they will not be so favorably inclined 
toward mutual insurance. 


HEN we come to the fire insur- 

ance field, I was interested in the 
viewpoint of some of the mutual policy- 
holders who told me that the mutual 
specialty companies have high grade 
inspectors who know their business 
from every standpoint. These men 
were dealing with one or two big 
activities and getting every possible 
piece of information about them. These 

(CONTINUED ON PAGE 78) 
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INTER-STATE 


Automobile Insurance 
Company 


Rock Rapids - - - Iowa 


WIN 


Win the automobile business in your lo- 
cality by making a connection with the 
Twin-Winners. The two _ Inter-States 
write automobile insurance in a modern 
way. The term policy is the winning 
contract for the automobile insurance 
agent, because the policyholder wants it. 


It is a good seller in the city, and you can’t 
sell any other kind to a farmer. 
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INTER-STATE 


Liability Insurance 
Company 
Rock Rapids - - - Iowa 


WIN 


You certainly will do just that— 
win—if you sell automobile in- 
surance the Inter-State way. The 
Twin-Winners won that title by 
proving that it was fitting. You 
really ought to know more about 
the Inter-State way of writing 
automobile business. Write us. 
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LIABILITY, PROPERTY 
DAMAGE AND COLLISION 
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automobile insurance rates for 

the smaller communities have 
from time to time been lowered, so 
that there has been opened a vast new 
field for the solicitation of business on 
the part of the small town agent. 

The possibilities for new business ex- 
tend far beyond a mere taking away of 
business from the small local mutuals 
and interinsurance exchanges. The new 


[_‘astomobit and property damage 


owners have professed a disbelief in au- 


large city owner of a machine driving 
along the same road. He encounters a 
mixed traffic. He passes hundreds of 
drivers who are by no means as care- 
ful in the handling of their machines 
as he is. Upon his arrival in the city, 
he must make his way about, unfamiliar 
with the traffic regulations and much 
more liable to accident than the city 
driver who knows the ropes and is per- 
fectly at ease in close traffic. 


big volume of business in the rural 
communities, because there is_ still 
much educational work to be done. Ar- 
guments will have to be submitted and 
the prospect shown why he should 
carry automobile liability insurance. 
One feature that every small town 
resident can readily understand is the 
fact that the automobile owner in the 
more moderate sized town, is usually 
a man of some means, At any rate his 


is an extremely careful driver. Such a 
man is likely to have a very good opin- 
ton of his own ability to handle a ma- 
chine, and often sincerely feels that so 
long as he is at the wheel, an accident 
cannot possibly occur. Perhaps this is 
true; in a great many cases automobil- 
ists are unusually cautious. But this 
does not dispose of the case. No mat- 
ter how cautious and painstaking a 
citver may be, the fact must not be lost 


ie tare “ie result in the writing of | Driving at night on country roads is financial standing is well known toevery sight of that this same careful driver 
A| “omg ole business that has hitherto a rather hazardous undertaking. If a one in the community, and if he has an traverses the same roads that careless 
A _ entirely undeveloped. road fairly close to a large city is being accident he will be quickly sued by the drivers do. There are also in any town 
hi k very automobile owner wants, and traversed, the road house element and jnjured party because his ability to pay Several hundred careless pedestrians, 
i nows that he needs, insurance protec- joy riders are to be found and they are js well understood. This contrasts The automobilist cannot regulate their 
yy oe but in many cases the cost has extremely dangerous automobilists to with the conditions in the big cities actions. He is master only of his own 
Ra een prohibitive. As is known there come in contact with at night. where an automobilist is not necessarily estiny,and is in no way responsible fo 
f are many men driving automobiles to- ; P : ; . 
i a h 1 & ford : h + + + a person of any financial means, and it what pedestrians or other automobile 
oy ashe geanges Sei Be vith 9 ps mg ' is usually difficult to determine in the diivers may do. If there were no other 
hi st of the upkeep and with such men, , big towns, the exact financial status of a vehicles using the public streets and 
We automobile insurance of any kind is out The Scarey Horse But even if very a --. highways, the careful dri 

tS of the question. Many uninsured car is Still Scarey little traveling out- "2". But in a small-town, the. affairs eee ee son toe tablon te teal 
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4 car owner in the community and giving try and live stock a vee roads, pnverarR 7 pe cians that cannot Other driver does. Hence, accidents 
2 a real insurance solicitation. or even upon roads at the edge of the Sncch This is the OCctr—are occurring every day. . 
Hit + ¢F town. Chickens, pigs and other of the be measured before and. his 1s the How can the so-called careful driver 
i smaller farm animals occupy the roads Feat difference between liability insur- regulate the movement of small chil-’ 
E} Must Be Armed Small town insur- Very generally in the country districts, @"¢¢, and all other forms. If an auto- Gren playing in the street, careless 
%, with Arguments ance agents need and are not quick to move upon hear- mobilist does not insure his car against >} destrians, men and women crossing 
+ to go well armed ing the automobile horns. A minor ®, he knows that if the car burns, he the public highways, who have looked 
with arguments. They have to solicit accident of this kind would cost an au- will nes lose more than the value of the neither to the right nor left for passing 
a class of people who will be convinced tomobile owner more than a liability machine. The same is true of theft vehicles, and all types of careless 
: only by the use of logical arguments. policy with a property damage rider. insurance. But with liability, the cost drivers? 
ly In selling liability insurance in the Most of the car owners in the terri- to the car owner may far exceed the 5 Se a 
small communities, the excuse gen- tory now designated as rural and in Original price of the car. The auto- Big Verdicts As is now well 
erally advanced by the prospect is to which the greatest reductions have Mobile owner who says that he can Growing Bigger known, it seems to 
the effect that in the small town and been made, own machines valued at afford to take chances himself, without . matter little whose 
a upon the country roads, there are not less than $1,199, which means that for taking out insurance has really not con- 5.41 the accident may be, the responsi- 
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ns of this must of necessity be agreed ranging in price from $1,200 to $2,400 should be covered. The amount of lia~ j. 44 longer pig Mrdbcoeshin thing to 
; to by the local agent, but a few the same coverage costs $19 and $6. pility claims cannot be anticipated in ,o24q of an award of from $7,500 to $25,- 
hi thoughts may be presented which advance. There is no limit. The man woo {or a sersonal injury or death case 
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; activities to his own little community. been the only obstacle in the path of the worry, as the insurance company jyan or chuld whe as received injuries 
: He gets some real use out of his car. the small town solicitor. With the fig- simply takes the case off his hands. or been creed a the hands of the au- 
ie He makes trips to the various neigh- ures brought down within reach of , ep: ee tomobilist. Ir a great majority of cases 
- boring towns and usually several trips every car owner, it is now a fact that people so injured seem to be in mod- 
bs! <4 “atta coer sn As = as ey driver is a real pros- Careful Drivers In selling auto- erate c:rcumstances. There is the con- 
Me Be poate * pre cee et howtina — or + ee a It should Not Immune mobile liability in- trast between what the jury regards as 
" gs ae Ae tly ce: same not be un erstoo that any agent can surance, there is the “rich and poor,” and the case goes 
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mobile insurance, when as a matter of 
fact the price has been the only ob- 


diate vicinity is done, there are plenty 
of local hazards that can be empha- 


or less common property. A jury with 
the knowledge that a car owner has 
plenty of money is going to throw its 


ity insurance. But, of course, this is 
not the case. The streets are thronged 
with ail sorts of cars driven by all sorts 


stacle, and that obstacle is now re- sized. Not the least important is the ! : : P : 

moved. fact that farm horses haat by no means influence towards whoever brings the ‘= keue and women. The careful driver 
become generally accustomed to the ‘vit. The sympathy always lies with Saar. eihe oH ipl 
presence of an automobile. Perhaps the injured party where the driver caus- in close trafhe. He proceeds with care 
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It is now only a question of the 
small town local agents going out and 
beating the bushes, rounding up every 


the delivery horses used only within 
the city limits are well broken in, but 
the farmer’s horses that come into 
town on Saturday are still, in large 
numbers, automobile-shy. And it 
should be remembered that an auto- 
mobile does not have to strike a horse 
or wagon to render the driver liable to 
accident. In fact the horse may be a 
half a block away, but if he is fright- 
ened by an automobile and runs away 
and causes damage,the driver of the car 
is liable. This means that the damage 
done to the horse and wagon or the 
damage done by the horse and wagon, 
must be paid for by .the automobile 
owner. 

Another feature of the small town is 
the fact that there are no strict traf- 
fic regulations. People do not neces- 
sarily walk across the street at the cor- 
ner. They are not so particular about 
looking to see whether there is any 
trafic approaching. Pedestrians are 
not as cautious as they are in the larger 
towns, with a result that accidents may 
occur more easily. 

In some communities it is almost im- 
possible for the automobile driver to 
avoid killing a certain amount of poul- 


ing the accident has plenty of financial 
resources. 
+19 


Automobile liabil- 
ity, property dam- 
age, and collision 
insurance are three forms of coverage 
that offer real selling possibilities to 
the insurance salesman, whether he be 
located in the city or the small town. 
There are many strong selling points 
for each of these forms, and it is well 
for the salesman out on the firing line 
to have the principal talking points in 
mind when approaching a prospect. It 
is not sufficient to simply broach the 
subject of liability or property damage 
or collision insurance without at the 
same time offering an explanation of 
the extent and benefits of the coverage. 

By all odds, the best seller, and the 
class that provides the salesman with 
the best selling arguments is liability 
insurance. The automobilist without 
this protection is taking long chances. 
He is likely to be presented with a 
claim that is entirely beyond his ex- 
pectation or means. A personal injury 
case may call for the payment of fifteen 
is an unknown 


Coverage Must 
Be Explained 


often to be found the car owner who 
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against the automobile owner. 
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Possibilities of There are all sorts 
Damaging Property of property dam- 

age accidents pos- 
sible, ranging from a collision with an- 
other vehicle, to the breaking of a fence 
or a garage door. Even spattering a 
woman’s gown with mud is sufficient 
basis for a damage claim. In fact, prop- 
erty damage cases are much more 
numerous than personal injury cases, 
as the likelihood of accidents is greatly 
increased. The failure of the brakes 
to work properly, a slippery street, and 
a sudden skidding of the car, or the 
misunderstanding of traffic signals may 
bring a property damage claim. 

The man who drives a car in a large 
city, and is constantly forced to get 
into close quarters can hardly avoid 
damaging property of one sort or an- 
other, sooner or later. 

The consequential loss feature of a 
property damage claim is sometimes 
larger than the actual property damage. 
That is where a horse is frightened, 
and runs away, the automobile driver 
whose machine frightened the horse, is 
liable not only for the damage done to 
the wagon the horse was hitched to, 
but is also liable for any damage caused 
by the runaway. Any upset or accident 
along the route is laid at the door of 
the automobilist whose car frightened 
the animal. 

a 


Many disputes 
arise between au- 
tomobilists who 
are forced to make sharp turns at cor- 
ners in order to avoid accidents and 
collisions. A car will be approaching 
a corner, at a slow rate of speed, and a 
machine will be coming around the 
bend at a fast clip. The machine going 
at a good gait, in order to avoid an ac- 
cident, is forced to turn out into the 
ditch, and is damaged as a result of the 
sudden stop and veering from the high- 
way. Just whose fault the accident was 
is a matter of controversy, although it 


Slower Driver 
Sometimes Pays 


THE NATIONAL 


is often decided that the slow going 
motorist is in the wrong. Property 
damage insurance covers such disputes. 
This form of protection is very low 
in price. Generally speaking it costs 
only one-fourth of the liability rate. At 
the same time the records of any auto- 
mobile writing company will show that 
property damage claims are the most 
frequent. The accident possibilities are 
numerous, and in view of the low cost 
of the insurance it is a form of cover- 
age that can very readily be placed in 
conjunction with liability insurance. 


74 
Driver’s Car In the accidents 
Often Damaged that occur the 


owner’s machine is 
usually damaged in some way or other 
by another car. Collisions are not 
within the control of the individual au- 
tomobilist. They are the result of care- 
lessness on the part of other drivers. 
At the same time the blowing out of a 
tire, or the sudden breaking of a part 
is liable at any time to turn a car out 
of the path of safety and precipitate a 
dangerous collision. 

Of particular importance just now is 
the fact that the automobile industry is 
reawakening. Cars are being sold on 
a larger scale than during the past four 
years. This means that this spring 
there will be thousands of new auto- 
mobile owners on the road. They will 
be unfamiliar with automobile driving. 
They will be nervous, and inexperi- 
enced, and will cause a great many ac- 
cidents. 

How often everyone has seen an au- 
tomobilist drive up to a curb in an at- 
tempt to park his machine, and under- 
estimate the distance between the near- 
est car, and crash into the machine 
standing at the curb. To be sure the 
damage is not always large, but there 
is nevertheless a damage, and it will 
run anywhere from $25 to $100. There 
is seen every day the accident result- 
ing from the attempt of a driver to pass 
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through a space too narrow for. his 
machine. 

Maneuvering in close traffic is not 
an easy thing for even the most experi- 
enced driver, and when the compara- 
tively new car owner attempts to get in 
and out of the tight places in close traf- 
fic, there is always a mishap. Where a 
car is not equipped with bumpers, the 
collision sustained is often rather seri- 
ous because it necessitates repainting 
or the installation of a new part that is 
demolished in the crash. 

The car owner who does not carry 
collision insurance appears to be more 
anxious to pay damages to himself than 
to the other fellow. 


es 
Trucks and Owners of trucks 
Delivery Cars and commercial 
automobile vehi- 


cles constitute the most promising set 
of prospects that it is possible for the 
automobile insurance salesman to com- 
pile. The man who is operating a fleet 
of delivery: wagons or trucks, is natu- 
rally not driving all of the cars him- 
self. The actual operation of the ma- 
chines is in the hands of his men. This 
means that every sort of a driver is 
out on the road each day with the pos- 
sibility of involving the owner in a seri- 
ous damage suit. 

The man who is himself a careful 
driver cannot certainly offer that as an 
excuse for not taking out full coverage 
automobile insurance upon his commer- 
cial cars. He does not drive them. He 
does not regulate the manner in which 
they go about. This is in the hands of 
the men, and it must he admitted that 
the men driving trucks and delivery 
wagons are not the highest class work- 
men. They are on the other hand 
often careless, impulsive and from a 
standpoint of carelessness, unreliable. 

The majority of men driving delivery 
cars are working on the load basis. 
That is, they take out a load in the 
morning, and must have it delivered 
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before closing hours. If they get a 
heavy load, they are naturally going to 
put on speed in order to finish the 
day’s work on time. Their object is to 
deliver the load, and they are not goin 
to be overcareful when pressed for 
time. 

* Commercial vehicles on the average 
are heavy cars. If involved in an acci- 
dent, the damage is usually heavy. The 
truck or delivery wagon is built on big 
lines, and if a collision occures or a per- 
sonal injury results because of careless 
driving, the damage done is severe, 
The driver of a commercial car is never 
so careful of the machine as he would 
be if it were his own property. There 
is evident when an accident occurs the 
spirit on the part of the driver to feel 
that it is “somebody’s else’s funeral.” 
The use of all sorts of trucks and cars 
for commercial purposes is increasing, 
With the increase in machines of this 
type comes also an increase in the acci- 
dent and damage possibilities. 

This is a class of automobile insur- 
ance that should not be overlooked by 
the agent in going the rounds. There 
are many prospects, and when a case is 
closed, the premiums, because of the 
fact that there are several cars, are 
large. 





Casualty Committee Named 


President Fred J. Cox of the Na- 
tional Association of Insurance Agents 
has appointed Fred P. Abbott of Wor- 
cester, Mass.; O. G. Strong of Cleve- 
land and Frederick V. Bruns of Syra- 
cuse, N. Y., as a committee to deal with 
the casualty companies and the Na- 
tional Association of Casualties & 
Surety Agents on the proposed plan 
of meeting nonagency mutual competi- 
tion, 





There is a fortune awaiting the man 
who can take the shine off our trousers 
and put it on our shoes.—The Marine 
Mail. 











ASSETS 
U. S. Gov’t Bonds 











STATEMENT OF CONDITION OF 


Pacific Fire Insurance Company 


ORGANIZED 1851 


59 John Street, NEW YORK 


Liberty-Victory Loan . $481,250.00 


“SUPERLATIVE SERVICE” 


FIRE INSURANCE AND ALL ALLIED SPECIALTIES 











LIABILITIES 

Unadjusted Losses...... $266,521.56 
Reserve for Unearned 

Premiums .......... .1,159,204.30 
All other Liabilities ... 30,000.00 
Capital Stock 400,000.00 
Net Surplus 583,499.58 
Surplus to Policy HI 

PAUMEBTD 2. bos dc skew 983,499.58 | 


$2,439,225.44 


N. Y. City Bonds....... 271,030.00 
R. R. and other 

Stocks and Bonds... .. 981,584.00 
Bonds and Mortgage.... 59,500.00 
Premiums in Course 

of Collection..... ssa SORTS 
Accrued Interest 

and other items....... 38,715.67 
OS SR ea on .- 253,970.48 








STATEMENT OF CONDITION OF 


Bankers & Shippers 
of New 


Organized Under the Laws of the State of New York 


Fire Office—59 
ASSETS 

Bonds and Stocks.......... $2,463,250.00 

Premiums in Course 
of Collecti:n............ 421,175.19 
Accrued Interest .......... 34,305.55 
Reins. Due on Losses ..... 205,454.65 
SPUN eS gee anin cite pie 382,390.90 
$3,507,586.29 








HOWARD A. ARCHER 


Western Agency Supervisor 
175 West Jackson Boulevard, Chicago, III. 


Insurance Company 


York 














John Street 
LIABILITIES 

Una‘justed Losses. ........ $542,394.72 
Reserve for Unearned 

Premiums .............. 560,321.75 
Reserve fr Taxes and Other 

CHaee 35 oc ees 23,028.23 
Capital ...... $1,030,000.09 
Net Surplus... 1,331,741.59 
Surplus to Policy Holders... 2,381,841.59 


$3,507,586.29 
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We Know Our Field 


LT if 















































































































































Our Fire Companies To Members of the National 
Globe and Rutgers Fire Insurance Co. Association of Insurance Agents: 
Insurance Underwriters Agency 
North River Insurance Company 
Richmond Fire Insurance Company 








Delegates to the National Con- 
vention are usually live wires. 
And live wire insurance agents 





Rhode Island Insurance Company from Tennessee, Arkansas and 
United States Fire Insurance Co. Mississippi know about Nelson 
Globe Underwriters Agency Service. 


Pacific Fire Insurance Company 
Stuyvesant Fire Insurance Company 
Hawkeye Securities Insurance Co. 











If they don’t, they are quickly 
learning. In the insurance 
world, our knowledge of this 
territory is recognized as 
thorough and complete. 














Automobile 


Indemnity Company of America. 


: Our service, based on this know]- 
Life edge is at the call of all 
American Central Life Ins. Co. insurance men. 





























8 im 
We Know It Like a Book 


ESTABLISHED 1872 


W. L. NELSON & CO. 


INCORPORATED 


Union and Planters Bank Building 


MEMPHIS TENNESSEE 
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INCORPORATED UNDER THE LAWS OF MASSACHUSETTS 














EVERETT C. BENTON, President 
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95 Water Street 65 Kilby Street 





JAMES J. STORROW, Vice-President WALTER ADLARD, Sec’y and Man’g Underwriter 
WALTER B. HENDERSON, Vice-President JOHN J. DOWNEY, Ass’t Sec’y and Gen’l Agent 
GUY A. HAM, Vice-President and General Counsel FRANK E. BUXTON, Treasurer 


JOHN C. PAIGE & CO., General Agents Marine Department 


Get the Real Meaning of Service as Construed 














FIRE 














TORNADO 























LIGHTNING 




















AUTOMOBILE 
















RALPH A. ELLIOTT, Manager 


DES MOINES, IOWA 
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156 South Main Street 





BUSINESS ESTABLISHED 1870 


AGENCY COMPANY 


THE BRUNER - GOODHUE - COOKE -CRANZ 


GENERAL INSURANCE 





AKRON, OHIO 




















The Exchange 
Realty Company 








Insurance 


Real Estate 





Peoples Savings and 
Trust Building 


AKRON, OHIO 


























The MclIntosh- 


Bowers- West 








AKRON 


The City of Big Business 














Akron, Ohio, is a city that 
has had a tremendous devel- 
opment. Its enterprises are 
among the largest and ¢great- 
est in the country. Its local 
agents have kept apace with 
the times. They believe in 
real service. Akron agents 
are well equipped to handle 
any insurance proposition. 








The 
Smith- Eaton 
Company 








ALL KINDS OF 
Insurance 








BOTH PHONES 
1730 


518-519 Ohio Building 


AKRON, OHIO 





























THE 
LEONARD 
AGENCY 





Company 


CO. 








General 
Insurance 
and 
Suretyship 


148 So. Howard Street 


AKRON, OHIO 


























The Allenbaugh Insurance 
Agency Company 





Every Kind of Insurance With Service 





Bell {Ma H+ stg? Aa gg Ohio State 2498 


220 Ohio Building AKRON, OHIO 


Insurance 
Service 


313-315 Second National 





Building 


AKRON, OHIO 






































Main and Exchange 











Akron Service For All Lines 


Brokerage Accounts Solicited 


THE HERBERICH-HALL-HARTER COMPANY 


AKRON, OHIO 
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Incorporated 1850 


Richland County Mutual Insurance Company 


J. A. RIGBY, President 


R. SMITH, Sec. and Gen. Mgr. 


Has marched in the front ranks of the procession for nearly seventy years. Is one of the old Ohio companies with an 
unblemished reputation for fair dealing with both agents and assured. Our success is due to a loyal agency force. 


Our business is confined to Ohio, rendering a service that has commanded attention 








The Dayton Mutual Fire Insurance Company 


Is now in its thirteenth year of existence. Our practice 
has always been to pay all losses promptly upon receipt of 
proof. It pays a 25% dividend to the assured. It has 
never made an assessment. 


More Agents are wanted in Ohio 


B. C. Coleman, Secretary DAYTON, OHIO 














The Writing Automobile Full Floater, Fire, Light- 
NATIONAL ning, Windstorm, Explosion and Theft, 
MUTUAL and General Fire Business. 











Insurance Co. JULY 1st, 1920 


CELINA, OHIO Cash Assets” - é “ : ; g 
Net Cash Surplus” - - ‘ . 


AND GROWING 
Live Agents Wanted in Ohio and Indiana 


$209,795.97 


36,308.47 
E. J. BROOKHART 


General Agent 


ALBERT W. PARSONS 
Asst. General Agent 








MINSTER MUTUAL FIRE INSURANCE CO. 


Incorporated 1849 
Operating successfully for nearly three fourths of a century. 


Three of a kind— 
Satisfied Management 
Satisfied Agents 
Satisfied Policyholders 


JOE E. SCHMIEDER, Secretary and General Manager 











Standard 
Ohio 
Mutual 
Companies 
Are — 
Progressive 


Besides being stable, sound 
and strong, the standard 
mutual insurance companies 
of Ohio are progressive. 
They have been guided by 
common sense rather than 
precedent. The practices of 
the past, when they have 
proven their worth, have been 
followed, but the practices 
of the past, when they have 
outlived their usefulness or 
necessity, have been 


discarded. 

















The Merchants’ and Manufacturers’ Mutual Insurance Company 


Organized 1876 
July 1, 1920 Figures 
Total Amount at Risk, $12,789,298.00 
Total Cash Assets, $206,065.42 


Writing a General Classification. 
S. N. FORD, President 


The LARGEST and STRONGEST Ohio Mutual Company writing Automobiles 
through Ohio Agents, using the LOWEST Schedule of AUTOMOBILE RATES. 


Net Cash Surplus, $123,617.30 
Contingent Assets, $493,316.34 
Annual Dividends to Policyholders 


Mansfield, Ohio 


G. W. DeYARMON, Secretary 


Net Cash Surplus 
now over $124,000.00 
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THE MANSFIELD MUTUAL FIRE INSURANCE CO. 


MANSFIELD, OHIO 


Incorporated 


J. M. COOK, 
1 8 7 3 


Sec. 8 Gen'l Manager 


NEARLY FIFTY YEARS OF SUCCESSFUL UNDERWRITING 
It has consistently championed the American Agency System 


An Agency Company of the highest type 
NET CASH SURPLUS $150,000 











The Ohio 


mutual companies, working 
under laws which safeguard 
policyholders and agents, 
have ever had in view the 
best ideals of the insurance 
business and also the oppor- 
tunities of the day. 


The Ohio 


mutual companies have in- 
troduced into the business 
many ideas that have been 
adopted generally. 


The Ohio 


mutual companies are pro- 
gressive as well as _ stable, 
sound and strong. 


WHERE NOT NOW REPRESENTED 


THE DRIVERS MUTUAL INSURANCE COMPANY 
THE DRIVERS MUTUAL INDEMNITY COMPANY 


COMPLETE COVERAGE AUTOMOBILE INSURANCE 
Fire — Theft — Collision 
Liability — Property Damage — Loss of Use 
THE OWNERS MUTUAL LIVE STOCK INSURANCE COMPANY 


INSURES LIVE STOC 
Against Death from Any Cause, including Fire and Lightning 


L. E. CRAIG, Secretary 








AGENTS WANTED IN OHIO MARION, OHIO 


55 














Knox County Mutual Fire Insurance Co. 
MOUNT VERNON, OHIO 


Organized 1838 Cash Surplus over $200,000.00 
B. M. ALLEN, President H. S. JENNINGS, Secretary-Treasurer 


82 years of successful service 




















Western Mutual Fire Insurance Co. 
URBANA, OHIO 
ORGANIZED 1846 (BUSINESS CONFINED TO OHIO) 


E. E. CHENY, President E. M. CRANE, Secretary 


For nearly three-fourths of a century this Company has 
furnished sound indemnity through our loyal agency force. 











1876 1920 
| THE 
CENTRAL MANUFACTURER'S 
MUTUAL INSURANCE COMPANY 
Fire VAN WERT, OHIO Automobile 
Cash Assets over $2,000,000.00 
Net Cash Surplus over $900,000.00 C. A. L. PURMORT, Secretary 
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The Montgomery County Mutual Fire Insurance Company |||” 
of DAYTON, OHIO 
Organized in 1844 by special charter from the State of Ohio. 
In 76 years of business has never contested a loss nor had a law suit. 
2 0% Saving Its Officers and Board of Directors are numbered among the best business men of the State. 
m Ad vance Liberal commissions to agents. 
om Fcith 
THE OHIO MILLERS MUTUAL FIRE INSURANCE CO., Canton, Ohio STANDAR The 
| Tyear'te'year in busines: asets Companys unntraped euetanl gon _ ll. 
WM. H. CLARK, President Amount _ Face Value ae Total Total Divid" ds to we | 
WM. REED, Secretary 18,863997.35 309890033 2S6AaaSS BRAGS ORONO TS ; der 
eb 20/991,276.83  3,052'405.64 2,527:124.09  617.287.02 303,586.78 ren 
23,579,777 .38 3,131,053.67 2,658,038.17 725,846.79 301,404.57 
es HES Beuy Bae Bee to pol 
Surplus Is Strength Mesiz331  Szzs08s1  ZeOLILTS «OI 7UNTS «PRET MUTU . 
63,610,525.64  3,181,533.75 2,698,412.21 1,147,802.43 365,861.14 
i] 72,582,082.91  3,094,325.70  2,590,574.13 1,272,379.3h 335,729.76 claima 
| Cash Surplus weer ites | Soatraass © Sose ies 218610693 B71°990.67 
1 Ht | Over One Million | Bist. testes sont Me totig, ty and inctoding the atet dav, of December, Fi C : erate 
| rae or saivaepas te ip Plicy bolder amounted Yo ‘SiMniA53t, nearly ball of Ire VLompanies The 
damper netep oman: Are Sound | asha 
Highest Grade msc nic Efficient Management Prompt Service Fair Treatment inent I 
yrs ae bas ; , The standard Ohio mu i 
Highest Grade Automobile Insurance ia: a eae 
LOWEST PRACTICABLE COST re insurance companies have } the be 
always stood for stability and # in the 
: Agents wanted where not represented. Continuous growth the best class of indemnity, practic 
is the proof of satisfactory service. ; 
—_ — They have prided themselves | are le: 
os HOME OFFICE: YOUNGSTOWN, OHIO R. — on their underwriting. As variou 
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managers they have always | have 











had at the helm men of char. | Synon 
































|| FIRE PROTECTION | wec@mt‘s | fie 
ee t has 
: companies have not sought | . th 
4 F In the 
CINCINNATI NEW YORK CHICAGO INDIANAPOLIS cut rate and undesirable busi- d 
eyedo 
Agents and companies interested in giving service to policyholders and reducing fire losses should ness. They have gotten the tual 
read FIRE PROTECTION. It is filled with articles on common hazards and the means to correct ° p 
them; factory organization against fires; safeguarding of particular processes; sprinkler protection; best business from the best mean: 
| municipal protection; new devices, materials and equipment; analysis of losses with a view to 
: prevention, and scores of subjects that vitally interest insurance men. people. demn 
TS Se EE 
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The Grocers Mutual Insurance Company 


WE FREELY WRITE A GENERAL LINE OF OUR RECORD: sg 


She n 

, i eins. We w 

FIRE INSURANCE re a pm This 

ua January 1,1909..$1,001,515 $11,617.43 $2,876.65 — $5,636.64 Wee 

.H. ; retary Our 1 

: Grocers Mutual Building October 1, 1920. .12,266,242 88,749.66 39,751.36 48,998.30 We 
| : Springfiel d Ohi oO DIVIDEND TO POLICY HOLDERS HAS BEEN 25% EACH YEAR SINCE 1912 ng : 
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HENRY WENTZ, President L. A. DENNIS, Secy. and Genl. Mer. 


The Mutual Plate Glass Insurance Company 
Shelby, Ohio 


The only Ohio company specializing on Plate Glass Insurance. 
Beyond the experimental stage. 
For nearly forty years this company has been insuring plate glass for Ohio citizens through Ohio agents. 
Our service is satisfactory to our agents and policyholders. 
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These Companies are 
well managed, have 
rendered the best service 
to policyholders and 
cdaimants. They coop- 
erate with their agents. 


The old Ohio mutu- 
als have taken a prom- 
inent part in the fire pre- 
vention movement, in 
the betterment of risks, 
in the improvement of 
practices. Their agents 
are leading men in their 
various localities. They 


have made Ohio the 


synonym for well forti- 


fied mutual insurance. 


It has meant something 
in the realms of Buck- 
eyedom. An Ohio mu- 
tual policy of this brand 
means gilt-edged in- 
demnity. 


SURPLUS IS STRENGTH 


Lumbermens Mutual Insurance Co. 


MANSFIELD, OHIO 
E. S. NAIL, President and General Manager 


Organized 1895 
Strength — Stability — Security 


W. H. G. KEGG, Secretary 

















Cash Assets $1,705,281.19 Cash Surplus $699,707.21 Liabilities $1,005,573.98 

(Including $803,000 legal reserves.) 

1903 1920 
THE 


OHIO UNDERWRITER’S 


MUTUAL FIRE INSURANCE COMPANY 
VAN WERT, OHIO 


Net Cash Assets over $165,000.00 


Net Cash Surplus over $92,000.00 C. M. PURMORT, Secretary 





























The National Underwriter 


New York 


More than 150 paid correspondents 
throughout the United States 


Chicago Cincinnati 

















Opportunity is calling you. 
She may not come your way again. 


ave you a satisfactory connection? 


mobile insurance ? 





€ want live agents in many towns in Ohio. 5 
This is your opportunity to write automobile insurance in a live company. 


We can put you in a position to meet all competition. 
ur rates are lower than conference rates. : 
Would you like to have a special agent come and teach you how to write auto- 


You can get any number of companies to accept your business, but how many 
can you find that will help you get the business? 


MR. INSURANCE AGENT 


This is where we differ from the rest. 

We furnish you with liberal advertising matter absolutely free, teach you all 
about the business, pay liberal commissions, give you prompt service and fair 
treatment. 


If you can devote a part of your time to soliciting automobile insurance, write 


us today. 
The Buckeye Union Mutual 
Insurance Company 
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Fidelity Bond Line Called 
Good One for Local Agent 














UNITED STATES BRANCH 
110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N. KELSEY, Manacer 














c-(J-c-c 
Three Big C’s in 
A Company of Character 


Good companies and good agencies naturally 
build uv together and deserve success by reason of the 
qualities they develop in the process. 


Such qualities are not mere talking points 
brought out for show; they are those elements of goodness 
in every day life that, as a whole, constitute character. 


In developing character as an agency company, 
the London & Scottish is pinning its faith to the ‘“‘Three 
Big C’s’’—Contact, Cooperation and Confidence. 


Contact is the vital element and it must be the 
warm, personal kind of contact that is formed by the 
SINGLE ACENCY IDEAL if it is to be a perfect contact. 
Without such contact there can be none of the cooperation 
that makes a.comrany valuable to an agency. 


Cooperation such as the London & Scottish gives 
its agents, carries out the idea of contact. The London & 
Scottish helrs its agents to build and retain business by 
timely, specific suggest.ons which are only possible when 
perfect contact is created and sustained. 


Confidence inevitably results from such methods 
and conf.dence is an in‘ectious thing, spreading quickly 
from comyany to agent and from agent to customer, 
creating happiness through the assoc.ation and making 
the contact firmer with the passing years. 


Are fidelity bonds a good line for 
agents to work? Home office men 
with one voice answer in the affirma- 
tive, very much so. In fact one official 
declared that it was the best line an 
agent could handle. All of the under- 
writers were agreed that for one thing 
it was not a target risk. 

“An agent,” stated Mr. Thomas, of 
the New Amsterdam, “can work the 
fidelity bond line in conjunction with 
other lines. For instance, an agent will 
be selling burglary insurance and can 
broach the subject of fidelity bonds 
for the employes. And surely a fidelity 
bond is, in a sense, burglary insurance.” 

Many Risks Stay on Books 

The fidelity line is not as well known 
as other lines—fire, accident, health, 
automobile and workmen’s compensa- 
tion. There are a large number of 
small risks that stay on the books from 
year to year and the agent is assured 
of a steady income. An agent may 
only get one employe the first year. 
The second year he will get a few more 
employes. The business stays on the 
books and increases from year to year. 

The fidelity bond business is an ex- 
cellent line for agents to handle be- 
cause every mercantile house, drug- 
store, factory, in fact every kind of a 
place of any sort of business is a 
prospect. 

Protect Money as Well as Property 


« 


“A business man insures his goods 
against fire, burglary, in fact against 
everything,” stated Mr. Thomas, “but 
when it is turned into money he for- 
gets all about it. He has a sort of an 
idea that it will be taken and deposited 
in the bank. But suppose the employe 
should make away with the money? 
That argument in my opinion is one 
of the best that an agent can use in 
selling this line.” 

And W. W. Symington of the United 
Fidelity & Guaranty says: 

“A business man wouldn’t in the 
least think of not having his store in- 
sured against fire yet he doesn’t think 
anything of leaving an employe in there 
with $20,000.” 

Hundreds of Arguments 


There are hundreds of arguments 
that agents can use in the selling of 
fidelity bonds. Perhaps one of the 
strongest points is from the moral 
standpoint. An employe, when he 





E. E. WELLS, Chicago 
Assistant Western Manager L. & L. & G. 
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knows that he is bonded will be more 
likely to go straight, especially as he 
knows that if he should happen to go 
wrong, he will have a big surety com- 
pany on his trail. 

Mr. Thomas pointed out that in the 
case of a large wholesale house, where 
thousands of employes are employed, 
there are hundreds of petty thefts. The 
concern might have a difficult time in 
proving their claim to the insurance 
company, but the moral effect on the 
employes would be such, that the thefts 
would decrease very much. 


Value of Note Book 


“An agent.” stated a surety under- 
writer, “in going out after fidelity 
bonds, should have a small note-book, 
in which he should paste clippings 
taken from the newspapers. Then when 
he goes to see his prospect, he will 
have concrete facts to show him. The 
agent should also read the newspapers 
carefully and make mental notes of re- 
cent losses and point these out to the 
prospect. 

“Another point in favor of the note- 
book, is that the agent has at his 
finger-tips strong arguments. There 
are stories in the papers daily of large 
and small houses and there is bound 
to be one that will affect the prospect. 

“There seems to be a sort of feeling 
that ‘it can happen to George, but nok 
to me,’ and once the agent overcomes 
that, he has the man half sold.” 

Another underwriter pointed out the 
fact that in large risks, he cited the 
case of a Baltimore dairy, there are 
many petty thefts that do not get into 
the newspapers, yet the agent, by mak- 
ing note of them, will find them strong 
arguments to use in selling fidelity 
bonds. 


Florida Seeks Mid-Winter Meet 


Capt. S. L. Lowry, of Tampa, Fla., on 
behalf of the Florida agents, extended 
an invitation to hold the mid-winter 
conference at Jacksonville, Fla. The 
city has 70 agents, and there are 90,000 
people there. He said it is the only 
state that has made California jealous. 
The executive committee decides where 
to hold this conferense. 


The Rotary Club of Des Moines 
gave a luncheon Thursday and a num- 
ber of Rotarians among the insurance 
people attended. An address was 
given by Senator A. B. Cummins of 
Iowa. 
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Cc. R. TUTTLE, Chicago 
Western Manager North America 
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When in a weak moment you 
have taken space in an insurance 
paper— 





Some new way of telling how 
good you are about paying your 
honest losses and how much money 
you have saved besides—but give 


it up— 








And then the awful conscious- 
ness breaks in on you that you 
came from the farm—and you 
have to change your line of 
thought— 











And you nearly throw a fit won- 
dering how you are going to get 
out of the dilemma— 











And he notices your anxious look 
and wants to know what’s the mat- 
ter—so you tell him— 














And you send copy to the insur- 
ance editor and he prints it— 











Just ‘“‘Reglar Fellars’’ 


(With apologies to Briggs) 
























































And you try to think up some- 
thing clever to say— 


Or possibly something about the 
aristocratic progenitors of the com- 
pany, picturing them with ruffed 
shirts and stock collars and historic 
background— 


And the editor begins telegraph- 
ing for copy or he “will have to 
give the space to another com- 
pany’— 


When in drops one of your good 
old agents passing through on a 
tour— 


And he says cut out all that gen- 
teel stuff and just tell the agents 
of the country you’re “reglar fel- 
lars.” They'll understand— 


And you heave a sigh of relief 
—say! “Oh, boy! ain’t it a grand,” 
etc., etc. 


AGRICULTURAL INSURANCE COMPANY 


WATERTOWN, N. Y. 



























THE NATIONAL UNDERWRITER October 22, 1920 


NORTH AMERICA 


OF PHILADELPHIA 


“The Fone er 


“The FIRST American 


“Fire and Marine Insurance 
Company. 


The FIRST Company 


to establish the American 
Ag ency Sy stem. 
—_ FIRST Company 
in all good agency endeavor. 
‘The LEADER in pro- 
gressive underwriting mn 
all branches. 
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collected by the fire companies on 

the various so-called side lines, 
indicates that local agents generally 
are giving less attention to rent insur- 
ance than to any other of the minor 
fire lines. There is no reason why this 
should be the case. In fact, rent insur- 
ance should be actively pushed just 
now. Rents for all classes of property 
are at the highest level in the history 
of the country. The daily newspapers 
are full of comment upon high rents. 
Owners of property are collecting large 
sums in rents. The subject of rents is 
one that is prominently before the 
country at this time. Landlords have 
more at stake than ever before and for 
that reason, agents presenting rent in- 
surance can get a more sympathetic au- 
dience than formerly. 

The great bulk of estates of any con- 
sequence that come to widows consist 
largely of real estate. Many widows 
are left with nothing but the income 


A STUDY of the premium income 


THE NATIONAL UNDERWRITER 


Why Rent Insurance Forms an Attractive Sideline} 


WITH RENTS FOR ALL CLASSES OF PROPERTY HIGHER THAN EVER BEFORE THIS INDEMNITY 
CAN BE MOST OPPORTUNELY PRESENTED NOW—UNDERWRITING FEATURES AND COMMENT 


from a flat building or a number of 
dwellings. In other words, the rents 
collected are in effect, a salary for a 
woman so situated. 


Destruction of Property 
Would Cut Off Income 


If fire should destroy the property, 
this income, the money with which to 
meet current expenses and to keep go- 
ing, would be cut off. It would be like 
separating a salaried man from his 
pay envelope. There are thousands 
of such women in the country. They 
all carry fire insurance, but in a great 
majority of cases have not taken out a 
rent insurance policy. 

It will very often be found that a re- 
tired business man has as his only 
source of income the rents collected 
from the property that he owns. He 
has withdrawn from business life and 
is content to occupy himself only with 
taking care of his property and collect- 
ing the rents. He has a certain and 


sure income so long as the property 
stands, but if it is destroyed by fire, his 
regular flow of cash is stopped. The 
fire policy will, of course, indemnify 
him for his actual loss of property but 
until the damaged building is put into 
a tenantable condition again, there is 
no income. 


Owner-Occupied Buildings 

Need Rent Insurance 

Again there are a great many cases 
where a building is owner-occupied. 
Such an owner will say that he has no 
interest in rent insurance, but as a 
matter of fact, he is paying rent 
whether he knows it or not, or whether 
he enters a rent item in his books. Let 
such an owner go out during these 
times and try to find another property 
as desirable as the one now occupied. 
Let him get an idea of the difficulty of 
securing store, office, or residence 
space and his eyes will be opened. 
There is a distinct rental value to every 





owner-occupied property and such an 
owner is as much a prospect for 
insurance as the man who rents out 
his property to others. 


How Rent Contract 
Is Like U. & O. 


In many respects rent insurance 
might be likened to use and occy 
coverage. It is provided in the 
insurance form that the “loss is to be 
computed from the date of the occur. 
rence of said fire, and to be determined 
by the time it would require to put 
premises in tenantable conditions.” Jy 
this feature, rent insurance is compar- 
able to U. & O. The insuring com. 
pany simply agrees to put the da 
building back in good shape and there 
is no other coverage provided. The 
insurance company 1s not interested iy 
whether or not the insured loses ten. 
ants or suffers a loss of business as a 
result of the fire or windstorm. The 
company agrees only to put the insured 
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A Few Historical Facts gayat €xchanae 


mati: great institution of today known as the Royal Exchange 
guy Assurance and operating throughout the entire World was 
incorporated in London in 1720. It took its name from 

the building of the Royal Exchange, because its offices were first 
situated there and have been ever since its foundation, with the 
exception of the years 1838 to 1844, when it occupied temporary 
premises in Cornhill for six years, during the rebuilding of the 


present Royal Exchange, after the fire which destroyed the old 
Exchange in 1838. 


The first Exchange, erected by Sir Thomas Gresham, was built 
in 1569 and was destroyed in the Great Fire of London in 1666. 
The purpose of the Exchange building was to provide a meeting- 
place for merchants from all parts of the World to congregate and 
transact business, after the fashion of medieval times. This 


AD1720 


Assuranr 


practice of merchants meeting in groups in a sort of curb market 
was continued far into the Eighteenth Century, and even today 








woes 


wife 





has not entirely disappeared. 


A plan before me of the second Royal Exchange shows the 
different sections of the quadrangle, and makes mention that 
on the North front congregated the Irish, Scotch and 
Armenian merchants, while on the south front were the New 
England, Carolina, Virginia and Spanish. Druggists, grocers 
and shipbrokers, as well as other trades, and merchants from 
Hamburg and Oporto, besides French, Italian and Dutch, 
met in the center of the quadrangle daily to put through 
business deals. 3 

The building itself is described in this print as ‘‘the most 
beautiful, strong, and stately Building of its kind in Europe” 
and that ‘“‘more business is transacted than in any other 
Place of its Compass in the known World.” 

Incidentally I n.ight mention that the construction of the 
Royal Exchange in 1569 cost $250,000—a vast amount in 
those days and probably equal at the present prices of con- 
struction to ten or fifteen times that sum. 

The “Weekly Journal” of the 12th December, 1719, 
records that ‘‘on Tuesday the Society of Gentleman Sub- 
scribers of the new project for Insurance of Ships and 
Merchandise waited upon the King, with a petition for the 
Grant of a Charter to carry on their new undertaking, and 
we hear they were very graciously received and their Petition 
referred to the Privy Council.” ; 

These efforts to obtain a Charter were crowned with 
success and one was granted on the 22nd of June, 1720, and 
supplemented by a further Charter granted in the following 
year that enabled the Corporation to transact Fire Insurance 
as well as Life and Marine. 

On the 6th of May, 1721, the Corporation advertised 
that ‘‘Fire proposals’’ were ready for delivery. 

An office book saved from the Fire of 1838, which con- 
sumed the second Royal Exchange building, contains most 
interesting information as to the manner in which the fire 
business was transacted in our Fire Department two hundred 
years ago. In this book orders were made that no policy on 
building should be granted for less than the sum of $1,250; 
that ‘‘marks” bearing the number of the policy should be af- 
fixed to the building assured; that 62 cents shou!d be charged 
for each fire mark and $1.25 for each policy, in addition to 


of Zondon 


the premium; that no policy shou'd be granted in America 
unless the Company had an agent in the place—(thus the 
Corporation took a firm stand against overhead writing 200 
years ago)—that surveys should be made of property as- 
sured; and that in the case of loss on policies in Ireland, “‘the- 
same is to be paid as the premium, in Irish money.” The 
orders made are too numerous to give in detail, though ref- 
erence must be made to the first appearance of an Average 
Clause and of commission to those introducing the business. 
That the Directors had no hesitation in running heavy lines 
is shown by entries relating to a $150,000 policy on “My 
Lord Sunderland’s Library”’ ;to $30,000 on Lord Westmoreland’s 
house and furniture; and to $20,000 on the‘ New Play House.” 

Little reference is made to the numerical strength of the 
Staff in 1720, but we learn that ‘neither of the clerks (we 
presume Chief Clerks) of the Fire Office were to be absent 
before two or after five o'clock, but that they take their din- 
nertime between two and five so that one of them may always 
remain in the office during those hours.” 

It is said that soon after commencing business the Corpo- 
ration sustained a heavy loss on a fire policy and it was, 
therefore, decided that no fire assurance should be accepted 
until the Governor and the whole Court of Directors had 
personally inspected and approved of the risks. As mention 
is made of business in America it would seem a somewhat 
difficult regulation to put into practice, especially as sailing 
ships were the only means of reaching this Continent in 
those days! 

Although no details are given of the size of our office Staff, 
from an advertisement that appeared as early as 1721 we find 
that the Corporation engaged a force of fifty-six firemen to 
work its private fire brigade engines in London and that these 
firemen were all dressed in yellow livery, every one with a sil- 
ver badge (of which this Branch is issuing a souvenir this year 
in an acceptable form) to distinguish them from servants be- 
longing to the City Guilds. The duty of these firemen was con- 
fiaed to extinguishing fires in which the Corporation was inter- 
ested as shown by the fire marks on the buildings they insured. 

EVERARD C. STOKES 
New York, | Oct., 1920 United States Manager 
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building into workable, tenantable con- 
dition. There are no other considera- 
tions in a rent insurance policy. It is 
just a question of replacement. The use 
and occupancy policy is more complex 
and embraces more features, but funda- 
mentally it is the same as the rent con- 
tract. 
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THE NATIONAL 


Replacement Difficulties 

Make Coverage Important 

The big question for property own- 
ers to consider nowadays is the diffi- 
culty of replacement. If a _ building 
is destroyed by fire, there is no telling 
when it can be reconstructed. Building 
conditions are admittedly most difficult. 


Be Known as a Specialist—Represent Companies 
Specializing in the Class, and not Writing Marine 
Insurance and Automobiles as a Side Line 


It Means Money in Your Pocket to Represent 


OSBORN @ CO. 


GENERAL AGENTS 


UNDERWRITER 


Materials are hard to get. The building 
trades and contracting business is in 
the language of the street “shot to 
pieces.” Every building operation to- 
day has to encounter some delay or 
dificulty. It may be a strike or 
scarcity of labor; it may be a loss of 
time due to failure of railroads to ship 
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Marine Department 
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Marine Transportation Floaters— Registered Mail Insurance 


BECOME AN AUTOMOBILE SPECIALIST 





Do not overlook the Marine Possibilities of your territory 


Columbia Insurance Co. 
Federal Union Insurance Co. 


Phoenix Assurance Co., Ltd. 


Our Facilities are Yours—the Full Co-operation of 
the Office is always available for OUR AGENTS 
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goods promptly, perhaps certain 
terials fail to arrive or a dozen otha 


contingencies arise, but in every case 


it will be found that buildings are nog 
erected on schedule time. 


Rent Business Readily 
- Accepted by Companies 


So far as the companies are cop. 
cerned, rent insurance is highly desir. 
able. It is perhaps the easiest and 
simplest form of fire insurance writ. 
ten. There is no moral hazard to cop. 
sider as in leasehold business. There 
are none of the dangerous features of 
the leasehold contract to be found in 
the rent policy. Rent insurance jg 
easily understood by local agents and 
there are very few underwriting fea. 
tures to be considered by either the 
agent or company. Companies accept 
rent insurance much more readily than 
leasehold. 


Mistake Made in 
Writing Gross Rents 


There is one point in connection 
with writing rent insurance that most 
companies have overlooked. The form 
most generally used provides “that in 
case the above named building, or any 
part thereof, shall be rendered unten- 
antable by fire, this company shall be 
liable to the assured for the actual 
loss of rent ensuing therefrom, not ex- 
ceeding the sum insured, based upon 
the bona fide leases in force at the time: 
of the fire.” In writing business with 
this clause, companies are insuring 
gross rents, instead of net rental in- 
come. Suppose an owner has a build- 
ing that yields $10,000 annually and the 
expense in connection with operating 
the building, such as janitors’ salary, 
coal, light, heat, water, etc., is at least 
$1,500 or $2,000. The owner thus has a 
net income from rents of $8,000. Yet in 
applying for a rent insurance policy 
such an owner needs only to exhibit 
bona fide leases in the amount of $10,- 
000 annually and he is given a $10,000 
rent insurance policy. If such an 
owner should sustain a fire loss and it 
took six months to replace the build- 
ing, he would receive from the insur- 
ance company during the six months 
$5,000 under his rent insurance policy, 
whereas, had the building been un- 
touched by fire and in regular opera- 
tion, the net income to the owners 
from rents would have been only 
$4,000. By writing rent insurance on 
the basis of gross receipts from rents, 
companies are actually inviting a moral 
hazard. 

As a matter of fact there has not 
been enough rent insurance written up 
to date for companies to seriously con- 
sider this feature, but as more business 
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Build Solidly 


The Agent who has built a reputation for thoroughness, reliability and 
service need never worry about embarrassing questions after theJfire, after the 
tornado, after the damage, such as— 


‘*Why didn’t you tell me I was not fully covered? Why didn’t you 
make me take the insurance that I needed P” 
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is put upon the books, companies will 
have to get down to a basis of insuring 
net rents only. In the majority of 
forms now used, there is no provision 
for deducting expenses. When it 
comes to the settlement of loss the as- 
sured simply shows leases in the 
amount named in the contract and the 
full face of the policy is paid without 
deduction. It has only to be shown 
that at the time of the fire the assured 
had leases totalling the amount of in- 
surance named in the policy and the 
loss is paid based cn the number of 
months the building remains in an un- 
tenantable or an unproductive condi- 
tion. This is quite different from use 
and occupancy insurance where neces- 
sary expenses and fixed charges are 
deducted. 


Where Rent Insurance 
Can Be Sold 


Owners, executors and trustees of 
buildings are in nearly every case good 
prospects for rent insurance. Executors 
and trustees particularly should insure 
the rental values of the buildings under 
their trust. They are held responsible 
for the loss of income occasioned by a 
fire. It is incumbent upon them to take 
every precaution to protect their trust. 
They should throw every possible safe- 
guard around the property that has been 
committed to their charge. Owners of 
dwellings, flat buildings and small and 
medium sized stores have purchased rent 
insurance more generally than any other 
class of landlords. There has been very 
little rent insurance written on indus- 
trial or factory buildings. Owners of 
industrial properties ordinarily carry 
use and occupancy insurance and this 
takes care of the item of rents. Fac- 
tory leases are usually for a long term 
and rent insurance does not seem to 
apply. In the larger cities a number of 
cffice buildings have recently been cov- 
ered by rent insurance. Owners have 
come to realize what the loss of rental 
income would mean in case of a fire. 
Office space is at a premium, and many 
of the larger buildings are now earning 
a respectable income on the investment 
for the first time in many years. Own- 
ers of such properties are taking out 
rent insurance to be assured of the pres- 
ent income for several years. 


Cost Low Where 

Coinsurance Is Carried 

Rent insurance costs very little. When 
the 50 percent coinsurance clause is used 
the building rate applies. If 60 percent 
coinsurance is carried, 16 percent is de- 
ducted. If 70 percent coinsurance is car- 
ried, the deduction from the building 
rate is 23 percent. If the 80 percent con- 
tribution clause is used, the deduction 
from the building rate is 30 percent; if 
90 percent coinsurance is carried, the re- 
duction is 33% percent, and if the in- 
sured carries 100 percent coinsurance, 
the reduction from the building rate is 
37 percent. Where from 80 to 100 per- 
cent coinsurance is carried, the cut in 
the rate is very marked, making the cost 
of rent insurance to the insured very 
low. 


Can Be Sold 

at Any Season 

Immediately following the Wall street 
bomb disaster in New York a number 
of agents got busy on explosion rent in- 
surance. The rate for this coverage is 
only four or five cents and while the 
bomb scare was on agents in New York, 
Chicago and two or three other large 
cities placed a number of these policies. 
Rent insurance, however, is not sea- 
sonal. It is as good one time as an- 
other. It is simply income protection. 
It is more important just at this time 
because of the fact that rents are so 
high. Landlords who bought properties 
at fairly low figures and are today col- 
lecting from 35 to 100 percent more in 
rents than they did five years ago have 
a big interest to protect. They need to 
be covered while rents remain high and 
their investment is yielding them a com- 
paratively large sum. 


The new association of the smaller 
and medium sized fire insurance com- 
panies that perfected its organization 
at a meeting in Chicago a few days ago, 
was Officially represented at the Des 
Moines convention by President A. A. 
McKinley and Secretary John W. 
Brooks of the Western Alliance of Chi- 
cago and President Ray B. Smith of 
the Excelsior Fire of Syracuse, N. Y. 


October 22, re 


Prizes Presented at 


Closing Session 


At the last session the presentation 
of three prizes was made. The first 
was made by J. Clancy. of Des 
‘Moines. In introducing Mr. Clancy 
President Cox expressed an apprecia. 
tion of the work of the Des Moines 
committee in making the convention a 
success. A huge silver loving cup was 
to be presented to the state se 
the largest delegation. Missouri and 
Illinois tied with 30 paid delegates each, 
An agreement was reached whereby the 
cup will be given to the Illinois dele. 
gation and a photograph of the cup 
will be sent to the Missouri delegation 
At the end of six months a trade wil} 
be made and the Missouri delegation 
will retain the cup for the last six 
months, while the Illinois agents myst 
be contented with a photograph. 

Oklahoma won the President’s Cy 
which is given for the largest gain ia 
membership. Oklahoma reports an in- 
crease in membership of 239. J. H 
Mullen of Bartlesville made the speech 
of acceptance. 

A gavel with a silver inscription used 
during the convention was presented to 
the Georgia Association. It was as. 
signed an increase of 75 new members 
and had obtained 150 new members, 


nding 





WwW. A. CHAPMAN 
Western Manager Firemans Fund 


being a gain of i03 percent. President 
Cox said that Georgia had one of the 
hardest working and livest associations 
of any state. E. B. Harrold accepted 
the cup and assured the association that 
it could get anything it wanted out of 
Georgia. 

The 25th anniversary meeting closed 
with the singing of “America.” Eu- 
gene Walsh of Davenport made a 
talk expressing the appreciation of the 
Iowa people at the large attendance 
and then led in the singing of the lowa 
song, “The State of All the Land, Joys 
on Every Hand, Iowa, Iowa, That's 
Where the Tall Corn Grows.” 

President Cox paid a tribute to those 
who worked in the rank and file and 
said the National Association is en- 
deavoring to follow the Golden Rule. 
The delegates and visitors were taken 
on an automobile ride about the city 
following the Friday afternoon session. 


Interest in Giberson’s Exhibit 

Much interest was taken in the ex- 
hibit of advertising material, forms, 
form letters, office books and other lo- 
cal agency material collected by J. A. 
Giberson, of Alton, IIL, president of 
the Illinois Association. Mr. Giberson 
had gotten samples from various local 
offices and brought them to Des Moines. 
The collection was arranged in a room 
at the Fort Des Moines. 





“An insurance policy is a necessary ac- 
cessory that fits, and ought to be found 
on every kind of a car. 
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Special Attention : 
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COVERING 


: ACCIDENT 


HEALTH 
AUTOMOBILE 
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Geo. W. Roberts & Son 


CHICAGO 


Wabash 1627 2109 Insurance Exchange 
“3833 


Agencies 


Are interested in the best and 
highest good of the business. 


They express their good will 
and interest to all in the frater- 
nity. Agents in other cities will 
find the offices advertising on 
this page well equipped for 
handling any class of business 
in the city. They invite the at- 
tention of all to their facilities 
for dispatching business accu- 
rately, satisfactorily and rapidly. 














i Phones Wabash 2637-8-9 


24 Hour Service Given to All Orders and Claims 
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1 Bein 





Chicago 











J. W. HOSMER 


P. B. HOSMER ROCKWOOD HOSMER 


A. J. KUELZOW 


R. W. HOSMER & COMPANY 


Suite 1551-1555 Insurance Exchange 


ESTABLISHED IN 1868 


CHICAGO 


One of the Old Reliable Chicago Agencies 


All Kinds of Insurance given Prompt and Reliable Attention in Our Various Departments 
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Success 


A Boston firm that wished to 
know what constitutes success 
paid $250 to Mrs. A. J. Stanley, 
of Lincoln, Kan., for this defini- 
tion: “He has achieved success 
who has lived well, laughed often 
and loved much, who has gained 
the respect of intelligent men 
and the love of little children, 
who has filled his niche and ac- 
complished his task, who has left 
the world better than he found 
it, whether by an _ improved 
poppy, a perfect poem or a res- 
cued soul, who has never lacked 
appreciation of earth’s beauty or 
failed to express it, who has al- 
ways looked for the best in 
others and giver the best he had, 
whose life was an_ inspiration, 
whose memory is a benediction.” 











Advertising Schemes 


Under the head of “Advertising 
Schemes” only one agent volunteered 
any information. E. H. Beach of Syra- 
cuse, N. Y., said that great success had 
been met by the Insurance Agents’ 
Club of his city, which had been taking 
a half page every two weeks in all the 
Syracuse newspapers. The advertise- 
ments usually deal with some timely 
subject, such as fire prevention day, 
and at the time new traffic rules were 
put into effect a discussion of these rules 
and their effect on automobile insur- 
ance was printed. At the top of each 
ad is the slogan, “Insure With Agents 
of the Insurance Agents’ Club.” The 
advertising has been very effective in 
convincing the people of the city that 
the members of the Agents’ Club are 
the real insurance men. Each agent is 
billed monthly pro rata by the news- 
paper direct. 


THE NATIONAL 


“THE ‘COINSURANCE CLAUSE 


Because of the prohibitive cost of de- 
termining the value of property at the 
inception of the contract, and because 
that value would not remain constant, if 
it were determined, every coverage 
granted by the companies involved, po- 
tentially, one of two conditions in the 
event of loss, either possible over-insur- 
ance or possible under-insurance—the 
first markedly accompanying, and some- 
times productive of, moral hazard; the 
other, when it occurs, producing an in- 
justice to the insurance company, be- 
cause a small damage with low insurance 
will sometimes produce a _ total loss 
under the policy. : 

If there were no means of meeting 
these conditions the companies would 
constantly find themselves between his 
Satanic Majesty and the boundless deep, 
for one or the other condition would 
confront them at nearly every turn. To 
overcome the condition of under-insur- 
ance in risks of large values—such, for 
instance, as all industrial and manufac- 
turing establishments, and mercantile 
and warehouse business—they have 
adopted the use of the coinsurance 
clause, a clause that may very properly 
be termed the Contract of Equilibrium 
and the purpose of which is to prevent 
under-insurances by requiring an equal 
percentage of insurance on all risks of 
like class and to provide for adjustments 
of losses on that basis. The form of this 
clause in most common use is that 
spoken of as the eighty per cent coin- 
surance clause.—J. F. Van Riper. 


There were 1,093 registered delegates 
and visitors outside of Des Moines. 
There were 56 visiting ladies. Forty- 
three states were represented at the 
convention, the only ones not having 
delegates being Delaware, Nevada, 
Arizona, Utah and Wyoming. 


Deep regret was felt for W. H. Har- 
rison of Des Moines, state agent of 
the National Fire of Hartford, who 
had worked unceasingly on the recep- 
tion committee, who was stricken at 
the hotel Thursday afternoon. Mr. 
Harrison was suffering from an ulcer 
of the intestines, resulting in a rup- 
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SERVICE 


All success is a matter of serv- 
ice. We get paid—whether our 
employer be the public or an 
individual—for what we can ac: 
tually deliver. Therefore, the 
direct route to success involves a 
study of the methods by which 
we can increase the value of our 
service.—William E. Towne. 











ture of the intestinal wall. He was 
rushed to a hospital and operated on. 
Mr. Harrison was found to be in a 
serious condition. 


The local agents of Des Moines and 
the Iowa field men who had assisted in 
arranging for the Des Moines conven- 
tion had dinner together Friday even- 
ing at the Harris-Emery tea room. 
Here they reviewed the high spots of 
the convention. All felt repaid for the 
effort made because of the apprecia- 
tion that was expressed on all sides for 
Des Moines hospitality. Eugene Walsh 
of Davenport, in a talk from the ros- 
trum of the convention, extolled the 
Iowa field men for their hearty co- 
operation in helping the Des Moines 
local agents. 


The National Security Fire of 
Omaha had official headquarters in the 
Fort Des Moines and gave a luncheon 
Thursday noon to its agents. They 
were present from the home office, 
Treasurer F. J. Zeman, Secretary O. A. 
Danielson and Agency Supervisor P. 
K. Walsh. 


At Wednesday’s session, George D. 
Markham of St. Louis and W. A. 
Eldridge of Detroit escorted Charles 
Lyman Case to the platform, and 
August Rebhan of Milwaukee and 
Capt. S. S. Lowry of Tampa, Fla., did 
the festivities. 


October 22, i999 


Ladies Express Appreciation 


The ladies who are visiting the con. 
vention presented a resolution through 
Mrs. Dora L. Hutchinson of Liberty. 
Mo., expressing their appreciation of 
Des Moines’ hospitality. It was as 
follows: 

“In behalf of the visiting ladies it is 
my pleasing duty to thank the commit- 
tees responsible for our entertainment 
and to thank the ladies of Iowa and 
Des Moines for their lovely and cour. 
teous hospitality. We came to town 
as strangers, We are going back to our 
homes now as close friends, treasuring 
in our hearts the sweet memories of the 
frienships made at this wonderful con- 
vention. We are in hopes now that 
some time we shall have the pleasure 
of returning this courtesy and look 
forward with pleasure to meeting you 
all again in our own homes. Good- 
bye to Iowa and her dear people.” 





THE true philosophy of life is re. 
ciprocity, and a man gets what he 
gives. As an insurance man you will 
get in returns just what you have sown 
in work. The treatment you give your 
prospects will be meted out to you by 
them. Approach them in a timid man- 
ner and you'll never win their con- 
fidence or even their respect. Be 
honest, be sincere, be forceful, and as 
surely as the day follows the night, so 
surely will you get from your insur- 
ance prospect candid treatment of you 
and your proposition. Walk with head 
erect; yours is a dignified calling. No 
line of business is more beneficial to a 
community’s welfare than yours. Carry 
yourself as a representative of a high 
and dignified business, and by your 
very carriage win the respect of your 
community.—Weekly Record. 


It is reported, but not authenticated, 
that an accident company refused to con- 
sider a claim for personal injury from 
the kick of a mule, denying that it was 
an accident—the mule meant it. 
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W. L. WILCOX, Vice President 
W. A. SMITH, Vice President 





BARKER BLOCK 


W. H. AHMANSON, 
President 
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JAMES E. FOSTER, Sec’y-Treas. 
MERRICK E. LEASE, Agency Supt. 


IST -°FARNAM STREETS 


Orvrama, U.S.A. 


Capital (Fully Paid) — - 
Net Surplus - - - - 
Reinsurance Reserve - 


$825,000.00 
$305,626.00 
$92,591.00 


Fire, Lightning and Tornado Insurance on Town and Farm Property 


Hail Insurance on Growing Crops 


Automobile Insurance, Fire, Theft, Property Damage and Collision 





A Valuable Company In Any Agency 


The National American Fire Insurance Company has applied for license in Iowa and will begin writing business about October Ist. 


JAMES MARSHALL, Iowa State Agent, Omaha, Nebr. 
We Invite Correspondence With Leading Agents In Every Town In Iowa 





























aber 22, 




















— 













5 PRY Se Ow Ss NS eS TS. ee. Oa ee. ee aS lS 








AGENTS CONVENTION NUMBER 








ier 
shine # OU ? 

3 ie ; 

— 

¥ s 
Bes 

) sz 
: 











Local Agents Can Grow With 
The City of New York 


Insurance Company 


The City of New York Insurance Company is 
young. Ithasnot yet attained its majority. But 
it surely is headed right, and with the helping 
hand of The Home of New York, expansion is 
assured. 


Local Agents may find that “getting in on the ground floor” 
in The City of New York will be repaid in the years to come by 
benefitting in the growth of the institution to envied heights. 


CASH CAPITAL 
1,000,000 


TY of NEW YORK 
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INSURANCE COMPANY 


ELBRIDGE G. SNOW 
PRESIDENT 


56 Cedar Street, New York 


FIRE AND ALLIED BRANCHES OF INSURANCE 
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A Company Is As Strong As 
Its Agency Force 


TWENTY-EIGHT years of successful insurance experience, 
the first NINE having been devoted to field work, enables the 
management of the Omaha Liberty to anticipate the 


requirements of its Agents, who constitute a Company’s 
greatest asset. 


KNOWLEDGE 


of the Agent’s wants backed by superior co-operation 
is what builds and holds the Omaha Liberty Agents. 


LICENSED IN 


Nebraska, Kansas, Iowa, Minnesota, Illinois, Indiana, 
Ohio, Pennsylvania, New Jersey, Texas and California. 


L. A. Burnett Co., Pittsburgh, Pa., Mgrs. for Pennsyl- 
vania and Ohio. 

Burt & Stebbins, Houston, Texas, Mgrs. for Texas. 

Robt. J. Erskine, Chicago, Illinois, Mgr. for Illinois. 

A. W. Dutton and F. F. Rodgers, Perry, lowa, Mgrs. for 
Iowa. 

The A. L. Sowers Investment Co., Topeka, Kansas; 
Mgrs. for Kansas. 

John W. McGinity, Indianapolis, Ind., Mgr. for Indiana. 

Pacific Coast Agency Co., Ltd., San Francisco, Mgrs. 
for California. 

thas. Fitzpatrick, State Agent, 322 Plymouth Bldg., 
Minneapolis, Minn. 


Assets January First, 1920, $310,204.55 
Financial Statement July 1, 1920 
ASSETS 


Cashin Banks - - 


! - - - - $123,692.42 
Liberty Bonds - - - - - - - - - 292,700.00 
War Stamps Se a Pe eo ae 783.80 
Parued Saberest = = + a es 4,283.80 
Premiums in Course of Collection - - - 108,611.40 
Real Estate Mortgage Loans - - - - 36,600.00 
Other Asset& eT aN tin aS Reo gee gee 4,343.50 

Fetal. = =) 42 - - - - - $571,014.92 

LIABILITIES 

Capital Stock paid in cash - - - - - $200,000.00 
Re-Insurance Reserve (N. Y. Standard) - 121,644.73 
Balance Due Re-Insurance Accounts - - 31,659.01 
Unpaid losses in process of adjustment - 15,000.00 
Surplus over all liabilities - - - - - 202,711.18 

| eae - - - - - $571,014.92 

Surplus to Policy-Holders 


$402,711.18 


INCREASE IN ASSETS 
FIRST SIX MONTHS OF 1920 
$260,810.37 


QMAHA LIBERTY 


FIRE INSURANCE COMPANY 
OMAHA, NEBRASKA 


Vice-President Vice-President 


R. J. WACHTER 


' P. F. ZIMMER 


President 











Secretary 

















FIRST CONVENTION SESSION 
STARTED OFF WITH A BANG 


(CONTINUED FROM PAGE 8) 


of New York, United States manager 
of the London Assurance, president of 
the National Board, and also chairman 
of the conference committee of the 
National Board, outlined the work of 
the Board in its different phases. The 
Board has nothing to do with rates or 
commissions, and nothing to do with 
agents’ qualifications, he said. Its 
main work is in fire prevention and in 
this it depends upon the cooperation of 
local fire departments and local agents 
to whom much credit is due for the 
success of its activities. 

Among other things the National 
Board has published a book of rules 
giving instructions for the proper in- 
stallation of electric fixtures. When 
these rules are followed the fire hazard 
of electricity is reduced to a minimum. 
Oil as a fuel and defective chimneys 
were also commented upon, showing 
how the board has taken steps to re- 
duce the danger of these hazards. 

The work of the arson committee 
has resulted in the arrest and convic- 
tion during the past year, of 117 in- 
cendiaries. 

Mr. Case said that the work of the 
fire insurance companies and agents 
was not merely the collection of money 
and distribution of it to those who have 
lost by fire, but that the reduction of a 
fire loss is a higher duty. He closed 
with an appeal to agents to do all in 
their power to help in reducing fire 
loss. 


HE next address Wednesday was 

given by Cecil F. Shallcross, United 
States manager of the North British & 
Mercantile. Mr. Shallcross’ address 
was enlivened by frequent anecdotes 
which always made a point and never 
failed to bring a laugh. The burden of 
his speech was that the local agents 
have a wonderful field for development 
and the side lines. He touched lightly 
on automobile, aircraft, parcels-post 
tregistered mail, tourist floaters, tor- 
nado, hail and crop insurance, riot and 
civil commotion and sprinkler leakage. 
He said that the agents were neglect- 
ing a big source of profit who did not 
push these lines. He dwelt longer on 
the subject of use and occupancy in- 
surance. He said this line had the best 
opportunity of development of any. 
The smaller side lines could be well 
called the “agent’s notion counter,” and 
should not be neglected. 


E COMMENTED on the fact that 
obnoxious legisiation was  con- 
stantly becoming less. There are 20,- 
000 laws in each state in the Union and 
60,000 national laws, making a total of 
1,020,000. He said that people who 
were always wanting new laws could 
often be told to search through these 
millions of laws to make sure that what 
they wanted had not already been en- 
acted, and whether they found it or not 
the chances were that they would have 
gotten over the desire for more laws. 
Mr. Shallcross said that he was glad 
to see the movement to obtain more 
of the marine business for American 
companies. He declared that he be- 
lieved that the American companies 
should rightly get their share of this 
business. He further said that he 
thought it was a move in the right di- 
rection, when American companies 
enter foreign fields, as many of them 
are now doing, as it gives broader in- 
terest and further spread of liability 


When Ex-President F. W. Offen- 
hauser of Texarkana, Ark., arose to 
make a motion Ex-President C. F. 
Hildreth interrupted long enough to 
tell the convention that Thursday was 
the 29th wedding anniversary of Mr. 
Offenhauser. Mr. Offenhauser_ vol- 
unteered further information that this 
was the 18th consecutive meeting of 
the National Association of Insurance 
Agents that he had attended, and that 
he hoped and expected to attend 18 








more consecutive meetings. 


Many Company Officials : 


Present at Convention 


Some of the company officials Pres. 
ent were: 

Aetna—Thomas E, Gallagher, west. 
ge _ 2m 7 

olumbia nderwriters, Om 
Me Talmadge. ate 
ontinental—Paul L. Haid, assj 

secretary; A. K. Taylor, advertianil 
manager; I. D. Goss, manager western 
farm department. 

Fidelity-Phenix—Norman T. Robert. 
son, secretary. 

Fire Association—A. F. Powrie, as. 
sistant manager, Chicago. : 

Firemen’s Fund—John Marshall, Jr 
vice-president; W. A. Chapman, west. 
ern manager. 

Globe Indemnity—W. J. McCaffrey. 
M. A. Craig, S. F. Norwood. : 

Grain Belt—Frank S. White, secre. 


tary. 

Hartford—John H. Carr, western 
general agent. 

Iowa State 
Tonne, manager. 

Home of New York—J. A. Campbell, 
secretary; E. L. Sullivan, advertising 
manager. 

North America—Sheldon Catlin, vice 
president; C. R. Tuttle, western gen- 
eral manager; H. A. Miller, automobile 
superintendent. 

Liverpool & London & Globe—Ed 
E. Wells, assistant manager western 
department. 

London & Lancashire—W. S. Rob. 
ertson, superintendent of agents. 

London Assurance—Charles Lyman 
Case, United States manager. 

Maryland Casualty—F. 
Burns, president. 

National of Hartford—George H. 
Bell, western manager. 

North British & Mercantile—Cecil 
F. Shallcross, United States manager; 
C. E. Case, assistant manager; R. P. 
Barbour, secretary; Frank L. Stabler, 
manager western department; Chaun- 
cey S. S. Miller, publicity manager. 

Peninsular Fire, Grand Rapids—J. 
Floyd Irish, secretary. 

Pennsylvania Fire — George H. 
Batchelder, western manager. 

Royal Exchange—Everard C. Stokes, 
United States manager; J. B. Tallman, 
western general agent. 

Springfield Fire & Marine—W. H. 
Lininger, assistant western manager. 

Sun—John F. Stafford, western man- 
ager. 

Security, Iowa—E. E. Soenke, sec- 
retary. ; 

United States Casualty—Edson S. 
Lott, president. 

Union of Canton—D. E. Monroe, 
general agent. 

Western Alliance—A. A. McKinley, 
president; John W. Brooks, secretary. 

Insurance Federation of America— 
Wade Fetzer, president. 

National Board—Charles Lyman 
Case, president; O. B. Ryon, general 
counsel; James F. Joseph, secretary 
Chicago advisory committee. : 

National Workmen’s Compensation 
Service Bureau—A. W. Whitney, gen- 
eral manager. 

National Association of Casualty & 
Surety Agents—Geo. D. Webb of Chi- 
cago and Fred L. Gray of Minneapolis. 


Automobile—E, A, 


Highland 


A unanimous vote greeted the mo- 
tion of F. Offenhauser, that a 
telegram of sympathy should be sent 
by the association to Mrs. Fred J. 
Cox, wife of President Cox, who was 
at the time of the meeting very serl- 
ously ill, following a major operation. 
Shortly before the convention it was 
feared that Mr. Cox would be unable 
to attend on account of the illness of 
his wife, but sufficient progress was 
made so that he felt that he could at- 
tend. She is now in a hospital. 


It is said that lightning never strikes 
twice in the same place: but it is = 
consolation for the lightning loss ju! 
reported, totally removing the place. 
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sgn 001A AAA ASS AA AS 


JULIUS BACHER AGENCY ee eee ROMEETE. HACKETT, ViePradeat 
Brumder Building - Milwaukee: : “We Want Your Business” 
INSURANCE and BONDS Calhoun Insurance Agency 


Local Agents wanted throughout the State Telephone Grand 4083 
for Casualty and Bonding Lines 401 Security Building MILWAUKEE, WIS. 


Grand Ave. and Second Street 
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MILWAUKEE 


agents have always stood for the prin- 
ciples of the National Association, the 
principles that have made the American 
Agency System of Service to the public 
and the companies. 


ne 
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CarlE. Hilbert Chas. H. Baerwald 
Walter H. Hoffman 


HILBERT & 
BAERWALD 
COMPANY 


86 Michigan Street, MILWAUKEE 


The Most Complete 
General Agency in Wisconsin 


Carl C. Joys A. W. Matter 
R. R. Elsner George F. Dore 
Albert Matter 


Established 1866 





David Vance Co. 


GENERAL INSURANCE 
AGENCY 


UUUUUAAAANOUUUALLARAUUONEONAN ALL TN 


To the men who are standing for those 
principles, to the members of the Na- 
tional and State Associations who at- 
tended the Des Moines convention or 
who were compelled by business to 
remain at home, the Milwaukee agents 
extend wishes for health and prosperity. 


Representing the 
London & Lancashire Indemnity 
American Bonding & Ins. Co. 
American Indemnity Co. 
Metropolitan Casualty Insurance Co. 
Federal I Company 
Assurance Company of America 
Importers & Exporters Ins. Co., N. Y. 


302-304 First Wisconsin National 
Bank Building 





MILWAUKEE 


Submit any Line or Kind 
| of Insurance to Us 
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Milwaukee agents are ready at all times 
to serve their fellow members in any 
way possible, as well as their direct 
clients and their companies. 
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'J.O. Myers 


& Company H AROLD S. SMITH Casualty Insurance 


Surety Bonds . . . 
Insurance Insurance Agency 2 


We Write Every Form of Insurance General Agency 
WISCONSIN and UPPER 
MICHIGAN 


|| J. O. Myers 
G. Y. Wilkinson 





GAEDKE-MILLER 
AGENCY 


2 373 Broadway MILWAUKEE 


ESTABLISHED 1866 


MMM UU MUU 





LNNAHUULULUUTAUUGUTUAULT AL 


ay 
ail 


(ULM IOETT HH 




















4 General Agents Milwaukee County 
| THE BANKERS ACCIDENT COMPANY 
| 46 Loan & Trust Bld g. Phone Broadway 292-293 MARYLAND CASUALTY CO. 


" MARYLAND ASSURANCE CORP. 
| Milwaukee 115-117 Wisconsin St. Milwaukee, Wis. Baltimore 
IL 7 












































CHRIS. SCHROEDER ¢& SON CO. 


GENERAL INSURANCE MORTGAGE LOANS 
REAL ESTATE AND SURETY BONDS 


. THE LARGEST IN THE STATE 86 Michigan Street—MILWAUKEE—Broadway 1951 
ENGINEERING AND INSPECTION SERVICE 
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Sell Strong Insurance 
with Real Service 





Many Are the Policies 


Bearing This Well 


known Seal 


USE AND OCCUPANCY 
FIRE 

RENT 

SPRINKLER LEAKAGE 
EXPLOSION 

TORNADO 

HAIL 

AUTOMOBILE 

LIVE STOCK—TRANSIT 
TRACTOR 

GOODS IN TRANSIT 
MAIL PACKAGE 
REGISTERED MAIL 
ART EXHIBITORS 
SAMPLES AND BAGGAGE 
AND OTHER LINES 


$e USED and much abused—that word Service! 


Yet this doesn’t change its deep significance from 4 
business standpoint. Selling anything takes effort; 
but enlarging that effort to make it include real service 


means a sale practically every time. 


Because the Hartford Fire Insurance Company and 
the Hartford Accident and Indemnity Company realize 
that out of real service grows that indispensable good-will 


asset, they practice—and help their agents by giving— 


real service. 


The Two Hartfords offer these facilities for making 


sales: 


The needed policy 
Complete protection 
Loss-paying ability 

110 years’ honorable history 


A well known name 


on ise — oR a ARES Sola i 


Vigorous advertising 
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The Two Hartfords believe that the mere collection 
of premiums and prompt payment of losses do not consti- 
tute their full duty to Agent and policyholder. Therefore, 
they maintain a corps of experts for the furtherance of fire 
prevention, and another for the promotion of sales by local 
agency advertising—additional services of decided value 


at no additional cost to agents. 


It Might Be Well to Write 


You and the Two Hartfords might well get together 
for increased business on the basis that real service is the 


source of greater sales. 


You will doubtless find it profitable to get in touch 
with the Two Hartfords with the intention of representing 
them. Your inquiry is now invited and will have the most 


thorough attention. 


Write NOW—tomorrow never comes. 


Hartford Fire 
Insurance Co. 


Hartford Accident 
and Indemnity Co. 


Hartford, Conn. 


AGENTS CONVENTION NUMBER 





Under This Seal Are Issued 


Strong Casualty 
Contracts 


AUTOMOBILE LIABILITY 
ACCIDENT AND HEALTH 
BURGLARY AND THEFT 
PLATE GLASS 


WORKMEN’S COMPENSA- 
TION 


EMPLOYERS’ LIABILITY 
ELEVATOR LIABILITY 
TEAMS’ LIABILITY 
DOCTORS’ LIABILITY 
DRUGGISTS’ LIABILITY 
PUBLIC LIABILITY 
LANDLORDS’ LIABILITY 


FIDELITY AND SURETY 
BONDS 


GOLFERS’ 
LIVE STOCK MORTALITY 
AND OTHER LINES 
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“Perfected” Uniform Forms | 
Cabinet 


ROLL CURTAIN FRONT 


Just like a roll-top desk. When open, curtain is entirely out 
of the way, with every shelf completely accessible. 


AMPLE CAPACITY P: 


Twenty-two shelves, easily divided into compartments of any U 
size needed, give ample capacity for a complete set of Uniform 
Forms; or for a working set of company supplies. 


GREATEST CONVENIENCE 


Every form, arranged in numerical order, is within arm’s reach , Be 
of the policy writer. The only method thus far offered for a 























convenient, compact filing of Uniform Forms. 


HANDSOME APPEARANCE PL 


Beautifully finished, solid oak, except shelves, which are 
cypress, and back, which is three-ply board. 





N 
PERFECTLY ADJUSTABLE Ai 
Shelves have slots every 134 inches, to take metal partitions, 
so that compartments can be made, in multiples of 134 inches, 
to take forms or company supplies of any size. Deep enough | 
| . 
: caine iia to hold a No. 10 (large size) envelope. 
22 shelves, 39% inches long, slotted for partitions every 1% inches, % inch = 
between shelves. Shelves 8 inches deep, with 9% inches didi saihaes : LEG BASE a 
curtain and back. Eighteen-inch oak leg base, finished same as cabinet, can be J 
Outside measurements: 88 inches high, 41% inches wide, by 12% inches f : h d 
deep. ‘ urnisned. 


The Local Agency’s Greatest Time Saver 


. : The ORIGINAL CABINET, with 13 shelves, and with 
ere , 
The great demand for the Uniform Forms Cabinet, first offered = adie deoe Whe c cataicl Soumina, cae ae 











in October, 1919, proved the very great need in every local agency and wall-sande of valid euk enteliin, eunent beck, SG R 
for a convenient method of handling Uniform Forms. Since Octo- is highest quality eevee heard, to sentinesd ta obbels 

ber, the cabinets built and delivered, if piled one on top of the and we anticipate a continued large sale to those agen- E 
other, would tower higher than the Woolworth Building. cies which do not wish to maintain a complete set af = 


forms. (Price, $27.50, F. O. B. Factory.) 
The new cabinet is the outgrowth of this experience. The roll- we 
curtain front (instead of receding, sliding door) the greater capac- 
ity (22 shelves instead of 13), the better finish, increased depth, ee 
to take care of No. 10 envelopes, are all practical improvements, 
adding greatly to the convenience, appearance and general useful- 
ness of the cabinet. 








CEVERVTHING FOR THE INSURANGE MAN 
MDLAS PLIS. 

For the handling of company supplies, the cabinet is ideal. Com- 

partments can be arranged for policies, letterheads, envelopes, etc. |  « se enn esse sae geeess 102... 

One or two shelves can be assigned to each company. No more 


i e Please send me one “Perfected” Uniform Forms Cebinet, with 
compact or convenient arrangement could be designed. 


roll-curtain front, for which I agree to pay $68, F. O. B. 
factory. 
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Forms are filed in numerical order. Starting at the left of the 











i first shelf, the lowest numbered form is filed sideways, head to (Check if desired)...........004. Also send 18-inch eolid oak 
l the right, so that number is visible, and metal partition placed in leg base to match, for which I agree to pay $10.00 additional, 
; the nearest slot. The next lowest numbered form is then provided an Nei 
: for, and so on. It is well not to fill each shelf, so that, as addi- 
i tional forms are added, it will not be necessary to rearrange the icy aU WARDEN ORE RP ae) Ss 
' entire set. 
H MNES SS ee was fk Ba he hee ee 
A Uniform Forms order blank is then pasted conveniently for refer- 
ence, and furnishes the index to the entire set. We 5 oo be Yas Bia es ae Seabees csc scncocpens 
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ELIEL & LOEB 
COMPANY 


Phone Wabash 3961 


1737 Insurance 
Exchange 


CHICAGO 


General Agents: 
Pittsburg Underwriters Allemannia 
Republic 
Union Birmingham 





Superior 
Ben Franklin Underwriters 

United States Underwriters 
Merchants Underwriters 


North Branch 
Century 


City Ins. Co. of Pittsburg 
British General 
Independence 





























Chicago Managers 


Ten Strong American Companies 


BRUMMEL BROS. 





175 West Jackson Boulevard, CHICAGO 
Phone Wabash 2056-7-8-9 


COMPLETE SERVICE IN ALL LINES OF INSURANCE 






































PLATE GLASS 
BURGLARY 
ACCIDENT 
AUTOMOBILE 


National Reserve Ins. Co. of Ill. 
American National Fire Ins. Co. 
Hanover Fire Ins. Co. 
Old Colony Fire Ins. Co. 


Great Eastern Casualty Co. 
Plate Glass Dept. 


WM. F. JACOBS 
& CO. 


Cook County Managers 


Phone Wabash 3502 
Room 1868--175 W. Jackson Blvd. 
INSURANCE EXCHANGE 
CHICAGO, ILLINOIS 


large local offices. 


change and call on us. 




















SIESESASENED 


Chicago 
Western Insurance Center 


In Chicago are the great western departments, the 
various insurance associations and bureaus and the 


Naturally there is business in Chicago that is controlled 
by agents living in other cities. We will be glad to 
render assistance to such agents. ; 


When you cume to Chicago, go to the Insurance Ex- 
If we can help you with your 
insurance problems, we will be glad to do so. If we 
can add to your pleasure while in the city, do not fail 
to call on us. The tie that binds local agents together 
is strong. Let us make it stronger. 





The Purnell- 
Dudley Co. 


Fire and Casualty Serv- 
ice for Local Agents 
throughout the country 
and Brokers in Chicago 
and Illinois. 


The Purnell- 
Dudley Co. 


1717 Insurance Exchange, 
CHICAGO 
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CHICAGO! 


Have you any lines of insurance there and, if so, 
are they satisfactorily handled by your Chicago rep- 
resentative? Although we have the responsibility 
that goes with age (we are in our second generation 
now) we are alive to the needs of present day busi- 
ness and have a modern equipped office with aggres- 
sive and progressive young men in charge and are able 
to give you the last thingin service. Try usand see. 


JOHN NAGHTEN & CO. 


(Established 1863) 
General and Local Agents 
Insurance Exchange 
Long Distance Tel. Wabash 1120 


Chicago 


Risks accepted anywhere in the United States and Canada 
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Arthur S. Nathan L. A. Rose 


Arthur S. Nathan 
@ Co. 


Representing Substantial 1925 Insurance Exchange 


Fire and Casualty Companies for all lines Chicago 
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A NEWSPAPER MAN’S VIEWS 
(CONTINUED FROM PAGE 45) 


policyholders said that when these in- 
spectors or experts came to see them, 
their advice was worth while. They 
said that they appreciated the fact that 
inspectors dealing with a large number 
of industrial enterprises and business 
activities could not become expert on 
any one. So much emphasis was laid 
on this feature that it only reenforced 
my own conclusions as to what course 
must be taken by the agency stock 
companies. We realize the fact that 
the automobile superintendent, the im- 
proved risk man, the farm  superin- 
tendent, the use and occupancy man, 
and others in general offices, who are 
giving their attention to one line of 
activity, are able to render a highly 
specialized service to local agents and 
to policyholders. I have often heard 
local agents say that when these 
specialty men visit an agency, they 
always learn much from them. 


T SEEMS to me that our companies 

and particularly our rating bureaus 
must develop specialty inspectors and 
experts who will devote their time to a 
few of the general lines of the business 
and give them all possible attention, so 
that when they call on a policyholder 
they will be able to impart practical 
and valuable advice that is worth real 
money. 

Furthermore, it seems to me that our 
daily report examiners, instead of being 
classified geographically and given 
charge of all the risks in a certain field, 
should be assigned all the risks of a 
certain kind in the jurisdiction of that 
office. For instance, one examiner 
should have charge of all the flour mills 
and elevators. Another should look 
after all the automobile factories. An- 
other should have charge of the textile 
industries. If we have, therefore, the 
specialized inspection service and the 
specialized daily report examiner serv- 
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ice at the general office, reinforced by 
actual and valuable residential local 
agency service, we will go a long way 
in solving the so-called non-agency 
mutual competition problem, 


HE local agents have been very dili- 

gent during the days of increasing 
values in seeing to it that a man’s 
insurance kept apace. The agents have 
done a most valuable work in this con- 
nection. Doubtless now, the peak of 
increasing prices has been reached. 
The tendency will be for values to 
decrease. The local agents of the coun- 
try, therefore, are called upon to render 
another distinct service to their policy- 
holders by seeing that they are not 
carrying more insurance than is neces- 
sary. They must be well insured, but 
not overloaded. Here comes an oppor- 
tunity, however, for the agent to save 
the premium. Suppose a man is carry- 
ing $15,000 of insurance and it is nec- 
essary to reduce the insurance to 
$12,000. Cancel a policy pro-rata and 
extend the term by using up the re- 
turn premium. Then again there is 
the opportunity for the local agent to 
save his premium income by selling the 
assured other lines of insurance, which 
are very valuable but which he may not 
possess. 


N OTHER words, while the local 

agent is counseling a man wisely to 
reduce his insurance, at the same time 
he should be alert enough to see that his 
own income is not reduced, by inter- 
esting his customers in lines of indem- 
nity that they do not carry now, or 
that they do not carry in sufficient 
amount. The next two years will bea 
critical period in fire underwriting. 
The local agents must meet the situ- 
ation courageously and honestly. Much 
will depend upon them. They can ren- 
der a big service to their customers by 
readjusting their insurance according 
to the changed conditions. 














Don C. Cook Agency 


GENERAL INSURANCE 
AND 


SURETY BONDS 
806-7 American Trust & Savings Bank Bldg. 
CEDAR RAPIDS, IOWA 














HAVE been greatly interested in 

your state meetings. I believe that 
more attention should be given to the 
educational side of your business and 
that at least one-half of the time given 
to a state meeting should be devoted to 
a practical study of business getting, 
business conserving and business han- 
dling methods. These annual gather- 
ings should be made veritable institutes 
where agents can go to be reinforced 
in their work. We have an abundance 
of teaching material in the business. 
There are men who are giving all their 
time to studying business getting and 
development methods. The annual state 
meeting should be known as a rallying 
time, when an agent can go and attend 
an institute and learn something that 
will make him a better agent, that will 
give him new ideas of business getting, 
that wil teach him something to im- 
prove his office system, that will show 
him where he can make shorter cuts, 
that will afford him an opportunity to 
learn something of the so-called side 
lines, and that will give him an inspira- 
tion to do a greater and higher service. 


BELIEVE that the National Asso- 

ciation of Insurance Agents should 
make a study of model programs for 
state associations to follow. Following 
each annual national convention, the 
program committee should decide what 
would be most valuable to the local as- 
sociations to study for the coming year 
and present at their annual meeting in 
the way of an educational plan. The 
program can of course be made elastic, 
but as a background it would be a won- 
derful thing if all the states would take 
up certain subjects and have them 
treated during the year by experts in 
the different lines. Furthermore, it 
seems to me that it would be a most 
desirable thing if the National associ- 
ation should develop standardized sales 
talks for different lines of insurance. 
The life underwriters are doing much 
along this line. Salesmanship is not 
yet a big factor in fire insurance. We 
should make it more so. I believe that 
if the agents appreciated the true value 
of salesmanship and knew how to apply 
it more thoroughly in their work, far 
greater results would be achieved. 
Certainly, however, it would be a most 
valuable contribution to the business if 
we could have a veritable symposium 
of business getting, business conserving 
and business handling ideas and gather 
them together each year in a text-book 
for the benefit of the agents of the 
country. 


Business is seeking men who have the 
ability and judgment to go ahead and 
blaze the way for others. 








steady growth: 











@ These figures are indicative of our 


Mutual Fire ¢@ Tornado Association 


@Insures all property against Tornadoes, 
Cyclones and Windstorms; and 
Town Dwellings, Churches, School 
Houses and Farm Property against 
Fire and Lightning. 


@ Representation desired in every town 
and township in Iowa. 


J. LINDLEY COON, Secretary, American Trust Bldg.. CEDAR RAPIDS, IOWA 


AMOUNT AT RISK DECEMBER 31 


$35,283,353.00 


1900 
$452,880.00 


1905 
$6,004,742.00 
1910 
$10,215,423.00 
1915 
$14,841 ,435.00 


1920 (Sept.) 














Des Moines Men Do 


Good Work on Meeting ' 


The Des Moines agents and local 
company officials were busy from the 
beginning of the week and in fact have 
been busy for many weeks in preparing 
for the big convention. A hard-work- 
ing executive committee in charge of 
P. J. Clancy had all the details planned 
so that there was no hitch in the pre. 
ceedings. Iowa hospitality was most 
generous and exceeded that of any pre- 
vious meeting. One of the big impres- 
sions made on those coming to the con- 
vention was the committee that met all] 
trains at the three railroad stations and 
the interurban station extending 
friendly greetings and taking the vis- 
itors in automobiles to the Fort Des 
Moines Hotel for registration. There 
they were met by another committee, 
who took charge of their luggage and 
saw that they were conveyed to their 
hotel room or to another hotel to which 
they had been assigned. 

The slogan of the Des Moines and 
Iowa agents was, “What can I do for 
you?” This was the spirit of the whole 
convention so far as the local men were 
concerned. They were regarded as real 
missionaries of unselfishness. Des 
Moines simply outdid itself in the way 
of hospitality and good cheer. Eugene 
Walsh of Davenport in his appeal at 
the Louisville convention for the next 
meeting to be held at Des Moines, 
promised that there would be a real 
demonstration of good will if the agents 
would go this year “out where the tall 
corn grows.” Mr. Walsh’s prediction 
was fulfilled 100 percent and then some. 

The local agents undertook to raise 
$5,000 to take care of the local activities, 
but raised easily $6,000, all from Des 
Moines insurance men. The merchants 
and other business people were not 
asked to contribute a cent and further- 
more everything purchased was paid 
for at the full retail price. This is an 
accomplishment that is well worth 
while. 

The automobile committee was in 
charge of Chairman W. W. Waddell. 
Automobiles were contributed by the 
insurance men of Des Moines. Ar- 
rangements were made to have all those 
driving cars called at 5 o’clock Tuesday 
and Wednesday mornings. They re- 
ported at the Fort Des Moines at 5:45 
o’clock and there were dispatched to 
the railroad stations, where they met the 
incoming trains. Each station was in 
charge of an insurance captain, who 
looked after the machines there. These 
machines were at the disposal of the 
visitors at all times. Iowa was voted as 
the real kingdom of hospitality. 


Registration Well Handled 


The registration work at the conven- 
tion was excellently handled, it being 
in charge of E. E. Crawford, chairman. 
There was a battery of twelve type- 
writing machines and as the visitors 
arrived they were promptly registered, 
given programs and other instructions. 

he various insurance offices con- 
tributed their expert young women to 
handle the registration work. They did 
this well and received much praise. 
There was little waiting as the work 
was dispatched rapidly. 


_The hall at the Auditorium was dec- 
orated to depict Iowa’s prosperity; 
flags and colored banners were hung on 
the ceiling and the walls were deco- 
rated with paintings representing the 
prosperous fields of Iowa agriculture. 
Autumal decorations, branches of trees, 
cern and pumipkins were used, signs and 
posters setting forth statistics giving 
the terms of cold cash the success of 
the Iowa farmers. The delegations from 
the various states could be picked out 
in the audience by signs carried by 
their members. 





Some leave their business to get & 
rest, other some toc avoid arrest. 
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Stubbs-Anderson, Inc. 


L. H. STUBBS, President 


GENERAL 
INSURANCE 


Masonic Temple, Cedar Rapids, Iowa 





Milo R. Whipple 


301 First Ave. 





INSURANCE 


























Cedar Rapids, lowa 


























GEO. 6. KEELER 


307 GRANBY BLDG. 


INSURANCE 











A Word from Cedar Rapids 





All Iowa agents feel a sense of pride 
in that the National Association of 
Insurance Agents held its annual 
convention in their state this year. 
The big meeting is over. We are 
back home at work. Iowa was 
glad to see you. If we can serve 
you at any time it will be our 














C.@ GREENE 


INSURANCE 


527 Cedar Rapids 
Savings Bank Bldg. 


























Cedar Rapids, lowa pleasure. 























Cedar Rapids, lowa 



















































































Assured—Convention of Local Agents Date of Endorsement—Oct. 19, 1920 
Location—Des Moines, lowa Date of Policy—Jan. 1, 1920 


It is hereby understood and agreed 
that a happy and successful future 
for everyone is our sincere desire 


Attached to and forming part of our policy Number One 


Malcolm V.Bolton & Co. 


J. E. FORBES, Ins. Mgr. 
Cedar Rapids, lowa 





























W. P. Powell Agency 


Cedar Rapids, lowa 


AE TNA-IZERS 


FROM A TO:'Z 


Life, Accident, Fire, Miscellaneous 
Casualty & Bonds 


LIFE AGENTS WANTED 
in towns where /ETNA is not represented 
in northern and eastern Iowa 






























































THE NATIONAL 


Mutualism and Socialism 


(CONTINUED FROM PAGE 11) 


schemed for and obtained government 
positions, where they can and do use 
the taxpayers’ money to spread their 
socialistic propaganda. 


HERE is Dr. Royal Meeker, who 

finished his education in Germany 
and was once a professor at Princeton, 
later in charge of the bureau of labor 
statistics, department of labor, at Wash- 
ington, and now associated with the 
labor division of the League of Nations, 
at Geneva, Switzerland. As a public 
official Dr. Meeker was an insurance- 
socialist of the long-haired variety. He 
spent much of his time and the gov- 
ernment’s money trying to prove that 
monopolistic state fund compensation 
insurance is the fairest, the purest, the 
most economical and altogether the 
most satisfactory form of insurance yet 
devised by mortal man. 

Dr. Meeker followed the trail, some 
years later, of Count von Bernstorff, 
the German ambassador, to Columbus, 
O., and there spoke in favor of the 
monopolistic Ohio state fund, which is 
an imitation of the German system, de- 
vised by Bismarck as a sop to the Ger- 


man Socialists and recommended by 
Count von Bernstorff to the people of 
Ohio. In her social insurance Ger- 
many had saddled herself with a lia- 
bility she wished to load also on other 
countries, and, therefore, had her plen- 
ipotentiaries tell other peoples “what 
a wonderful system she had devised.” 
As a matter of fact the German system 
is practically bankrupt, just as social- 
ized industries in England are bankrupt 
today. 


UT to return to Dr. Meeker. As 
commissioner of the bureau of labor 
statistics in the department of labor 
and editor of the Labor Review, he 
sent out partisan data, at the taxpayers’ 
expense, by the ton, and warped and 
twisted and turned everything relating 
to compensation insurance to serve his 
socialistic and communistic purposes. 
He made pink look yellow and yellow 
look baby-blue whenever thereby a 
point could be made for socialistic 
state insurance. 
As a public official Dr. Meeker served 
a sect and not the public. Let us hope 
that the bureau of labor statistics will 
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mend its ways now that Dr. Meeker 
has left it, and that the League of Na- 
tions will not suffer excessively from 
his connection with it—if such League 
survive. 

But, unfortunately, there are still lots 
of State-Socialists hanging on in Wash- 
ington, and yet others trying to get 
there. 


Px conclusion allow me for emphasis 
to amplify what I have already indi- 
cated, namely, that the practices of the 
mutual liability and compensation in- 
surance associations in this country are 
highly speculative, economically un- 
sound and politically destructive. The 
economics of sound insurance require 
many things which such mutuals do not 
provide. Especially they require the 
agent. He who would destroy the 
agent would pull down the entire in- 
stitution of insurance. Without the 
agent of today and yesterday there 
would be no insurance tomorrow, 
which, in the last analysis, means that 
the United States would be an unde- 
veloped and an undesirable country in- 
stead of one of the greatest nations on 
earth, 

Insurance occupies a conspicuous 
place and an honored position in the 
homes and in the industrial, commer- 
cial and financial institutions of this 
glorious country of ours. It is a nec- 




















M. F. GARTLAND, President 


The Columbian (Fire) 


Jusurance Co. 


430 N. PENNSYLVANIA ST., 
INDIANAPOLIS, IND. 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 


The officers of the Columbian appreciate the kindly 
sentiment in the field toward the company and will 
do their utmost to continue to merit the encourage- 
ment and support of insurance men. 
insurance men who come to Indianapolis to make 
its office their headquarters, where every courtesy 
will be shown. 


Agents Wanted in In “iana, Illinois, Ohio, Michigan, Wisconsin and Minnesota 


It invites all 


EDWARD T. LYONS, Secretary-Treasurer 
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L. H. 
Cedar Rapids, Ia. 


STUBBS, 














essary, vital and beneficent part of our 
national life. 

The American insurance agent has 
made it what it is. 

Long may he live and always may 
he prosper! 


Get Together Dinner 
Is Largely Attended 


The big get-together dinner Tuesday 
night was the most largely attended 
function ever given under the auspices 
of the National association. The dinner 
was given in the banquet hall of the 
Fort Des Moines. There had been 400 
reservations made, but when the men 
were seated it was found that it would 
be necessary to provide for 200 more. 
The overflow was accommodated at ta- 
bles on the mezzanine floor. There was 
some great congregational singing in 
charge of Holmes Cowper, dean of 
music at Drake University. Dean Cow- 
per is regarded as one of the most ener- 
getic and picturesque song leaders in 
the country. During the war he won his 
spurs as a song leader at Camp Dodge. 
His performance attracted special at- 
tention. The Des Moines agents also 
provided cabaret entertainment in the 
way of singing and dancing. Eugene 
Walsh of Davenport introduced Presi- 
dent Fred J. Cox, who presided over 
the festivities. He called on P. J. 
Clancy, chairman of the local Des 
Moines committee, to say a few words. 
Mr. Clancy received an ovation because 
of his wonderful work in preparing for 
the convention. Paul Gaylord of Den- 
ver, who has attended all the conven- 
tions and is greatly beloved, spoke. 
James L. Case of Norwich, Conn., chair- 
man of the executive committee, con- 
cluded the speaking. The speakers’ 
table held a bright galaxy of talent in 
the way of ex-presidents, association 
officials and convention speakers. The 
ex-presidents who spoke were Geo. D. 
Markham, E. J. Tapping, F. W. Offen- 
hauser, Fred Guenther, A. W. Neale, 
C. F. Hildreth and E. M. Allen. 


The National Association of Insur- 
ance Agents now has a membership of 
just beyond 10,000, an increase of 1,696 
during the year. 





“Worry isn’t real; it’s an imaginary 
demon. Nothing can harm you but your 


own thoughts, and you can learn to con- 
trol your thoughts.” 
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Standard Youngstown Local Agencies 








The General Insurance Agency Co. 


ESTABLISHED 1867 


Insurance in all its Branches 


| Dollar Bank Building YOUNGSTOWN, OHIO 


























WILL B. JONES L. CALVIN JONES } 1. S. HEWIT 


THE JONES-HEWIT INSURANCE AGENCY CO. 


GENERAL INSURANCE-SURETY BONDS 





Underwriting Service 
Mahoning Bank Building YOUNGSTOWN, OHIO 





























The Davis-Securities Insurance Agency Co. 


(Established 1877) 





General Agents for Ohio 
(Agencies wanted where not now represented) Except the cities of Akron, Co- 





General Agents for Ohio 





- P lumbus, Cincinnati, Cleveland, 
The Security Automobile E Dayton and Toledo. 
Mutual Insurance Co. of Youngstown, Ohio The American Automobile 
Youngstown. Crandall Bldg. . Insurance Co. of St. Louis 
































| CUSTOMERS’ EXPIRATION BOOKS 


Give your customer something useful. 


ALL STYLES AND SIZES. 


THE NATIONAL UNDERWRITER CO. 


Insurance Exchange, Chicago 
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Agents Wanted in Kansas, Missouri, Illinois 
(Where not represented) 


Automobile Insurance 
—that’s all 


Fire Liability Conversion 

Theft Collision Mortgages 

Tornado Property Collision 
amage 


Mid-West Insurance Company 


Automobile Insurance Specialists 


Wichita, Kansas 


J. B. Henderson, General Manager Wm. J. Bauerle, Agency Manager 
































Brokers Write More Business 


When they place their casualty lines with the Com- 
mercial Casualty Company. 


This company is proud of the reputation which it 
has earned for giving complete, quick, liberal and 
satisfactory service to brokers. 


The Commercial Casualty specializes in automobile 
insurance and writes, as well, all forms of liability, 
personal accident and health, plate glass, and burg- 
lary 


Commercial Casualty Insurance 


Company 


NEWARK NEW JERSEY 
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Three Important Elements in 
Meeting Mutual Competition 


RED P. ABBOTT, of Worcester, 

Mass., in discussing the question of 

mutual competition, showed that 
both companies and agents have their 
share to do in solving this problem. 
He said, in part: 


HAVE read addresses, delivered 

within a fortnight, by two leading ad- 
vocates of stock insurance. One contends 
that the problem is not how to eliminate 
the mutuals, but rather how to live in 
peace with them, for, if the mutuals 
are eliminated, we will be confronted 
with compulsory state funds. The 
other speaker holds that mutual insur- 
ance leads directly to state funds. The 
odds are even—you pay your money 
and take your choice. I have read re- 
cently a pamphlet issued on this ques- 
tion by one of the two leading com- 
panies, in which the contention was 
strongly advanced that any stock com- 
pany, because of the very nature of 
its organization, was _ financially 
stronger than any mutual. Arguments 
like these, advanced by stock insurance 
proponents, sell most of the mutual in- 
surance which is bought. We have, on 
one hand, the reactionary agent (and if 
this country needs any one thing right 
now more than ali else, it is more re- 
actionaries) who believes in doing 
nothing but keep talking, and, on the 
other hand, we have the man who has 
lost his nerve and who can see no hope 
in any solution except to bring stock 
rates to the level of mutual cost. 


E IT said, to the credit of the stock 

insurance forces, that we are tal- 
ented. We not only can talk, but we 
can entertain in other ways. We have 
jugglers, the agents who, with their 
right hands, skillfully juggle the argu- 
ment that mutual insurance, because 
of its co-operative nature, constitutes 
an attack on capital, while their left 
hands toy with policies in agency mu- 
tuals. And, in addition to these, we 
have that much larger group who, 
startled by the phantoms of state in- 
surance, have been stampeded into a 
defensive alliance with the mutual com- 
panies. Truly it has been said, “Let 
not thy right hand know what thy 
left hand doeth.” 

Then we have our prestidigitators— 
agents and company  officials—who, 
skilled in the art of legerdemain, have 
conceived a trick policy—a policy into 
which the assured puts but a fraction 
of his former premium, but out of 
which the company gets the same in- 
come it formerly did. 

In spite of all this disturbance, how- 
ever, I cannot see any serious problem 
in the question of mutual competition, 
if the stock insurance interests will get 
together with their cards on the table, 
face up. Every suggestion that I ever 
heard put forward as a solution of the 
problem of mutual competition has had 
for a basis one of three things—talk, 
service or price, or perhaps a combina- 
tion of the three. Just what part does 
each of these three elements play in 
the problem? 


ALK.—It is safe to say that 80 per 

cent of the large purchasers of mu- 
tual insurance were, at one time, simply 
talked into buying that form of insur- 
ance, and, by the same token, can be 
talked back into stock companies with 
the right kind of talk. Most of us be- 
lieve we have the goods, most of us 
believe in the intelligence of the buying 
public and, if we do not sell our line, 
it is because of our inability to present 
it properly. Surely we have the ad- 
vantage of numbers. 


ERVICE.—Having sold your goods, 
it then becomes necessary, to deliver 
them. The thing that differentiates 
your goods from mutual insurance 


more than anything else is service. Are 
you delivering? The right kind of talk 
will produce business, and service which 
produces the right kind of results wif 
hold it. 


RICE.—I think we will all agree, 

at least those of us who have not 
lost our heads completely, that there js 
no sound ground for expecting stock 
insurance rates to equal the cost of 
mutual insurance under the most favor. 
able conditions. The policyholder in a 
stock company has the added protect- 
tion of capital stock, as against the as- 
sessment liability in a mutual company. 
For this he should be, and is, willing to 
pay. If you know your facts and ex- 
plain them carefully, you will have no 
difficulty in disposing of the argument 
that stock insurance rates are higher 
because stock companies pay dividends 
to stockholders. Doubtless stock com- 
panies would like to make enough on 
their underwriting of lines that are sub- 
ject to mutual competition to pay ex- 
cessive dividends, but the fact is that 
they don’t. Your services are, or should 
be, worth a fixed consideration to your 
clients. If they are, do not expect that 
the insurance which you sell can be 
bought as cheaply as insurance which 
provides no such service. If you are 
contributing no constructive service, 
then you are part of the excessive cost 
of stock insurance. You are riding on 
the saw and you are one of the things 
that we must get rid of. 


[F you are intelligently presenting the 
advantages of stock insurance and if 
you are rendering the service that your 
client has a right to expect, then the 
sole remaining question is whether or 
not the admitted superior protection 
and your services are worth in every 
instance the difference in the cost of 
stock and mutual insurance. In many 
cases your services will result in pro- 
lucing a lower insurance cost for your 
client in stock companies than he previ- 
ously enjoyed in the mutuals. In other 
instances, particularly in the case of 
larger risks that have been given un- 





Cc. F. HILDRETH, Freeport, IL, 
Ex-President National Association 
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Great Lakes 


Jusurance Company 


A progressive, active Chicago Fire In- 
surance Company, that is attracting 
wide attention. 


It is operating in California, Illinois, Massachu- 
setts, New York and Pennsylvania. 


The Great Lakes is substantially grounded. It 
has back of it solid and successful business men 
who are with it heart and soul. 


The Company has met with success in its ca- 
reer. It seeks the good will of the Insurance 
Fraternity. It believes in orthodox methods of 
Underwriting and gives its full approval to 
the American Agency System. 


Great Jakes Fusurance Company 








Insurance Exchange 
CHICAGO, ILL. 


N. L. PIOTROWSKI, President 


Assets, $1,176,040.68 Capital $400,000 
Net Surplus $363,859.81 
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usual attention by the mutual companies 
in which they have been insured, it is 
very doubtful whether you can justify 
the additional cost. 


AM convinced that mutual insurance 

is sold solely because it is cheap. The 
public would prefer to buy stock insur- 
ance. They would prefer to buy from 
you. They appreciate your services— 
but the difference in cost exceeds the 
measure of their appreciation. Rates 
should not be loaded excessively to 
take care of competition among our- 
selves. The cost of competition should 
come out of the agents’ commission. 
Companies employing direct soliciting 
special agents, the cost of which must 
go into the rate, should be discouraged 
in that practice. The cost of overhead, 
inspections, solicitation or service does 
not increase in proportion with premi- 
ums. I believe that it is along the line 
of the correction of these discrepancies 
that the companies must eventually 
make their contribution to the solution 
of the problem. Your contribution lies 
in intelligently presenting stock insur- 
ance to the public—and I think in this 
connection a national advertising pro- 
gram, financed by the agents, would be 
valuable; and in rendering satisfactory 
service, if we put our house in order, 
we can, with much better grace, de- 
at that the companies clean up their 
yar 


One of the notable features of the 
Des Moines convention was the big 
representation of company officials and 
managers. The field men from other 
states were present in considerable 
numbers. It all goes to show that the 
National association is attracting wide 
and favorable attention. A few years 
ago if there were six company officials 
or managers present it was counted a 
good omen. This year there were 
probably 80 or 90, and with the field 
men they ran considerably over 100. 
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DON'T NEGLECT USE AND OCCUPANCY 


Some Suggestions for the Local Agent on the 
Handling of This Important Line of Insurance 

















By JOHN M. NEUBURGER 
Ohio State Agent Atlas Assurance 


rut. Because in the past we have 

done things a certain way or 
have sold only fire insurance on build- 
ings and contents and more particu- 
larly because just now there is more of 
this to be sold than there ever has 
been, we are overlooking other income 
producing sources which are by no 
means small. In fact, the one kind 
to be treated in this contribution is 
frequently larger and nearly always 
more important to the purchaser than 
the fire insurance on the physical prop- 
erty he owns and operates. This kind 
of insurance is use and occupancy. 

It is taken for granted that you know 
in a general way at least what use and 
occupancy covers and it is to be hoped 
that by giving a few examples which 
have recently come to my attention, 
it will be more thoroughly impressed 
upon you that use and occupancy is 
too important a thing to be overlooked 
and is not, as some agents have ar- 
gued, a temporary source of income. 
The fact is it is a rapidly growing 
branch of the business. Of course, 
you will have to do some educational 
work but you will make more sales 
than you anticipate if the proposition 
is enthusiastically presented. 

(1) One case to be quoted, more par- 
ticularly because a use and occupancy 
statement was drawn off from the books 
of the concern by a public accountant, 
will be of interest. This 1s on a clothing 
factory whose insurable values are 
something less than $150,000. You will 


A LL of us, more or less, are in a 


note in the statement that common labor 
is not included: 


OMicers’ Balearics s..i...:. sees esis ode $ 45,000 
Steck Clerit as <eskicns poceaubacan c ,500 
Cetters 065% ek Was bee aie ee eS 3,500 
DIOMIBMOTE 5. ks 08 xs Sale atk: Ce wires 12,000 
Office and shipping.............. 12,000 
reer ere Pee Sp are 35,000 
MURR. <6. Sarg Sisie Sb cata hs ale a Meeoneness 75,000 
Sundry overhead items, including 

ah Wome etal ee sare Bin Nig tl eee 6 23,000 
FREGP OBE sb sca cicu pac as wert teen bers 1,00 

GER oa: 4:4 a aieinigipiaca'e Bite Sake eee $208,000 


In this case you see the use and occu- 
pancy value is nearly 50 percent greater 
than the value of the property covered 
under fire policies. Inasmuch as this 
particular contract covered building, 
machinery, equipment and raw stock re- 
placement the use and occupancy pre- 
mium was quite materially higher than 
the fire premium. The meaning of “raw 
stock replacement” should be made clear. 
if the raw stock is destroyed and can- 
not be replaced in the market, the use 
and occupancy contract would pay for 
such a time as the raw stock destroyed 
would have furnished working material 
for the plant. 

(2) A street railway line whose fire 
insurance with the 80 and 100 percent 
clause is less than $7,000,000 shows a use 
and occupancy value of $15,000,000. 

(3) A woolen mill carrying $600,000 
fire insurance shows a use and occupancy 
value exclusive of common labor well 
over a million dollars. It happens to be 
an equipped risk and has a rate of about 
1 percent for five years, a fire premium 
of $6,000. The use and occupancy rate, 
not including raw stock replatement, is 
something over 70 cents and for $1,000,- 
000 coverage would show a premium of 
$7,000 (greater than the fire premium). 
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If raw stock replacement were includeg 
in their contract (and it should be) the 
premium would probably be about $11,- 
000. The average annual sales of thig 
concern are about $2,000,000, and a fine 
selling argument in this case would be 
that during the term for which the in. 
surance is written their sales would ap- 
proximate $10,000,000 and that their en. 
tire overhead, profits and expenses that 
would continue during a_ shut down 
caused by fire, are protected over a five. 
year period at an expense of about 7 
cents per $100 on their sales, an expenge 
so small as to be negligible. This is cer. 
tainly good selling talk. 

(4) A sprinklered brass foundry ear. 
rying fire insurance with the 90 percent 
clause of $300,000 has $600,000 use ana 
occupancy. 


(5) A foundry with $110,000 fire in. 


surance with the 80 percent clause car. 
rying $300,000 use and occupancy. 

(6) A sheet metal worker with $100,- 
C00 fire insurance with the 80 percent 
clause carrying $200,000 use and occu- 
pancy. 


8 away cases are quoted first to im- 
press the fact that use and occupancy 
is more important and more valuable to 
the purchaser than his fire insurance; 
that it is a larger source of revenue and 
satisfaction to the placing agency than 
the fire insurance and that it usually 
creates good-will with the purchaser as 
he has been shown that the most valu- 
able thing in his business, that is, his 
organization, has been protected by tak- 
ing on this class of indemnity, a pro- 
tection he has fully realized he needed, 
but did not know he could get. 

The form itself indicates to you that 
this insurance covers the actual loss sus- 
tained of net profits on the business 
which is thereby prevented and for such 
fixed charges and expenses as must 
necessarily continue during a total or 
partial suspension, etc. 


[* estimating his use and occupancy 
values, the prudent purchaser should 
at this time certainly include all classes 
of labor, even the commonest, because 
the market is so short of it. This tends 
to make use and occupancy values just 
at this time very large. 

It is contended by some that while use 
and occupancy insurance is important 
now it will not be later when the labor 
market is not so short and business not 
so good. On the contrary, while the vol- 
ume carried will not be so large, the 
protection will be equally important, as 
in times of business depression, over- 
head continues just the same and the 
ability to refinance is less than in flush 
times. Profits, of course, may be less 
and it may not be necessary to include 
salaries and / or wages except those actu- 
ally under contract, still use and occu- 
paney will be quite as essential as a 
protection to credit and the business 
itself as it is today. 


T is not an uncommon thing nowadays 
in the floating of bonds on manufac- 
turing or mercantile establishments to 
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National Association of Insurance Agents: 


We join with our neighbor city in appre- 
ciation of your visit to the heart of the 
American continent because it has given us 
the privilege of being with you in person as 


well as in spirit. Your problems are our 


problems. You have our earnest support in 
your efforts for better agency conditions, 
modern methods and fair practices. We 
ASSETS 

Cash. in Office and Barks... <.....555%. $131,570.66 
Real Estate Mortgages ................ 176,746.00 
BN isan Sica Sy 5 vig dN SR Oa 80,250.00 
Wiumicmel: Warrant os 60 c. c cide nian 82,765.88 
Dee treet Agente. 6. ree bie: 38,338.61 
TEROTERE ALCEMES 2S ihe ee eye eS 16,894.46 
Bills RECeivaple=. den usc. Gecyere. os 6,117.79 
Reinsurance Due on Losses Paid........ 314.75 
CEE POE ig os vce nae CEN leaks 1,050.00 

Admitted Assets ...............5.- $534,048.15 


E. E. GOOD, 
President 


F. J. ZEMAN, 
Treasurer 


GREETINGS 


strive to serve as we would be served. While 
we are not at this time negotiating agency 
representation with agents in every state we 
appreciate the favors received from our loyal 
agents in Nebraska, Iowa, Kansas, Colorado 
and Wyoming. We gratefully acknowledge 
the credit due the American Agency System 
for our rapid healthy growth and develop- 
ment shown by our statement as fo June 
30, 1920: 


LIABILITIES 

Unearned Premium Reserve........... $145,564.32 
Reserve for Unadjusted Losses......... 3,518.11 
TE TON Sood ace 8's 1,500.00 
Reserve: tor: Taxes: ooi6 oh ee ei Sek: 2,046.27 

oe | yee ty rere ree $250,000.00 

ee eee ee 131,419.45 
Surplus to Policyholders................ 381,419.45 
RMN Sat ar es hd denen th wads obs $534,048.15 


O. A. DANIELSON, 
Secretary 


E. E. JAMES, J. G. HOHL, 
Vice-Presidents 


P. K. WALSH, 
Agency Supervisor 


Agents Wanted in Iowa, Kansas, Colorado, Wyoming and Nebraska 


| | National Security Fire Insurance Company 


The Oldest Nebraska Stock Fire Insurance Company 
OMAHA, NEBRASKA 


Fire, Tornado, Automobile Insurance on City and Farm Property 
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have the advertisement of them state 
that the mortgage requires use and oc- 
cupancy insurance to be carried. The 
earrying of this class of insurance places 
a manufacturer or merchant in a better 
position with his bank than he would be 
without it and particularly after a fire, 
because he is then in greater need of 
ready money than at any other time, and 
as his immediate needs will be cared for 
by the income from his use and occu- 
pancy insurance, he will have no trouble 
at his bank in getting financed should 
he need it, but his use and occupancy 
income will doubtless tide him over. 


HE foregoing applies more particu- 

larly to manufacturing concerns and 
the point should be made that with fire 
insurance and use and occupancy insur- 
ance there is still one spot unprotected 
that may be hurt by a fire. Should the 
warehouse or warehouses containing 
finished stock be destroyed, the pros- 
pective profits on the finished merchan- 
dise would be lost, as the use and occu- 
pancy only covers prospective profits on 
goods that would have been manufac- 
tured during the interrupted period. 
Therefore, the manufacturer, if he wants 
complete protection should carry profits 
insurance at an agreed percentage based 
on the largest amount of finished stock 
he is likely to have on hand at any one 
time. This argument does not apply to 
the mercantile risk, as production in 
that case really means sale of goods, and 
if stock is included under the cover, the 
use and occupancy contract would in- 
demhify for such time as the destroyed 
stock would have furnished material for 
sales if the fire had not occurred, based 
on past experience. This point is made 
to show that a merchant carrying use 
and occupancy insurance should not 
carry profits insurance. 


EFERRING more particularly to mer- 
cantile establishments, a very im- 
portant thing to them and a good selling 
point, is that should they burn out, an 
equally good location is probably not 
obtainable and the policy cares for the 
difference between what would have 
been sold at the destroyed location and 
what actually is sold during the time of 
interruption at the new and less desir- 
able one, and takes care of the unearned 
portion of overhead and other expenses. 
So far, the ordinary and well known 
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Jas. H. Jamison, 
President 
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THIRTEEN YEARS OLD 
CLOSE TO FOURTEEN MILLION IN FORCE 


Writes all standard forms of Life Insurance. 
In 1919 $100,000 Club Membership was 
fourteen men. 

Over 100 producing Agents each month. 
Conservative and succesful progress. 
Operates in Iowa and South Dakota. 


tates thoroughly. NOT SO 


BIG but what personal service to Agents can 
be given. BIG ENOUGH to render the best 
of service to policyholders and Agents. 

We have several openings in Iowa and 


Local Representatives and 


District Managers. 





Harry D. St. John, 
Secretary 


M. M. Deming, 
ency Director 


Dr. M. L. Turner, 
Medical Director 








form of use and occupancy cover is all 
that has been considered. Use and occu- 
pancy is comparatively a new form of 
indemnity and far from having reached 
its fullest development. Within the last 
few years a form of contingent use and 
occupancy has been sold in large 
amounts by a comparatively few agents. 
This form of use and occupancy protects 
a manufacturer or merchant against in- 
terruption of delivery of parts or fin- 
ished goods under contract from others 
caused by fire in the plants of others, 
the use and occupancy interrupted being. 
of course, their own plant or mercantile 
establishment. Many automobile manu- 
facturers are carrying this insurance in 
enormous amounts. A large wholesale 
paper concern has a contract with a 
paper mill, which, based on present 
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values is unusually favorable, and allows 
it to make a much larger profit than if 
the paper were purchased under Dregs. 
ent conditions. They have protected thig 
by a use and occupancy policy on their 
own plant based on the partial inte 
tion to their business, which might he 
caused by a fire at the paper mill intep. 
rupting the supply of paper. 


EBs latest unusual form of cover 
has been brought to my attention is 
that of an exporting agent in New York, 
with offices in one of the modern fire. 
proof buildings, who has worked up 
quite an export business on certain 
trade-marked articles. He has taken oyt 
use and occupancy insurance cove 
his office, the contingent being a fire at 
the plant manufacturing the articles he 
sells, making it impossible for him to 
deliver. You will doubtless work out 
other such unusual forms based on yp. 
usual conditions which may exist in your 
own territory. 


ere you will find a letter aq. 
dressed to manufacturers and mer. 
chants and it is suggested that with a 
slight change in wording you can get it 
out on your own letter heads and seng 
as an introduction of the subject to such 
prospects as you may think you can in. 
terest: 

“In the event of a fire seriously dam. 
aging your factory or place of business, 
use and occupancy insurance as issued 
by the Company, provides for 
you “what might have been” if the fire 
had not occurred, that is, it will pay you 
such items as profits that would have 
been made by you if your ability to 
manufacture and/or sell had not been 
interrupted by fire, the amount to he 
paid being based on your experience for 
a term previous to the fire, which ig 
arrived at by mutual agreement and in- 
serted in the contract when issued, thig 
experience being anywhere from thirty 
days to one year previous to the day that 
the fire may have occurred. 

“In addition to the profits which 
might have been made and which, by the 
way, are perhaps the smallest loss you 
will incur, we undertake to reimburse 
you for all such fixed charges as must 
continue while the business is inopera- 
tive, such as interest on _ borrowed 
money, dividends on stocks and bonds, if 
any, royalties, taxes and other necessary 
outgo. All of the above enumerated 
items, while of importance and value, 
become small when you compare them 
with the protection given your organi- 
zation which you may have spent years 
of time and large sums of money to 
build. 

“The use and occupancy contract in- 
cludes the agreement to continue to pay 
all salaries of officials and others under 
contract and all employes who must be 
retained in order to keep the organiza- 
tion intact so as to resume operations at 
the earliest moment. In ordinary times, 
perhaps, this would only include such 
employes as executives, superintendents 
and the highest class of skilled labor, 
but during the past few years and prob- 
ably for some time to come, the prudent 
manufacturer or merchant practically 
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You Live in the United States—Insure in the United States 





THE NATIONAL 








Organized 1837 


The 
Citizens Insurance 





Company 
St. Louis, Mo. 


For over eighty years the Citizens has promptly and 
fairly met its every obligation to the insuring public. 
During its entire corporate existence it has at all 
times recognized the rights of the local agent, thereby 
proving its friendship for and its value to the local 
fraternity. 


Upon this occasion it extends greeting to its agents 
throughout the United States, with sincere thanks for 
the'many courtesies and favors received at their hands. 
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Agents wanted in desirable localities 


Western Dept. 
DUGAN & CARR 
General ‘Agents 
Chicago, Ill. 


Eastern Dept. 
THOS. H. SCOTLAND 
General Agent 
Hartford, Conn§ 


Southern Dept. 
W. R. PRESCOTT 
General Agent 
Atlanta, Ga. 








First British Company entered in the United States A. D. 1804 


PHCENIX 


ASSURANCE COMPANY, LTD. 
OF LONDON 


A Corporation which has stood the test 
of time! 138 YEARS of successful 
business operation. World-wide inter- 
ests. Absolute security. Excellent 
service and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK 


PERCIVAL BERESFORD 
United States Manager 


WESTERN DEPARTMENT 
Insurance Exchange 
CHICAGO 


PACIFIC DEPARTMENT 
222 Sansome Street 
SAN FRANCISCO 





UNDERWRITER 


includes his entire payroll, as, at the 
present time, it is almost impossible to 
secure competent help, the labor market 
being very short. 

“Much more might be said relative to 
the subject and various forms of con- 
traet issued, but believe a personal visit 
from one of our representatives would be 
much more satisfactory to you, as he can 
suggest a form of contract designed to 
fit your business. The most important 
thing to you is protection, and the last 
thing to be considered is what it will 
cost if the protection is desirable. Use 
and occupancy cost is low and while the 
rate is predicated on your fire insurance 
rate (usually a little less), in figuring 
what it will cost you after you have se- 
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cured the rate and decided on theamount _ 


you should carry, your bookkeeping 
methods will undoubtedly spread the 
cost over your entire output, and it 
should be considered not as to how much 
per hundred it costs you for the amount 
purchased, but how much per hundreg of 
output in so far as gross profit is eon. 
cerned is protected under this contract 
Inasmuch as your annual turn-over wijj 
usually be several times the amount of 
use and occupancy you will need to 
carry, the percentage charge against 
your turn-over is indeed quite small, 

“We would appreciate the opportunity 
to present this subject to you in greater 
detail through one of our representa. 
tives.” 
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SPECIAL PRIVILEGES 


Enjoyed by Interinsurance Concerns 


ance exchange is licensed by a state 

does not mean that the indemnity it 
offers is as good as that of stock com- 
panies also licensed by the state. In 
fact the license doesn’t mean a great 
deal. 

Discussing this point, John F. An- 
kenbauer of Cincinnati brought out 
this point very effectively. He said: 

Best, in his 1918 Fire Edition, calls 
attention to the strong provisions of 
the New York laws relating to inter- 
insurance and reciprocal exchanges, 
section 305 providing that it shall 
“maintain at all times an amount equal 
to all outstanding claims and other 
liabilities, plus the unearned premium 
on all policies in force, calculated on 
the gross sums, without any deduc- 
tion on any account charged to the 


[ane mere fact that an interinsur- 


policyholder on each respective risk 


from the date of the policy, and in ad- 
dition the sum of $200,000.” 

It may surprise you to learn that of 
the 133 exchanges recorded by Best, 
only five have seen fit to comply with 
the laws of New York and be admitted. 
While of the other 128 there are seven 
who could possibly comply as to the 
financial requirement of $200,000, yet 
they apparently are not willing to com- 
ply with another provision of that 
same section 305, which requires the 
filing with the state of “a declaration 
and agreement duly executed and ac- 
knowledged by each’ underwriter” 
which means that there must be on 
file with the superintendent a complete 
list of subscribers. So great has been 
the unwillingness of the exchanges, 
other than five, to disclose their sub- 
scribers that you will usually find a 
provision therein like the following 
from the North Carolina law, “Provided, 
however, that such attorney shall not 





AUGUST REBHAN, 
Milwaukee, Wis. 


be required to furnish the names and 
addresses of any subscribers.” - 


ECENTLY I had occasion to 
make inquiry of an_ insurance 
commissioner as to the meaning 

of certain items in the report of the 
examiners of his department. I quote 
that part of his letter which is perti- 
nent to the subject: 


“You must understand that the laws 
of my state regarding interinsurance 
exchanges are very weak. In fact, 
they provide no standard of solvency 
whatever and in the absence of statute, 
this department is unable to lay down 
any rules fixing a standard of solvency 
for these organizations, and that is one 
reason why the department does not 
desire to be quoted upon the meaning 
of this report.” 


I believe the law of that state is the 
so-called standard reciprocal law. 


ISSOURI, the home of many of 
these interinsurance exchanges, 
also has enacted the so-called 

standard reciprocal law and while sec- 
tion 6 provides that “There shall at 
all times be maintained a reserve equal 
to fifty percent of the aggregate an- 
nual deposits,” and that “Said sum 
shall at no time be less than $25,000,” 
yet although in the original report of 
the department examiners they pro- 
vided among the liabilities of the Cen- 
tral States Interinsurance Exchange a 
“reserve for unearned premiums of 
$17,000, yet in a supplemental report 
made as of the same date, this item 
was entirely eliminated, which enabled 
the exchange to show a surplus instead 
of the deficit shown by the original re- 
port of the examiners. The supple- 
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EUGENE WALSH, 
Davenport, Ia. 
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EK poch-Making Events 


American Fire Insurance 


ODAY THE UNITED STATES and the Dominion of Canada stand in the 
forefront of modern progress. A great constructive factor in this achievement has 
been the development of fire insurance. Be it remembered that six of the founda- 
tion stones upon which American Insurance practice rests have been laid in the last fifty 


years by the New York Underwriters Agency. 
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Our SPECIAL RISK DEPARTMENT is a service bureau fully equipped to render valuable aid 
to agents in all details of insurance engineering and fire protection work. We have trained engineers in 
every field whose services are at agents’ command. 


Our BROKERAGE DEPARTMENT is a connecting link between agents and brokers. Business 
thus secured is invariably sent to local agents to write if they approve—and only if they approve. 
Many mutually valuable business connections have been arranged through this medium. 


NEW YORK UNDERWRITERS AGENCY 
A. & J. H. STODDART 


A General Agency Office More Than Half a Century Old Operating Throughout 
the United States and Canada 





too William Street - - - - - NewYork 
175 West Jackson Boulevard - - - Chicago 
Trust Co. of Georgia Building - - - Atlanta 


Fire, Tornado, Explosion, Riot and Civil Commotion, Sprinkler Leakage and Use and 
Occupancy Insurance, 
Automobile Insurance—Fire, Theft, Collision and Property Damage 
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The Akron Insurance 
Agency Company 
The Ohio Savings & Trust Co. Bldg. 
Akron, Ohio 


oe fele od 


A Service Agency Representing 
Leading Companies 


Up 
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Members of National Association 
of Local Agents 


AKRON, OHIO 


WE SOLICIT YOUR OHIO BUSINESS 
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CORPORATION 


United States Branch 
84 William Street, New York 


CHARLES L. CASE 


Manager 


JOHN H. PACKARD 


Assistant Manager 


Statement January Ist, 1920 


Mane iT; Bios osc s ce cinch ss oss tech Ga ene teaees $6,702,212 
Liabilities in U. S., Including Re-Insurance Reserve $4,329,369 
Pe NN a a gos bsg css cies Sede s ice 42s eee wR $2,372,843 
Losses Paid in The United States.............. (over) $42,000,000 
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mental report shows no “reserve for 
unearned premiums,” although it would 
seem from the wording of the law that 
a reserve must be maintained, and 
further that it must not be less than 
$25,000. 

Of this supplemental examination, 
Best, in the March, 1918, issue of the 
News, says: 


“The elimination of the unearned 
premium deposits from the liabilities is 
without justification from a practical 
standpoint, whatever may be the tech- 
nical construction of the law relating 
thereto. The financial statement made 
is unsatisfactory and disquieting.” 


So weak are the financial provisions 
of the so-called standard reciprocal 
law that there came under my notice 
during the course of my researches the 
fact that one incorporated attorney- 
in-fact with a paid in capital of $8,500 
loaned to itself $25,000 which enabled it 
to secure a license in its own state, and 
in every other state which simply re- 
quired, as does the standard reciprocal 
law, that the attorney certify that he 
has $25,000 in his possession. 


Iowa Agents Meeting 
Is the Curtain Raiser 
For Big Convention 


The curtain raiser to the big Na- 
tional convention took place Tuesday, 
when the Iowa Association of Insur- 
ance Agents held its annual meeting. 
The Iowa body did not attempt anything 
outside of the ordinary details except 
having President Fred J. Cox of the 
National association to make an ad- 
dress. President Cox explained how a 
national organization is necessary to 
handle the big national issues that are 
constantly coming before insurance 
agents. Specifically he mentioned the 
work done in connection with the in- 
come tax law, whereby local agents 
were placed in the class of persons and 
concerns doing a personal service busi- 
ness; the protection of the insurance 
business during the time of the war 
from being taken over by the govern- 
ment; the more recent influence of the 
national body in preventing the Ford 
Motor Company arranging through a 
New York brokerage house to handle 
all its automobile insurance through a 
pool of three or four companies, thus 
depriving the agents of commissions. 

Secretary P. J. Clancy of Des Moines, 
who has served the organization so 
faithfully as secretary, was elected 
president of the Iowa association. E. H. 
Mulock of Des Moines was chosen sec- 
retary and treasurer. W. B. Powell of 
Cedar Rapids was made chairman of 
the executive committee. The resolu- 
tions committee headed by John Hynes 
of Davenport recommended an agent’s 
qualifications law and also suggested 
to the agents that they urge tornado 
insurance to be carried to cover all 
loans. The vice-presidents will be ap- 
pointed by the newly elected officers. 


More people arrived at Des Moines 
the day before the convention than at 
any previous meeting. The pre-con- 
vention day was emphasized at the 
Louisville convention last year when 
the famous get-together function was 
arranged. This year the Des Moines 
agents had prepared for a big get-to- 
gether dinner Tuesday night. Many 
delegates arrived Monday evening and 
the trains all day Tuesday brought a 
multitude. .The hotel lobbies were 
filled by Tuesday noon. Various in- 
surance companies opened headquar- 
ters and entertainment of various kinds 
was provided for. 


Thank God every morning when you 
get up that you have something to do 
which must be done, whether you like 
it or not. Being forced to work, and 
forced to do your best, will breed in 
you temperance, self-control, diligence, 
strength of will, content, and a hundred 
other virtues which the idle never know. 
—Charles Kinsgley. 
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Markham Discusses 


Casualty Expiration a 


EORGE D. MARKHAM of g& 
Louis, who opened the discussiog 
on “Casualty Expirations,” de. 

fended the proposition that the expira. 
tion information should be respected by 
the companies as the property of the 
agent who creates the business, 

The reasons for this are (1) that ig 
most cases the agent creates the busi. 
ness by converting the assured to the 
advantage of taking insurance, (2) ad. 
vises him on the contract he needs, ang 
(3) decides for the assured the com. 
pany in which the insurance is to be 
written. 

Mr. Markham further supported the 
ownership by the agent by pointing ont 
that where a company discontinues its 
agency, the agent is generally able to 
retain for his new connection practi. 
cally all the business on even terms, 
thus indicating that the assured con. 
siders that the business is transacted 
with the agent and not with the com. 
pany. 

He pointed out further that this view 
is accepted in the practice of the com- 
panies because in the experience of his 
office, business is moved from one com- 
pany to another and no company en- 
deavors to treat business as its own, 
but on the contrary all accept the right 
of the agent to transfer the business 
without contest by the companies, 

Mr. Markham declared that this is a 
healthy rule because it helps to develop 
responsibility on the part of an agent 
and increases his professional spirit, 
and because it affirms an increasing 
business value in a growing agency, 
tends to keep in the business a good 
quality of local representatives, com- 
petent to conserve and defend the in- 
terests of the business. The better the 
morale of the local forces the better the 
business is conducted, the public sat- 
isfied, and the companies defended. 


In a strong religious sentiment lies 
the firm foundations for the preservation 
of our civilization.—Charles M, Schwab, 


Meet issues and men _ honest-minded 
and squarely, neither lie nor lie down; 
be a gentleman, but don’t “crawl”; be 
fair spoken and not flabby-willed; have 
the courage of your convictions, but 
don’t convict others of heresy because 
they won’t agree with you; have your 
private opinions for your own use, un- 
less occasion calls for their expression. 
—Now and Then. 


The pins in our desk pin-box are 
something like insurance folks. Now 
and then we find a crooked one, or with- 
out head, or point; sometimes one both 
headless and pointless—but the great 
mass of them are pretty near all right, 
with some sharper than others. 





Ww. A. ELDRIDGE, 
Detroit, Mich. ai ; 
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THE HOOD AGENCY, Inc. 


(32nd Year) 


Largest Casualty Agency in Minnesota 


Phoenix Building 


Minneapolis, Minn. 























F. H. Wagner 
Agency 


54 Years’ Experience in 


General Insurance 





529-534 Plymouth Building 


Minneapolis, Minn. 




















Conklin 
Zonne 
Harrison 
Agency 


520 First National- 
Soo Line Building 


Minneapolis, Minn. 








Always Count 


Minneapolis 


Minneapolis local agents have 
always shown a fine spirit of 
loyalty to the National Agency 
Association. They are for it 
every day in the week. You 
can bank on the Minneapolis 
agents atall times. When you 
visit our city we want you to 
call and inspect our offices. 
We extend always a cordial 
and hospitable hand. 





























ESTERLY-HOPPIN 
COMPANY 





INSURANCE 





1024-1025 Plymouth Bldg. 


MINNEAPOLIS 


Member of all National, State 
and Local Associations 

















D. H. Evans 
Company 


GENERAL 
INSURANCE 
310 Andrus Bldg. 
MINNEAPOLIS 
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NORTHWESTERN 
FIRE & MARINE INSURANCE CO. 


MINNEAPOLIS, MINN. 


January Ist, 1920 
Assets - - - - - - - $2,081,672.23 


Liabilities - - - - - - - 1,378,812.31 
Cash Capital - - 400,000.00 
Net Surplus 301,198.24 


Surplus to Policyholders - 701,198.24 

















Fire, Lightning, Tornado, Hail and Automobile Insurance 
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Putting Eggs in One Basket 


COMPANY manager _ recently 

made a record of what the vari- 
ous field men with the company were 
doing. The figures developed that one 
special agent who was showing a great 
increase in business had, during the 
year,spent 163 days in nine agencies. The 
compilation showed that the average 
agency visit resulted in an expense of 
$21 to the company. In commenting on 
the record made by this field man, 
the company official said: “This man’s 
record shows very clearly that we are 
otten deceived by the volume of busi- 
ness being done in a particular state. 
While we are in business to get the 
premiums, volume is not everything. 
Here is a man that is increasing our 
business each year, but he is develop- 
ing only nine agencies. He is giving his 
time and attention to only a few of- 
fices and the rest of the state is neg- 


lected. 
+ * * 


“There is nothing for us to worry 
about at the present time, but what if 
this man leaves us? He has spent a lot 
of time in giving service to these nine 
agencies. He has made himself val- 
uable to them. He has become well ac- 
quainted with the men in these offices. 
In the event that he goes with another 
company, he can carry this business 
over with him. He can take these 
agencies with him in almost any con- 
nection that he makes. We would find 
that in a year or so that the fine busi- 
ness that he built up for us would sim- 


ply go to whatever company he con- 
nected with. 
+ ee 

“What we want, and what any com- 
pany wants, is a widely scattered and 
diversified business. We want premi- 
ums from agents in all parts of a state. 
We do not want a lot from a few 
agencies and nothing from all the rest. 
I have always noticed that where we 
have developed an unusually large busi- 
ness in any one town, it is often un- 
profitable. What a company needs is 
the average volume. If we go into a 
town and build up a very large busi- 
ness, it is often the case that over a 
period of years, the loss ratio in such 
an agency is rather high. If we can 
get a fair business from a large num- 
ber of towns, the results are better. 
Premiums that are scattered give us a 
better average. 

* * 

“After an agency gets to produc- 
ing, it does not need a great deal of 
attention. When a field man makes an 
appointment where there are possibili- 
ties it is, of course, well to give the 
agency some attention until the premi- 
ums begin to come in. After the agent 
gets into the habit of sending us so 
much business every month, there is 
not a great deal that the special agent 
can do except to maintain cordial re- 
lations and make an agencv visit once 
in a while to see if there is anything 
that the agent wants to take up per- 
sonally. But when an agency has a 





Guaranty Life Insurance Company 
DAVENPORT, IOWA 


Operating in Iowa, Missouri, Nebraska, North 
Dakota and South Dakota 


Good territory—Excellent opportunities—Sale- 
able Policies—High class agency service 


Our field is rich in prospects 


L. J. DOUGHERTY, 


Secretary and General Manager 


UNDERWRITER 


good start it gains momentum as it 
goes along and the special agent can 
often do as much good by leaving the 
agency alone as by making frequent 


calls, 
* * ca 


“With each agency visit costing us 
$21 it is up to the special agent to 
make each call count. I would rather 
spend $21 to have a field man go toa 
nonproducing agency than to spend a 
day in one where we are getting a good 
business. The field man that goes out 
in his territory and appoints an agent 
in every town where there are any 
business possibilities is the man that is 
really doing good work for his com- 
pany. He is sowing seed in the right 
soil. These agencies will develop as 
time goes on. Perhaps they will not 
produce so much at first, but as busi- 
ness grows, as these towns expand and 
enlarge, there will be a natural increase 
in premiums. Our business will grow 
with the business of these towns and 
agencies. We will be in the agencies 
to grow with them. 

* * * 

“The company that has the agency 
plants will get the business because it 
has so many chances to get premiums. 
If one agency does not produce an- 
other will. The company with a num- 
ber of agencies has many sources of 
income. The company with its eggs 
all in one basket, while it may prosper 
temporarily, may have its premiums 
swept away or so materially reduced 
because of a field change that it is 
necessary for the new special agent to 
start in all over again.” 


Casualty Conference Held 


The meeting of the casualty confer- 
ence committee, consisting of the con- 
ference committee of the National 
Workmen’s Compensation Bureau, the 
general conference committee of the 
National Association of Insurance 
Agents, of which President Cox is 
chairman, and a committee from the 
National Association of Casualty & 
Surety Agents, met after the session 
Wednesday afternoon. President Lott 
of the United States Casualty, Presi- 
dent F. Highlands Bruns of the Mary- 
lard Casualty and W. J. McCaffrey of 
the Globe Indemnity represented the 
compensation bureau, while George D. 
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Webb of Chicago and Fred L. Gray of 
Minneapolis represented the casualty 
agents. 
National Association of Casualty @ 
Surety Agents a plan was worked oy 
along educational lines to meet nop. 
agency mutual and reciprocal competi- 
tion. The casualty people feel that 
salesmanship methods are necessary to 
overcome this competition, but they 
have not been effectively applieg 
in all quarters. It is believed that’ if 
agency men in every section use the 
same arguments, it will mean much ijn 
meeting this form of competition, The 
casualty people have worked out a plan 
in the way of a clearing house located 
at Chicago, which will assemble the 
best arguments and distribute the ma- 
terial to the agents. It is the wish of 
the casualty people to have the fire 
folks cooperate with them in this 
movement. 


Adopt New Financing Plan 


At the meeting of the presidents and 
secretaries of the state associations 
with the national officers and executive 
committee, the financial problem before 
the National association was presented, 
The cost of publishing the “Ameri. 
can Agency Bulletin” has gotten to a 
point where it takes $6 a year a copy 
to get it out. There were numeroys 
suggestions made as to how to meet 
the deficit. It was finally decided to 
assess the members $2 each in every 
state. There are about 10,000 members 
and if this can be collected it will mean 
$20,000 additional, which should see the 
project through the coming year, 

Fred Bruns, president of the New 
York state association, presented a 
resolution which was passed with prac- 
tically unanimity, by which each state 
association will be required to raise 
a special contribution to the National 
association, amounting to $2 for each 
membership, for the year ending 
August 1, 1921. Nothing was said as 
to the means to be used in raising this 
amount, that apparently being left to 
each state association to decide for 
itself. 


What we think, or what we know, or 
what we believe, is in the end of little 
ecnsequence. The only think of conse- 
quence is what we DO.—Ruskin. 





Stevens-Morrison Investment Co. 
General Insurance and Bonds 





IOWA CITY, IOWA 


At the annual meeting of the 








Ask to have them sent. 


1362 Insurance Exchange 


Maybe Your Puzzles Have Already Been Solved 


600 Local Agents have submitted the legal questions that have arisen 
in the conduct of their business to the legal department of Rough Notes 
and the conductor of this department has given authoritative answers. 
These questions have been published in two books—“The Forum,” 
Volumes I and II. The two volumes together cost $2.50. Buy them on approval. 


THE NATIONAL UNDERWRITER COMPANY 


CHICAGO, ILL. 








TOM KELLEY 
INSURANCE 


Fort Dodge, Iowa 











fact, a business in itself. 


VARICK C. CROSLEY, President 
RAY W. MILLER, Secretary 





A Business in Itself— 


Our INSURANCE DEPARTMENT has the distinction of not only being the largest agency in Hamilton 
County, but it is one of the largest premium producing agencies in any of the smaller cities in the State. 


Our FARM MORTGAGE LOAN DEPARTMENT enjoys an equal position, and through it we ‘offer sound Farm Mortgage 
Loans and Debenture Bonds secured by the best of lowa Farm Lands, plus the experience of twenty years without loss to an investor. 


CROSLEY INVESTMENT COMPANY 


Paid Up Capital, $75,000.00 
WEBSTER CITY, IOWA 


It is, in 


GEO. R. CROSLEY, Vice President 
JOAN A. BOEYE, Treasurer 
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DEVELOPING THE SIDE LINES 
(CONTINUED FROM PAGE 14) 
the local agents’ great opportunity for 
developing his regular fire business. 
The profits of the past few years 
have been so great in many lines of 
pusiness that those reaping them 
could not afford to take the chance 
of their loss through casualty that 
might be insured against, hence many 
classes of insurance have been carried 
to which little attention had been given 
previously and this has educated the 
public to the need and benefit of newer 
forms of insurance, creating a demand 
that will probably continue to increase 
for all kinds and classes of indemnity. 


HIS leads me to say something that 
I hope you will not misunderstand 
isinterpret. 
Pavery pate should make it a point 
to be so familiar with the nature of 
the goods he has for sale that every one 
of the customary insurance problems 
that come to his clients may be an- 
swered intelligently and satisfactorily. 
One reason why the agency and 
brokerage houses in large centers have 
been so successful in building up busi- 
ness is because they have fortified them- 
selves with this intimate knowledge of 
all phases of insurance. When you con- 
sider that a man has an insurable in- 
terest whenever he can sustain loss of a 
tangible nature due to some casualty 
you can see what a wide field of knowl- 
edge must be covered and it is for you 
gentlemen to become so well versed in 
all forms of insurance that your clients 
need never go elsewhere to find the 
best way to protect themselves against 
loss under all of the many contingencies 
that may arise. 


HERE will never be any serious 

questions of the encroachments of 
outside agents or brokers if the local 
agent is equipped to give the same kind 
of service they give and you have this 
advantage as a rule that you are dealing 
with your neighbors, whereas the out- 
sider deals at long range. 

To the extent, too, that the local 
agent is thoroughly well versed in all 
the aspects of the indemnity the com- 
panies he represents can furnish, to that 
extent he is elevating the business he 
is engaged in and is the more fully dis- 
charging his duties as a good business 
man and a good citizen. And from a 
general aspect the observer cannot fail 
to be impressed with the opportunity 
there remains for placing the business 
more firmly in that position in the com- 
mercial world which its importance 
warrants. 


HE French have a proverb to the 

effect that he who excuses himself 
accuses himself, and as one listens to 
the apologies sometimes made by local 
agents and company men for rates that 
experience abundantly shows are only 
reasonable and for forms that express 
only fair trading and good underwrit- 
ing, one wonders if the apologists 
realize how much more difficult they are 
thus making the situation for them- 
selves. The explanation probably is 
that in bygone days the officials of 
some prehistoric rating bureau must 
have fixed adequate rates upon unpro- 
tected dwellings and broom corn fac- 
tories and to avoid the stocks or vicari- 
ous floggings by the Pilgrim Fathers or 
their lusty sons must have been forced 
to make public retraction thus estab- 
lishing a shrinking demeanor, the lat- 
est development of which has been the 
well nigh universal demand of special 
agents for automobiles so that they may 
leave town swiftly when any questions 
are raised regarding rates and com- 
Missions. One does not hear bankers 
apologizing for the rate of interest 
allowed on deposits or for the rates 
charged on loans or for demanding that 
collateral shall be good. 


|? is often claimed that insurance is a 
form of tax, but our federal and state 
governments make no audible apology 
or the taxes they collect, nor do labor 
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terling Ohio Stock Companies 


Staunch Supporters of the Local Agency System 





Chartered 1865 


RELIABLE 


(Formerly Teutonia) 


Fire Insurance Company of Dayton, O. 


Assets over - - - - - $1,115,000 
Surplus to Policy Holders, over 900,000 


W. F. OELMAN, President WM. F. KRAMER, Secretary 
E. J. WEISS and H. J. FAVORITE, Special Agents 








The Companies of Stability 


The Eureka and Security of Cincinnati, Comprising The 


Cincinnati Underwriters 


Increased in the past five years: 
In Assets - - - = from $819,500 to $1,019,353 
In Surplus - - - - from $539,518 to $674,097 
In Premium Income, from $207,932 to $271,165 


Cincinnati’s Million Dollar Fire Insurance Institution 





Operating in Ohio, Kentucky, Michigan, I]linois and Wisconsin 
F. A. ROTHIER, President ADAM BENUS, Secretary 











Industrial Fire Insurance Co. 
AKRON, OHIO 


Capital - - - - - - $300,000.00 
Surplus to Policyholders 433,439.93 


An Ohio Company Writing Business Through Ohio Agents. 
Farm Department. Why not represent an Ohio Company. 


AGENTS WANTED 


F. R. ORMSBY, President G. F. HUTCHINGS, Secretary 
JOSEPH WINUM, Treas. and Ass’t Secy. 
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GEO. H. HOLLISTER, President THOS. B. HULL, Secy.-Treas. 


Hull Insurance Agency 


Incorporated 


We Solicit Your Brokerage Business 








FIRST NAT’L BANK BLDG. FARGO, N. D. 








PETERS, GUINEY, McNEIL & POWELL 


General Insurance 


SIOUX CITY, IOWA 














WATERMAN & LOHMILLER 


I EVERY KNOWN KIND E 


NSURANC 


We have a few Local Agency Territories open in East Central Iowa. 
If you are a hustler and are looking for a connection with a REAL 
SERVICE General Agency, we would appreciate hearing from you. 


S EVERY KNOWN FORM 


URETY BOND 
DAVENPORT, IOWA 














unions for raising wages and making 
their own rules, nor theaters and mov- 
ing picture places for their prices. Mu- 
tual insurance companies do not apolo- 
gize for their rates even though it can 
now be shown that stock companies’ 
rates on sprinklered risks often cost the 
property owner less than the net cost of 
mutual insurance. Profiteers may have 
to be apologists, but if local agents and 
company men would consider the skele- 
tons of the thousands of defunct insur- 
ance companies which whiten the road 
down which the few successful com- 
panies have traveled in the last half 
century and take a more upstanding 
attitude towards the public and the 
politicians, they would find themselves 
beset by fewer troubles. 


MOST encouraging development 

in our business is the relative free- 
dom from the noxious legislation of 
former years. There are still those, 
and they are not all in the insurance 
business, who feel that a new law must 
be enacted to smooth away every 
difficulty encountered in the construc- 
tion of a policy or the payment of a 
loss, but thanks in no small measure 
to the efforts of the National Board, 
to the cooperation of agents and to the 
better understanding by legislators and 
public officials thus engendered the 
mass of futile if not unfair legislation is 
less than formerly. 


HEODORE H. PRICE of New 

York told me recently that a long 
and painstaking examination showed 
that each state had on the average 
20,000 laws—a total of 960,000 for the 
48 states, and that in addition there 
were 60,000 federal laws—a grand total 
of 1,020,000. 

Of course, every well-posted insur- 
ance agent of the older generation 
knows most of these laws by heart, but 
new automobile rates are promulgated 
so often nowadays that the newer 
agents and company officials have not 
time to memorize all the 1,020,000, and 
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lapses from their tenets are excusable 


if ignorance of the law is ever ex 


able. You will perceive that unless an 


courts had established the well-known 
principle that ignorance of the law does 
not excuse the lawyers and judges 
would long ago have been out of a job. 


Te every agent and the client of 
every agent who thinks that new 
legislation is necessary let me say 

if he will examine the 1,020,000 he will 
find a law to suit his trouble and if he 
does not he will have been cured of his 
ailment by that time. 

What we need is not more legis. 
lation, but a solid front presented by 
companies and their agents against 
any proposed legislation which ma 
unfairly prejudice the interests of 
either—which generally means of both 
and if the legislators only knew it, 
almost invariably prejudices the best 
interests of the insuring public as well, 
There are insurance men who will fight 
tooth and nail to prevent a trolley 
pole going up opposite their front 
porches, but will watch legislation go 
through which threatens their very 
livelihood without voicing an audible 
protest. 


ONE of the most interesting recent 
developments in the insurance 
world has been the movement to se- 
cure for agency companies doing busi- 
ness in this country and their repre- 
sentatives much of the marine business 
heretofore exported and the fact that 
the outlook for profit on this business 
is not good at the present time need 
not detract from the satisfaction all 
must feel that American marine insur- 
ance is entering a new era. Much can 
be learned from foreign methods of un- 
derwriting marine business and the 
exchanges of views which will accrue 
must benefit all concerned. 

Then there is the important de- 
velopment of the entry of a large 
group of American companies into the 
foreign field where, of course, they 
will receive a cordial welcome from 
companies already doing business there. 
The greater the territory over which 
a company can gather its premiums 
the less susceptible to violent fluctua- 
tions will be its average results, so that 
the entry of American companies into 
foreign fields should be a source of 
strength to them as it is to the foreign 
companies doing business in the United 
States, and as foreign travel broadens 


the point of view of the individual so it . 


may be expected will un¥erwriting in 
foreign countries bring new _ interests 
and new points of view to American 
underwriters. 


OOKING backward to the earlier 

years of your association’s history 
and comparing with those days the 
closer relations now existing between 
agents and companies, of wrich so 
much has been well said, we can only 
bestow all honor on those men whose 
foresight, single-mindedness of pur- 
pose, tact and good judgment have 
brought local agents and companies 
so much closer together to the last- 
ing benefit of all concerned, and this 
forward step must be regarded as the 
most valuable and most striking de- 
velopment in the insurance field that 


the last quarter of a century has, 


seen. 
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HE lines of insurance written by 

the General Accident are needed 
by the public just as much as fire 
insurance. The only reason fire in- 
surance is more generally purchased 
is that the public has been converted 
by a long process of solicitation. 
When fire insurance was being in- 
grained on our business life things 
went slowly. Letters were carried 
by courier and stage. Telephones 
belonged to the future. 
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Today people are convinced more 
easily. No slow process of education 
is needed to get them to accept new 
machinery or new methods. All that 
is required is salesmanship. 














The casualty lines are being sold readi- 
ly by the men who have recognized this 
change. The insurance business is becom- 
ing one of protecting people from loss by 
all causes. Such protection means policies 
01 corporations that are able, willing and 
organized to pay claims in full and prompt- 
ly. In such aclass is the General Acci- 
dent. For twenty years it has been giving 
this ‘‘service that excels.”’ 
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(CONTINUED FROM PAGE 20) 
Insurance Agents here assembled, practice, and the inspiration of ; 
pledges moral and financial support to every act. Nor does the tribute 
any and all movements and efforts service stop at the border line of in 
tending to prevent the banking inter- ance. It extends beyond and touches 
ests of that state and the nation from with its constructive hand every int 
engaging in the insurance business as est in our country. It stays with *. 
agents, thus preventing the destruc- steady arm the anarchic and sociali bs 
tion of the American Agency System.” influences making for disintegration 
and destruction. The National Asso. 

HORTLY afterwards, Mr. Bassett, Ciation of Insurance Agents with all its 

vice-president of the Firemen’s of Power stands firmly behind the goverp. 
Newark, made the unfortunate bank mental structure raised by our fore. 
agency appointment in Louisville, with fathers, the constitutional Principles 
which you are all familiar, an appoint- they proclaimed and the flag they gave 
ment which not only indicated a com- to the air of heaven. 
plete disregard of National Association 
opinion on this great issue, but which 
struck a sharp blow at the local board Secretary Bennett 


structure, an essential element of our 
Tells of Year's Wan 


organization. Had the Louisville Board 
—the reputation of which as a credit 
to the insurance business in Kentucky ttc annual report of Walter H, 
is unimpeachable—been put out of busi- Bennett, secretary-treasurer, shows 
ness as a result of the activities of the that the executive officers have 
Firemen’s and its associates, in this been charged during the year with ad- 
most regrettable affair, the power of Munistering and raising more than 
the National Association in its fight for $80,000. A brief comparison of actual 
fair-play for the American agent would results of the last fiscal year with those 
have been weakened. of the preceding one shows a net in- 
crease in membership of 1,696, an in- 
N THE face of threatened litigation StC4S¢ 11 Operating expenses of $35,. 
involving possible serious punitive pears — Mt "maaan mm income of 
damages, the members of the Louisville “Th ats me goss said further: 
Board cleanly and honorably stood by -; ti . i of several state asso- 
each other and refused to change those we tons has been remarkable. Twenty- 
rules under which their present adver- veiod ace: operating under the self- 
saries had long prospered until selfish S8T@¢¢¢ Cues system, gre has brought 
interests impelled them to desire their ™OF® page sd into, and left larger bal- 
abrogation. They raised the shield and hithe Fig the state treasuries than ever 
buckler in defense of the American “{QCTtO- 


“Nineteen states participated in th 
Agency System. All honor to the loyal A Ip in the 
agents of Louisville! membership contest during June and 


: ; ly, and four exceeded their allotm 

We regret that the National Associ- July, a eis otment. 
ation finds itself at odds with any insur- a highest sg = of increase during 
ance company. We believe in the , +e nage ae h oe by Georgia, 
adjustment of differences by coopera- iehak a . “ati ocenp oe 
tion, conciliation and conference, and d is if “The Poe ider this in- 
have conscientiously lived up to this ST&4SeC activity. e President's Cup, 
conviction. We would be unworthy of ptaregep to be awarded each year to the 
our traditions if we did not defend our rea om adding to its membership the 
just principles in the face of open argest percent of increase for the en- 
attack, whether from the Stockholders el gan goes to the state of Okla- 
Auxiliary Corporation of California, or ‘ 


2 : “Into the office of the National As- 
ee Insurance Company of sociation during the past year have 


come many problems; some of them 
2 : ; i complex in nature and hard of solu- 
UR relations with the insurance tion, To this work your executive of- 
companies, both fire and casualty, ficers and committeemen have given 
were never so satisfactory as today, earnest, serious and comprehensive at- 
based on cordial mutual respect. Dur- tention, in an effort to provide the 
ing the year many cases of grievance correct solution. That they have toa 
between our members and their com- very large extent succeeded is evi- 
panies have been adjusted through con- denced by the many words of appre- 
ference without formal action of any ciation from every quarter. 
kind. It is only fair to say that in nine “Finally, let us here and now re 
out of every ten cases when the com- solve, at this Silver Jubilee Conven- 
pany was in error, it has frankly ad- tion, that the National Association of 
mitted it when called to its attention Insurance Agents, having come into its 
and the ground for discontent immedi- own, proposes to see to it that mee 
ately removed. Moreover, we ar€ members and non-members alike—shall 
pleased to acknowledge their constantly indeed and in truth support right prin- 
growing support of our principles. cipals and oppose bad practices im 
The National Association of Insur- underwriting to the uttermost.” 
ance Agents—founded by men of 
sturdy character, strong convictions 
and clear vision—men to whose self- President Lawrence M. Pinckney of 
sacrifices we owe much, has only the South Carolina association, who is 
begun to come into its own. Its a very active man in the South, found 
influence for good in the insur- he could not be present and his tele- 
ance business is only circumscribed gram of regrets was read by President 














by its ability to make service its Cox. 
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The pep of the Des Moines meeting 
was well accompanied by the music of 
the Argonne Post band, lead by A. P. 
Atkins, and by T. Fred Henry's band. 
The Argoane Post band was on the job 


‘Tuesday and Friday and T. Fred 


Henry’s band held forth on Thursday. 
The bands opened up each morning at 
Fort Des Moines Hotel at 8:30, from 
where it marched to the Franklin and 
the Savery, arriving at the Auditorium 
at 9:30, where a short concert was 
given before the meeting At 1 o’clock 
each afternoon the band again started 
at the Fort Des Moines and on its 
way to the Auditorium giving concerts 
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before the offices of two Des Moines 
daily papers, the Des Moines “Capital” 
and “Register and Tribune.” 





One of the interested spectators at 
the meeting was Prof. A. W. Whitney 
of New York, general manager of the 
National Workmen’s Compensation 
Service Bureau. Prof. Whitney was 
formerly head of the mathematics de- 
partment in the University of Cali- 
fornia. He has done much research 
work along insurance lines and is one 
of the profound students of the busi- 
ness. 


Pan-American 
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Opportunities 


BY JOHN BARRETT 


John Barrett is now president of the administrative council of the 
Pan-American College of Commerce of Panama City, with headquarters 
in Washington, D. C. He was until quite recently director general of the 
Pan-American Union and was formerly United States minister to various 
countries in Asia and South America. He is probably the best informed 
man in the United States on the opportunities which Central and South 
America offer to business concerns of this country, and his address on the 
insurance possibilities in those countries was therefore of especial interest, 
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HE twenty-fifth annual convention 
Toi the National Association of In- 

surance Agents should mark the be- 
ginning of a new era in insurance 
achievement. It should recognize the 
vast importance of what may be termed 
the “Pan-American opportunity.” As 
a result of this meeting, the vision and 
field of action of the insurance com- 
panies and agents of the United States 
should be extended to include actively 
the entire western hemisphere from the 
Arctic to the Antarctic. United States 
insurance should become Pan-Ameri- 
can insurance just as United States 
commerce, shipping and financial in- 
vestments have become Pan-American. 


HEN I was director general of the 

Pan-American Union, the official in- 
ternational organization of the Ameri- 
can republics devoted to the develop- 
ment of commerce, intercourse and 
friendship among the American nations 
and peoples, I was always endeavoring 
to impress the insurance interests of 
the United States with the possibilities 
of the Pan-American opportunity, but 
I was somewhat handicapped in my 
efforts by my official position. Now 
that I am a private citizen after nearly 
26 years in the foreign service of the 
country, and have undertaken a new 
work as counselor and adviser in inter- 
national activities, I am at liberty to 
advise strongly the insurance com- 
panies and agents of the United States 
that they should thoroughly study the 
Pan-American field and leave no step 
neglected to take advantage of it. af 
they fail, the European and local in- 
surance companies will gain such an 
advantage that serious difficulties will 
face your future efforts. Although un- 
doubtedly there are grave difficulties 
and handicaps in entering every part 
of the Pan-American field, it is just 
as possible for the insurance companies 
of the United States to make progress 
there as it has been for every variety 
of manufacturing, exporting, importing, 
shipping and financial interests. They 
blazed a way in spite of fierce Euro- 
pean competition and they still have no 
easy road, but they have accomplished 
great results justifying the effort. 


ET us understand what -is meant 

by Pan-American and Pan-Ameri- 
canism so that we may realize the 
significance of the Pan-American op- 
portunity. In geographical terms, 
Pan-America includes every land from 
northern Canada to southern Chile, 
which, taken in its entirety, rep- 
resents an area of nearly 16,000,000 
square miles, a population of 20,000,000 
and a foreign commerce that will total 
nearly $20,0U0,000,000. Politically, to- 
day Pan-America, however, means the 


United States and its 20 sister Ameri- 
can republics which reach from Mexico 
and Cuba on the north to Argentina and 
Chile on the south. Today, Canada js 
not a member of the Pan-American 
Union, whose constituent countries are 
the independent American republics 
but the time is not far distant when 
Canada will be admitted to this Union 
cr League of Nations. 

In addressing you, therefore, today, 
I shall speak only of that part of Pan. 
America which is comprised under the 
term Latin-America or those lands ly- 
ing south of the United States. That 
we may better visualize their im. 
portance, let us grasp the fact that 
they cover an area of nearly 9,000,000 
square miles, or three times the con- 
nected area of the United States; that 
they have a population of nearly 100, 
000,000, and that they conduct an an- 
nual foreign commerce with the United 
States and the rest of the world valued 
at nearly $5,000,000. That my argu- 
ment may appeal to you all the 
stronger, I would remind you that to- 
day the most inviting field in all the 
world for the foreign trade of the 
United States is that of Latin-America. 


TATISTICS prove, beyond issue, 

the actual value and greatness of 
the Pan-American opportunity in com- 
merce. If this can be done in average 
trade, it can be duplicated in every 
variety of insurance, and I would earn- 
estly advise that this National Associa- 
tion should make a thorough, expert 
study of the whole situation with ref- 
erence to future possibilities. 

The great purpose of my argument 
before you is to arouse your real in- 
terest in Latin-America in the same 
way that I have in the past awakened 
the manufacturing, the exporting, the 
importing, the shipping and _ financial 
interests of the United States. It is 
not necessary to go far back to find the 
time when the average manufacturer 
and banker of the United States gave 
little or no heed to the opportunities 
and possibilities of Latin-America and 
looked upon it as a doubtful investment, 
so to speak, or as one hardly worthy of 
effort. My correspondence has in its 
files letters from hundreds of great 
American manufacturing, exporting and 
importing firms which “pooh pooh” at 
my exhortation to try out this oppor- 
tunity, but all of whom today are do- 
ing a big business there and regard it 
as their best foreign market. There is 
fresh in my memory my _ experience 
with the late and great J. Pierpont 
Morgan, when he almost literally 
threw me out of his office because I 
urged the establishment of United 
States banks throughout Latin- 
America; and yet today many of the 
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most powerful banking institutions of 
this country have regular banks or 
branches carrying their names in most 
of the important commercial centers 
of Latin-America. Only ten years ago. 
the leading shipping companies and in- 
"terests in the United States contended 
against me that Pan-American com- 
merce would never support large steam- 
ship lines and commodious rreight and 
passenger vessels; and yet today the 
United States Shipping Board and 
private companies have difficulty in 
providing enough vessels to ply be- 
tween the Atlantic, Pacific and Gulf 
ports of the United States and those of 
the east and west coast of South 
America. 


UMMARIZING the general insur- 

ance situation throughout Latin- 
America today, it must be frankly 
stated that the United States has only 
a very small business. What is being 
done is largely in the hands of local, 
national and European companies. 
Only a very few insurance interests of 
the United States have anywhere estab- 
lished themselves securely south of the 
Straits of Key West and the Rio 
Grande. This has been due largely to 
several causes; first, lack of interest in 
and knowledge of the field; second, 
satisfaction with the purely United 
States or North American opportunity; 
third, the long established position of 
European companies and the organiza- 
tion of new local companies; fourth, 
local laws which did not seem favorable 
to the investment of United States in- 
surance capital; fifth, no such develop- 
ment of the usefulness and appreciation 
of insurance throughout all classes of 
people in Latin America as is char- 
acteristic of the United States; sixth, 
methods of construction of both priv- 
ate and business buildings and climatic 
conditions which did not seem to de- 
mand as much consideration as re- 
quired in the United States and north- 
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ern countries. Many other influences 
might be cited and possibly it would 
seem as if these were good reasons 
why the field was not inviting. 
On the other hand, great changes 
are coming throughout all Latin- 
America, and these changes involve 
methods of construction and _ living. 
The old isolated life and the typical 
one-story adobe, brick or _ stone 
house is passing. In every city, peo- 
ple are being brought closer together; 
Jarge residences, apartment houses and 
lofty business structures are going up; 
investments in homes, buildings of 
‘commerce and industry are increasing 
with a corresponding demand for in- 
crease of protection. It can be said 
that Latin-America is everywhere en- 
tering upon a new era of reconstruc- 
tion from the old style of city and 
town required by ancient conditions 
of life into characteristics such as are 
found in the United States and Europe. 
In other words, there is a vast archi- 
tectural renaissance showing itself 
from Havana and Mexico City south 
to Buenos Aires and Santiago. It is 
taking place to a greater or less de- 
gree according to the location, size, 
population and progress of the city. 
Immense new undertakings in all 
classes of construction are also under 
contemplation as proved by the news- 
papers of Latin-America and the re- 
ports that are coming continually to 
the United States. The one great need 
of the Latin-American peoples is 
money to carry these plans through, 
and there may be considerable delay 
in some of the greater programs be- 
cause of the high cost of money and the 
difficulty of obtaining it in even the 
United States or Europe. I think I 
indulge in no exaggeration when I pre- 
dict that during the next ten years 
$1,000,000,000 of United States money 
will be invested in different kinds of 
construction in the 20 Latin-American 
countries. 
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NUMBER 


HE greatest interest in new or 

modern insurance methods is being 
shown in Brazil, Argentina, Uruguay, 
Chile, Peru and Cuba. The list of 
countries showing a lesser but an in- 
creasing interest includes Mexico, 
Guatemala, Salvador, Panama, Colom- 
bia, Ecuador, Venezuela and Bolivia. 
While the movement is not very rapid, 
there are also signs of new activity in 
Nicaragua, Costa Rica, Haiti, the 
Dominican Republic and Paraguay. 
The cities in which every variety of 
mSurance is making most rapid prog- 
ress are in the order named: Buenos 
Aires, Argentina; Rio Janiero and San 
Paulo, Brazil; Havana, Cuba; Santiago, 
Chile; Mexico City, Mexico; Lima, 
Peru; and Panama City. The other 
capitals and commercial entrepot are 
giving much more attention than form- 
erly to insurance, but are not moving 


ahead as rapidly as the larger cities 
already named. 


|X CONCLUSION, I desire to im- 
press upon all of you the immeasur- 
able importance of your joining with 
every other interest of the United 
States in developing Pan-American 
solidarity, Pan-American cooperation, 
Pan-American sympathy and Pan- 
American confidence. It is just as 
necessary for all the countries of 
America from Canada to Chile to stand 
together for their common principles 
of government, civilization and Chris- 
tianity as it is for the states of the 
United States to stand together for 
their mutual welfare. It is just as im- 
portant for all the American countries 
and peoples to stand shoulder to shoul- 
der and elbow to elbow, so to speak, in 
advancing Pan-American progress as it 
is for the insurance companies and the 
insurance agents to work together for 
their common good. If the new world 
wishes to hold its own in competition 
with Europe and Asia, and if it will 
become the leading section of the world 
and not the laggard in representing 








what is best in civilization, government 
and commerce, its nations and peoples 
must cooperate along every line of in- 
ternational activity. Pan-America and 
Pan-Americanism mean more for the 
United States and for every American 
country than any other terms repre- 
sentative of international effort. The 
United States cannot hold. this mighty 
position of leadership among the na- 
tions of this world unless it has the 
support and cooperation of the other 
American countries, and none of them 
can ever realize their greatest aspira- 
tions and assure themselves permanent 
peace, progress and prosperity without 
the sympathy and aid of the United 
States. 


Des Moines Committee Chairmen 


The bocal arrangements for the con- 
vention were especially well taken care 
of by the Des Moines agents. Noth- 
ing was left undone to provide for the 
comfort and convenience of the visitors. 
The chairmen of the local convention 
committees were as follows: 


Executive Committee—P. J. Clancy. 
Reception Committee — Eugene 
Walsh; E. H. Mulock, C. Ray Brand, 
subchairmen. 
Automobile 
Waddell. 
Registration Committee—E. E. Craw- 
ford. 
Entertainment 
Mulock. 
Finance Committee—P. J. ams 
Hotel Reservation Committee—A. J. 
Verran. 
Transportation Committee—O. H. 
Chambers. 
Badge Committee—J. L. Petty. 
Business and Program Committee— 
H. G. Zimmerman. 


Committee— W. W. 


Committee — E. H. 


Wade Fetzer of Chicago, president 
of the Insurance Federation, was one of 
the interested spectators at the conven- 
tion. 
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ment. 


INCINNATI has long been a 
stronghold of the Agency Move- 
The agents of Cincinnati 





This space is used merely to convey our 
GREETINGS and GOODWILL 


| 


HE Ohio Association of Insur- 
ance Agents was the first to em- 








are well organized locally, and are 
always well represented at annual 
conventions of the Nat onal Asso- 
ciation of Insurance Agents. 
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ploy a paid organizer and in those 
early days much of the money and 
enthusiasm needed to firmly estab- 
lish the state -association and the 
National Association came from 
Cincinnati. 
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AMES T. CATLIN, JR., of Dan- 
J ville, Va., president of the Virginia 
association, was the last scheduled 
speaker on bank agencies. He said: 
To me has been assigned an almost 
impossible task, that of closing the dis- 
cussion on “Bank Agencies,” for as 
long as these agencies exist, just so 
long will there be discussions, and 
justly so. When I say “bank agencies,” 
I am not referring to the small coun- 
try banks, nor these agencies in towns 
where the volume of business does not 
justify a man in giving his entire time 
to the business. In Virginia there is 
a city of about 30,000 population in 
which there are twelve agents, mem- 
bers of our state and national associa- 
tions. There are also four banks and 
trust companies, all in the insurance 
business. These are the kind of 
agencies that are raiding the business 
of the old-time bona fide agents, not 
to mention powerful institutions iike 
the Bank of Italy. 


WOULD not belittle the seriousness 

of the competition created by mu- 
tuals and reciprocal, these “insurance 
bolshevists,” but to my mind the Amer- 
ican agency system faces today one of 
its most serious problems in this ques- 
tion of “bank agencies.” 

To a prospect or_ policyholder 
mutual insurance is purely a matter of 
“dollars and cents,” and sometimes by 
an intelligent presentation of the sub- 
ject, we can convince them of the su- 
periority of stock insurance over mu- 
tual. In this manner lines have been 
retained, and lest ones recovered, but 
how many of us have ever recovered 
risks that were lost to bank agencies? 
No insurance agent worthy of his pro- 
fession has any kick coming when he 
loses a line by clean competition, 
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Catlin Calls Bank Agencies 
Menace to the Agency System 


whether it be to a bank agency or not, 
yet, it isn’t human nature for us to sit 
idly by and see our desirable risks cap- 
tured by bank agencies who write ex- 
actly the same contract, at the same 
rates, and possibly in the same com- 
pany. 


N THE insurance laws of how many 

states do we find a paragraph some- 
think like this: ‘“‘No insurance corpora- 
tion nor agent thereof shall pay, or al- 
low or offer to pay, or allow as an in- 
ducement to any person to insure any 
rebate or premium or any speciai favor 
or advantage whatever in the dividends 
to accrue thereon, cr offer any induce- 
ment whatever not specified in the 
policy.” And yet how many bank 
agencies secure any appreciable amount 
of business without violating these 
very same laws? 

There are some who will readily say 
that we are raising this question purely 
on personal grounds, and that we should 
be good losers. I maintain that the 
bona fide insurance agent is a good 
loser when the game is on the level, 
but when the cards are stacked against 
him patience ceases to be a virtue. 


N A SMALL Virginia town with a 

population of about 7,500 there are six 
agencies, two of whom represent over 
twenty companies and have a premium 
income of considerably over $100,000 a 
year apiece. Just a short time ago a 
bank and trust company took over one 
of the smaller agencies and immedi- 
ately one of the largest and most promi- 
rent companies in the country, 
that had been represented in one 
of the larger agencies for 25 years, 
transferred their agency to the bank 
and trust company. So far as I have 
been able to learn no reason was given 
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FRANK L. MINER, Des Moines 
President Iowa National Fire 


by the special agent who made the 
transfer other than he believed it to be 
to the interests of his company. The old 
agent felt very close to and had a lot of 
personal pride in this company that he 
had represented faithfully for so long 
a time, and believed that he was en- 
titled to some reason for the transfer. 
However, he received very little satis- 
faction. 


OT many of us can adopt the same 

radical methods to meet this kind 
of competition that one of our mem- 
bers did some time ago in another 
small town in Virginia. He is one of 
those real agents who walks into a 
man’s place of business, tells him his 
basement is a veritable fire trap, and if 
he doesn’t clean it up in 24 hours he 
will cancel his insurance. The town 
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had one bank and _ three insurance 
agents. Our agent went into the 
bank one day to make a deposit and 
saw on the cashier’s desk several pads 
of blank policies and some insurance 
supplies, and said: “It looks like [’m 
going to have another competitor.” The 
cashier replied that they had decided 
to go into the insurance business in q 
small way to handle the business of 
their officers, directors and customers, 
He was asked if he expected to demand 
the insurance of those who borrowed 
from the bank, to which he gave rather 
an evasive reply. 

It so happened that the agent and 
his partner owned a good brick build. 
ing across the street, and after talking 
the matter over with several of their 
friends they decided to open a bank of 
their own. To make a long story short, 
the new bank has almost as much busi- 
ness as its competitor, and the agent 
has been able to more than hold his 
own. This agent told me that ever 
since the organization of his band not 
a single loan had been made condi- 
tioned upon the insurance, nor had the 
bank ever offered any inducement to 
secure any insurance. It all goes to 
show that heroic treatment is required 
sometimes. 


O YOU believe 

actually create any appreciable 
amount of business? Do you believe 
they even attempt to develop the so- 
called “side-lines”? I do not. Is it not 
a fact that these agencies confine their 
activities almost exclusively to the fire 
and casualty lines that are easy to pro- 
cure? As they practically exist on busi- 
ness created and developed by other 
agents may they not very aptly be 
termed “insurance parasites’’? 

The real insurance agent is interested 
in fire prevention, tells his customer 
what to do in order that his rate may 
be reduced, suggests proper forms to 
give the desired coverage, brings to his 
attention the desirability of use and oc- 
cupancy, rent, riot and civil commotion 
insurance, and the various other side- 
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COMMERCIAL UNION 
ASSURANCE COMPANY, 


LIMITED 
OF LONDON, ENGLAND 


—forging ahead 


The Commercial Union Assurance Company 
believes in extending every possible assistance to its 
agents. It is proud of its organization, it counts it the 
finest in the country in quality, capability and good 
judgment. 


The next two or three years will be a testing 
time in insurance. Companies and agents will face 
new conditions. Through all changes, panics, confla- 
grations and upheavals, the Commercial Union has 
stood as an impregnable fortress. The storms have 
not moved it. It is firmer than ever. 


Agents need to have acare for the future. They 
want to make themselves absolutely secure. 


Commercial Union Agents know that in spite 
of all emergencies they are safe, that their policy- 
holders are secure and all that have relations with 
the company will continue to be satisfied. 


COMMERCIAL UNION ASSURANCE 
COMPANY, LTD. 


of London, England 


UNITED STATES HEAD OFFICE 


59 John Street, New York, N. Y. 
Whitney Palache, Manager 
C. E. Porter, Asst. Manager 


WESTERN DEPARTMENT NORTHWESTERN DEPT. 
76 W. MonroeSt., Chicago, Il. Denver, Colo. 
H. C. Eddy, Resident Secretary J. F. Edmonds, Resident Secretary 
A. M. Nelson, Assistant Secretary George Sherrick, Assistant Secretary 
F. E. Mathews, Agency Superintendent - G.R. Poole, Assistant Secretary 


J. C. Griffiths, Jr., Agency Superintendent 
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ines, inspects his premises, assists him 
. in event of floss, and in fact is his in- 
surance counselor. Can this be said of 
the bank agent? From a public stand- 
point which is the better agent? 


T IS.a known fact that the bona fide, 

aggressive, experienced, service-giv- 
ing, competent agent is losing business 
every day to the inexperienced bank 
agent. The question naturally arises 
why, and who is to blame? The answer 
is simple but the remedy difficult. “Un- 
fair competition” is responsible for the 
foss, and our companies are to blame. 
In their eagerness for a large premium 
income they have forgotten the loyal 
agent who has represented them faith- 
fully, it may be for a good many years, 
and have transferred their representa- 
tion to a bank. 

What was at the bottom of the en- 
tire Louisville situation, by which the 
oldest local board in the country was 
brought into court, and which for a 
time threatened the very existence of 
every local board in our entire organi- 
zation? A dissatisfied company and a 
trust company agency. 


NLESS the appointment of these 

bank and trust company agencies is 
discontinued the very existence of the 
entire American agency system will be 
threatened. Place all the insurance 
among bank agencies exclusively, and 
one of the three most important busi- 
ness interests in the world today ceases 
to be as prominent a factor in our pro- 
gressive commercial life as it formerly 
was. Exclude the aggressive bona fide 
agent and you stagnate the insurance 
business. 

A good, strong, uniform agency qual- 
ification law passed in every state 
would materially assist in the satis- 
factory settlement of this matter; how- 
ever, if such a law is passed, I believe 
it will have to be put over by the in- 
surance commissioners and the agents. 
A little personal experience during the 
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recent session of our legislature at 
which a bill of this kind was intro- 
duced by the Virginia association and 
defeated, leads me to believe that we 
cannot expect assistance from our com- 
panies, 


HE business of insurance should 

be conducted on a higher and better 
plane, and the companies as well as 
the agents well know the necessary re- 
forms, but after all is said and done 
they are the ones to settle this question 
of bank agencies. They created them 
and can settle them if they will. 

Let us as agents improve our serv- 
ice to the public, increase our knowl- 
edge of the business, have more faith 
in our brother agents, become more 
useful to the community, co-operate 
with the insurance commissioners, and 
we will make our companies more val- 
uable agents. Endeavor to persuade 
them of the justice of our contention 
concerning these “insurance parasites.” 
Let’s confer, co-operate and use every 
honorable means at our disposal to set- 
tle this perplexing question. If we fail, 
then let’s lay our cards on the table 
and fight. We have nothing to con- 
ceal from them, the insurance com- 
missioners, nor the public, and this mat- 
ter can be settled. If we’ve got rabbit 
blood in our veins let’s get out of the 
insurance business. 

If the fundamental principles of the 
American agency system and those 
high ideals for which this organization 
stands are right, then let’s “carry on,” 
for principles never die. 


THE NATIONAL UNDERWRITER and 
“Rough Notes” gave a notable exhibi- 
tion of insurance supplies of all kinds in 
a sample room at the Fort Des Moines. 
Here were demonstrated the most mod- 
ern office systems, books, blanks, ad- 
vertising material and so on. This ex- 
hibition created wide attention. R. E. 
Morrow of Indianapolis and George C. 
Roeding of Cincinnati were in charge. 
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A. W. NEALE, Cleveland, 0O., 
Ex-President National Association 


Many C 

A number of prominent casualty and 
sureties officials and general agents 
were present at the convention, among 
them being Fred L. Gray of Minneapo- 
lis, Charles H. Hood, of Minneapalis, 
president of the National Association 
of Casualty & Surety Agents; Wade 
Fetzer of Chicago, president of the 
Insurance Federation; George OD. 
Webb, Lew H. Webb and Ralph Miller 
of Conkling, Price & Webb of Chicago; 
J. M. Haines, superintendent of agents 
of the London Guarantee & Accident; 
M. A. Craig, manager of the surety de- 
partment, and S. F. Norwood, super- 
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intendent of agents of the Globe Indem- 
nity; Peter Epps, Chicago manager of 
the Georgia Casualty; C. H. Eldredge, 


Chicago manager of the United States _ 


Casualty; President E. S. Lott of the 


United States Casualty, President Gus ~* 


A. Elbow of the American Bonding & 
Casualty of Sioux City; Vice-President 
W. L. Taylor of the Federal Surety of 
Davenport. 


George D. Markham of St. Louis, in 
his talk at the get-together banquet, 
referred to the difference in opinion 
that arose at the St. Louis convention, 
The contention there was strong and 
at times bitter. The so-called old guard 
rather resented a change in the policy 
of the association. However, the newer 
element prevailed leading to the elec- 
tion of E. M. Allen, as president, and 
Fred J. Cox as chairman of the execy- 
tive committee. Under their leadership 
the association started on its bigger 
career. Mr. Markham frankly acknowl- 
edged that Mr. Allen and his cohorts 
had the right vision at St. Louis, and 
he gave them the credit for leading the 
movement looking forward to a greater 
organization. 

* * 

The presidents and secretaries of the 
state associations, the national officers 
and members of the national executive 
committee took lunch together Wednes- 
day noon at the Savery Hotel. Presi- 
dent Fred Cox presided. The whole 
time was taken up in the discussion of 
the financial problem of the national 
body and the working out of a system 
of state dues that would enable the 
national office to take care of its obli- 
gations properly and to extend its op- 
eration where necessary. 

* * * 


The officials of the Home of New 
York, Franklin and City of New York, 
gave a complimentary dinner to their 
agents and  some_ special friends 
Wednesday evening. 
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Cash Basis for All 
Insurance Advocated 
By Company Official 


-f\NE of the leading company officials 

O is advocating that the companies 
and agents, through their respective or- 
ganizations, start a movement to get 
_ the insurance business on a cash basis, 
thus following the practice that is ob- 
served in life insurance. This official 
calls attention to the fact that his own 
group of companies lost over a million 
dollars last’ year through policies that 
were returned where the premiums 
were not paid and through loss of in- 
terest on outstanding balances. He 
feels that the time has come to stop 
this big waste. Originally the hail in- 
surance business was on a cash basis. 
A policyholder was unable to secure a 
policy unless he paid for it. Owing to 
the greater number of companies enter- 
ing the hail field, this old custom has 
been ignored. Life companies, how- 
ever, are very rigid in their require- 
ments. They have kept their business 
on a strictly cash basis. This official 
said that if the National Association of 
Insurance Agents and the National 
Board will take this matter up, it can 
be put through. He does not take into 
consideration the losses that occur 
under policies which probably would 
not have been paid for if the loss had 
not taken place. He thinks that undue 
credit is extended to agents and that 
a lot of time is taken by field men and 
head offices in making collections. He 
believes that if the insurance business 
is put on strictly a cash basis, agents 
then will have no excuse for not paying 
their balances. Credit cannot be ex- 
tended to assured. At the present time 
some agents have used as a competitive 
factor their facilities for extending 
credit in the payment of premiums. 
This official declares that the move- 
ment can be made a success if the Na- 
tional Association of Insurance Agents 
will get back of it and give it a boost. 
It would be to the big advantage to the 
agents as well as to the companies and 
would relieve the agents of much worry 
and time in making collections. It 
would put all agents on an equal basis 
so far as credit is concerned. People 
now readily pay for life insurance when 
the policy is delivered. This would 
only be extending the same practice to 
other forms of insurance. At the pres- 
ent time, this official says, there is a 
monumental waste in undue credit be- 
ing extended. Millions of dollars each 
year are thus lost. If the companies 
could make a saving in this direction, 
it would mean a far better showing in 
their financial statements. The official 
says that this issue is bound to come 
before the insurance interests and they 
must be prepared to meet it. 


Iowa Field Men’s Good Work 


The Iowa field men and especially 
those located in Des Moines or nearby, 
rendered excellent service during the 
convention. They worked hand in hand 

. with the local committees, doing their 
full part. They were at hand at all 
times welcoming visitors and driving 
their machines to and from railroad 
Stations. Much credit can be given to 
the field men for the part they took 
at Des Moines. They made excellent 
hosts as they knew so many agents out 
in the state and in the adjoining states, 


some of them having traveled outside of 
lowa, 





In the middle of the Wednesday 
afternon program the meeting was in- 
terrupted long enough to take a photo- 
staph of the agents in session. Some 
of the agents exhibited impatience 
when asked to sit still and lok pleasant 
for several minutes at a time, but those 
who had started to walk out just be- 
fore the pictures were taken seemed 
glad to return to their seats so as to 
hot miss out on the picture. 
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CAPITAL ONE MILLION DOLLARS 


An aggressive Des Moines company writing all of the following lines: 


Fidelity and Surety Bonds 
Burglary Insurance 
Workmen’s Compensation 
Automobile and 
Public Liability Lines 


REPRESENTED BY 


Brown, Mann & Barnum, 504 Waldheim Bldg., Kansas City. 
Stone & Ingram, Fourth National Bank Bldg., Wichita. 
Ww: White & Son, Lincoln Bldg., St. Joseph. <i 
Chris J. Muckermann Ins. Agency Co., Pierce a. St. Louis. 
ican Central Life Bidg., Indianapolis. 4 
Mi an Bonding & Insurance Agency, 802 Real Estate Exchange, Detroit, Mich. 


Mi 

John Townsend & Son, Commerce Bldg., St. Paul. 

Pattison Realty Co., Selwood Bldg., Duluth, Minn. 

E. F. Briggs, Fargo, N. D. 

Webster Agency, Grand Forks, N. D. 

S. T. Collins, Aberdeen, S. D. 

Knowles, Dwight & Barnett, Sioux Falls, S. D. 
Martini-Roberts Co., Brandeis Theatre ly Omaha. 

H. W. Binder & Co., 32 Pearly St., Council Bluffs. 

Geo. G. Keeler, 307 Granby Bldg., Cedar Rapids. 

Vogt & Stenger, 206 Central Office Bldg., Davenport. 
Schanke & Co., M. B. A. Bidg., Mason City. 

H. E. Weatherwax Agency, 707 Blackhawk Bldg., Waterloo. 
Van Orman & Van 11 First National Bank Bldg. Marshalltown. 





ALL DES MOINES AGENTS REPRESENT THIS COMPANY: 


CAPITAL ONE MILLION DOLLARS 
EBONY H. ENGLISH, President JOEL TUTTLE, Secretary 
HOME OFFICE: 715 LOCUST ST., DES MOINES, IOWA 
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Value of Local 
Light of 


THE 


Boards in 


Louisville Case 


NATIONAL 


BY A. G. CHAPMAN 


A. G. Chapman of Louisville is head of the Chapman Insurance 
Agency and is chairman of the grievance committee of the National Asso- 


ciation of Insurance Agents. 


Mr. Chapman is a live local agent. 


When 


the national convention was held in Louisville last year, he was prominent 


as one of the local hosts. 
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Louisville Board. Do you know that 

the Louisville Board was organized 
23 years before I was born and has 
been in continuous operation § ever 
since? A little while ago we had a 
dinner celebrating Colonel Timber- 
lake’s fiftieth anniversary in the Board 
—a member for 50 consecutive years— 
think of that! 

This is the organization that has just 
been subjected to the gruelling test 
with which you are all more or less 
familiar and in all this, you will prob- 
ably find the reason why one of its 
members has been selected to address 
you on “The Need, the Value and the 
Result of Local Boards.” 


| AM glad I am a member of the 
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N the first place, one would not sense 
the need, realize the value nor get the 
result if the members or the majority 
of the members did not have the proper 
spirit of cooperation. When the aver- 
age agent joins an organization for the 
first time and pays his money, he is 
usually ready with his mental scales 
to measure the immediate financial re- 
sults. In general, he is disappointed 
but it is to his credit that he sticks 
until he grows big enough and broad 
enough to see that in reality he gets 
big returns for the time and money 
invested. Then he knows he needs his 
local board to keep himself and his 
competitors from taking a narrow and 
ultra-selfish view of this great busi- 
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ness in which we are engaged. He 
appreciates the value of his board be- 
cause it stabilizes his business, puts a 
real money value on his agency and 
when properly operated, dignifies the 
business, has a tendency to take it out 
of the peddling class, in which some 
banks and trust companies teem to 
think it belongs, and makes it a real 
profession he is proud to proclaim. As 
a result he is made to respect his own 
business more and the profession com- 
mands more respect from his customers 
and the business world in general. 
There are many other results, chief 
of which is that he will have more 
ability and, I believe, more efficiency 
and in the last analysis, more profit. 
Aside from these and not the least of 
any of them is that it causes him really 
to enjoy—to like his work. 


O make a Board and make a good 

one requires us to do only three 
things but these three are essential: 
Organize, Pay and Cooperate. The 
greatest of these is cooperation. 

The danger in a_ successful local 
board or in any other organization of 
local agents, as I see it, is that when 
we begin to feel our strength, we are 
tempted to measure the financial gain 
of today without proper regard for 
the results of tomorrow. In this, we 
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When the capacity of admitted insurance companies is exhausted, 
local agents can find ample capacity and attentive service for han- 
dling their excess in our Surplus Line Department. We will write as 
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commission to brokers. 


Our country-wide organization enables us to offer you exceptional 
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must watch our step. The stronger 
we get, the broader we must be. If a 
member violates a rule, he should pay 
the penalty but the organization should 
absolutely forget the offense when 
proper amends have been made. The 
treatment may be better than the of- 
fender deserves but the organization 
owes it to itself to be as wise as a 
governor and yet as considerate as a 
brother. 

Every particle of added strength, as 
our boards or organizations progress, 
must be measured by an equal amount 
of responsibility to the public and to 
the companies we represent. If we 
fail to let this responsibility keep pace 
with our strength, we are surely riding 
for a fall. We should not be tempted 


to legislate more profits to ourselves . 


for today unless we know that such 
legislation is both fair and practical 
and will stand the acid test of time. 
As we grow stronger and stronger in 
our national, state and loca! organiza- 
tion, we must not let this strength blur 
our vision to the extent that we are 
actuated only by pride and selfishness. 


HOPE I will be pardoned for again 

referring to the Louisville Board, 
but as a matter of fact, this organiza- 
tion was in operation more than a half 
century before I became a member, so 
that, personally, I can claim only a 
very small part in its history. Since 
March 25 of this year, it has faced a 
situation that I know you are vitally 
interested in and by which you are 
perhaps directly affected. 

On Feb. 15, 1854, the charter was 
taken out and this good, old ship has 
weathered all storms to date. In the 
carefully recorded minutes (and there 
is almost a ton of them, as we have a 
stenographic record in most cases of 
the entire proceedings) there are re- 
corded many differences between mem- 
bers and a few law-suits. Members 
have been fined and expelled but being 
good “sports” and respecting the or- 
ganization because it was always fair 
—its faults were from the head and 
not the heart—the expelled or fined 
member came back. And let me em- 
phasize the fact that he was always re- 
ceived back. . 


—. the last year or so, a mem- 
ber was suspended. Today he 1s 
back, and at the last annual meeting was 
placed on the grievance committee. No 
matter now who was right or who 
was wrong, the slate is clean and it 1s 
forgotten. Within the same period, 
another member was fined heavily and 
he thought it was unreasonably severe. 
He said so and may or may not have 
had cause for the “grouch” that he 
carried for awhile, but a few days ago, 
I received an invitation to an old- 
fashioned house-warming party in this 
agent’s new office, as did every other 
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nt in town. Everybody went and 
we had some party in those dandy new 
quarters. The old. sore had healed. 
I give you these little side-lights to 
acquaint you with this organization, 
which not only had to stand in the 
front trenches and face an enemy but 
on the enemy’s side stood the biggest 
prother in our organization. A big 
prother who was not mean or unfair 
put who simply had ceased to love, 
respect and cooperate with his family 
council. 


{ 
ICTURE the battlefront that this 
poard faced: Neal Bassett, vice- 
resident and manager of the Firemen’s 
of Newark, with his known ability as a 
eral; Messrs. Booker & Kinnaird, 
with the largest city business on their 
books, expert insurance men and affili- 
ated with the Fidelity & Columbia 
Trust Company, which I understand is 
the largest trust company south of the 
Ohio river; the Citizens-Union National 
Bank, the second largest bank in the 
state of Kentucky, and the Fourth 
Street Bank, all making a multi-million 
dollar financial backing with wide con- 
nections and big influence in our com- 
munity and state. Many of our 
members owned stock in these banking 
institutions, enjoyed their patronage and 
were using the credit they extended to 
pay balances within the 45-day limit. 
Then, too, when sizing up the strength 
of the other side, we saw fourteen of 
the biggest companies getting large 
premiums and with every prospect of 
getting more. We knew the good repu- 
tation of these companies but you can 
understand that when we considered the 
possibility of a mis-step somewhere, 
confusion of the issue involved or some 
other misunderstanding, we did not 
know what the final result would be. 


HERE were some signs of nervous- 

ness in our ranks when pressure was 
put on—and there was pressure—and 
the possibility of heavy damage suits 
began to loom up, but on May 26, 
after two full months of our very best 
effort to straighten out the tangled 
situation, the flag was raised and a 
declaration was made in the crowded 
room at the board office. Our rules 
provide for a fine for the absence of 
any member from any meeting, but no 
fines were paid that day. Let me quote 
from the records: 

“We are squarely facing the issue to- 
day of whether or not the Louisville 
Board of Fire Underwriters, backed by 
the National Association of Insurance 
Agents, is strong enough to defend its 
charter against all enemies whether 
they be from within our ranks or from 
the outside. The time for diplomatic 
negotiations is over. Weakness now 
means disloyalty.” 


eke immediate result was unanimity. 
The nervous members said in sub- 
stance: “We are not at all sure that 
the board can win, but we are certain 
of our association and we will share 
the burden and responsibility or the 
joy and benefit as the case miay be. 
In a few days, the special agents passed 
a majority vote of confidence and back- 
ing and I cannot begin to tell you how 
much that little short resolution was 
appreciated. Then in the course of a 
ew days or weeks, the companies one 
by one declared allegiance to the board 
and thereby showed their respect and 
appreciation of the local agents’ or- 
ganization. I think it proper here to 
give you the names of these companies: 

Royal, Westchester, Fireman’s Fund, 
Phoenix of England, American Central, 
Sun, New Jersey Fire, Camden, United 
States, St. Paul Fire & Marine, Royal 
Exchange, Union of Canton, Phila- 
delphia Underwriters, If you represent 


any of these companies, I know you are 
Proud of it. 


HEN came the very expensive and 
be eve racking court proceedings. 
€ several trials, as you know, were 


all in our favor and the highest court 


_ Of our state in the final decision said: 
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“We do not think these by-laws are 
open to any legal objection or operate 
as an unlawful restraint of trade. 
Bodies of men organize and associate 
together for the purpose of engaging 
in or who are engaged in some legiti- 
mate and lawful enterprise may adopt 
and enforce such just, fair and reason- 
able rules.” 


S IT stands, the Firemen’s Insur- 

ance, Newark, has two non-board 
agents in Louisville. One is the trust 
company that we can never admit to 
membership in our board; the other is 
Booker & Kinnaird that elect to remain 
out and continue the representation of 
the Firemen’s. The result is that Mr. 
Bassett is getting perhaps five times as 
much business out of Louisville today 
as he did formerly and perhaps two or 
three times as much business out of 
Louisville as any of the companies 
above referred to that stood by the 
Board. Now, we of the Board are at 
our rope’s end. If Mr. Bassett can 
project a similar situation in a number 
of cities, he would not have to bother 
about local agents’ organizations; he 
would get all of the business he could 
handle even with the reinsurance fa- 
cilities that he seems to have recently 
developed and which we local agents 
are much interested in. Of course, 
neither your companies nor mine would 
reinsure the Firemen’s on Louisville 
business now, but somebody is doing it. 


OCAL boards occupy an important 

position but I think the Louisville 
situation emphasizes the need of the 
National Association. There should be 
closer cooperation and I believe the 
National Association could well afford 
to spend the necessary funds to send 
one or more outside members to help 
out when at any time there is dissension 
in the ranks of a well-established local 
board. The Louisville Board was and 
is much stronger by reason of the Na- 
tional Association of Insurance Agents. 
In fact, every local board in the United 
States has been—must be—stronger by 
affiliation with the ‘National Association. 
It is true the National Association 
cannot do it all; it cannot help those 
who cannot help themselves. 


UT to return to the Louisville 

situation. We in Louisville do not 
know whether Mr. Bassett deliberately 
attempted to break the Louisville 
Board or not; we only know that what 
he did leads to that conclusion. How- 
ever, he failed in that, though he is 
reaping gains in premiums as a result 
of that move and at the expense of 
the companies who were loyal to the 
Louisville Board and so to the National 
Association. 

Threats of damage suits and reprisals 
did not intimidate us in what we be- 
lieved to be right nor will they ever 
intimidate any local board, state or 
national association conducted on such 
principles that the highest state court 
can say what the Kentucky court of 
appeals said of the Louisville Board: 

“That during the long existence of 
this Board it has performed a useful 
service to the insurance companies, the 
agents and the insuring public by pro- 
moting harmony, honest dealing and 
fair methods in the conduct of the in- 
surance business.” 

It seems to us that the future is in 
your hands. 


THE NATIONAL UNDERWRITER 


How to Meet Competition 3 
of Mutuals and Reciprocals 


RAIG BELK of Houston, Tex., 

southwestern territorial vice-presi- 

dent of the National Association, 
led the discussion on “Mutual and Reci- 
procal Competition.” He said: 

It has been my privilege during the 
last six months to visit agencies from 
the Atlantic to the Pacific and I have 
yet to find a single one when you asked 
how about “mutual and_ reciprocal 
competition” that did not square him- 
self and recite a long story. Here we 
have agents from every section of the 
country. There are among us many 
holding widely different views on this 
subject. There are some who feel that 
mutuals and reciprocals and inter-in- 
surers are sort of political ulcers, while 
others do not feel like designating them 
as such but choose to consider them as 
moral nightmares; but when you come 
to consider them from the competitive 
point of view, you lose sight of any 
names by which they may be desig- 
nated and realize that you are up 
against a perpetual pestilence. 


OW in approaching the subject we 

can proceed along two lines only; 
first, as American citizens; second, as 
insurance agents. As citizens we are 
taught—and most of us have learned 
the lesson well—that this form of in- 
surance constitutes to a marked degree 
teachings of socialism, communism and 
sovietism, and as right-minded men and 
American citizens for that reason, if no 
other, we should oppose it. As agents, 
after long years of work, we reach the 
conclusion that mutuals and reciprocals 
are simply competition and that ways 
and means should be found to meet 
what we righteously feel is competition 
of a low grade. 


‘9 HE casualty executives at White 
Sulphur a few days ago reached a defi- 
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nite understanding as to how to meet 
this competition. From investigations 
made they have determined to their 
own satisfaction that the larger and 
more intelligent agent is not the one 
that is crying loudest and losing the 
most lines to the mutuals, but, as they 
see, it is the local agent that does 
not thoroughly understand his contract 
when measured by the mutual policy, 
and, therefore, that agent is not thor- 
oughly equipped-to meet that form of 
competition—he does not understand 
the best arguments to use and the most 
salient facts to present. After the 
casualty executives reached this con- 
clusion they decided to put on, as it 
were, a campaign of education among 
the agents and to that end have created 
a bureau of information from which 
will come articles, pamphlets and books 
so as to put properly before the agents 
of this country the necessary ammuni- 
tion with which to fight a successful 
battle. 


HE majority of us here have met 

before in convention. We have 
learned long since that this is_ the 
forum where we exchange our views 
and where we learn much of how to 
handle problems of every kind and 
character that arise in the business ot 
insurance. I dare say if we were the 
only agentsin the United States today 
the new bureau of publicity just spoken 
of would not have to be created, for 
we watch carefully the papers, maga- 
zines and other periodicals for articles 
such as our good friend, Edson S. Lott, 
and others write almost every week. 
We have learned how to use this in- 
formation that comes to us, and, of 
course, to keep abreast of the times we 
give the subject attention almost daily, 
but the situation changes with clock- 
like regularity. 
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mg keg we met twelve months es 


in Louisville much has been wri 
ten, much has been said and much has 
been done that would tend to shed 
light on this subject. . Therefore, it he 
hooves us to get together again ang 
take advantage of the time that is given 
us today to exchange views t 
strengthen ourselves, to learn of what 
the other fellow is doing and thereby 
improve our fighting ability. It jg 
eternal vigilance that counts, but we 
must remember that the other fellow js 
also vigilant and he is in numb 
too. Therefore, we, as agents, who 
come in contact with our brother agent, 
should ever remember that it is oyr 
duty to give him the benefit of the best 
that we have in shop and to help him 
in every way, so that the front line we 
‘present as a body of insurance men 
throughout the country shall ever be 
intact. 

From here let us return to the com. . 
munity in which we live. Tell our 
brother agents at home what we have 
learned and then, as good citizens who 
believe that our government and our 
institutions are the best safeguards that 
a people ever had, proceed to educate 
the insuring public as to the danger or 
of tampering with this entering wedge 
of socialism. 





Many Companies Keep 
‘Open House” For Agents 


One of the interesting features at 
the Des Moines convention was the es- 
tablishment of official headquarters by 
various companies. Here was dispensed 
true hospitality. Company people were 
present to greet their agents and other 
callers. 

The most elaborately 
headquarters was the North British 
room. It was very artistic in its floral 
and autumnal effects. Flags were used 
profusely. Much credit is .due to 
Chauncey S. S. Miller, the publicity 
man, who certainly did enterprising 
work in advertising the headquarters 
and seeing to it that they were deco- 
rated in right good fashion. Those in 
charge of the headquarters besides Mr. 
Miller were United States Manager C. 
F. Shallcross, Assistant Manager Chas, 
E. Case, General Agent F. L. Stabler, 
Secretary R. P. Barbour, and Western 
Manager G. H. Batchelder of the Penn- 
sylvania. 

The Home of New York close by 
also had very commodious quarters 
where the agents and callers were ad- 
mirably treated. The Home gave a 
dinner to its agents Wednesday even- 
ing. C. T. Deatrick, Ohio State agent, 
presided. In charge of the Home head- 
quarters were Assistant Secretary J. A. 
Campbell, Publicity Manager E. L. Sul- 
livan, State Agent C. T. Deatrick of 
Ohio, State Agent H. M. Zimmer of 
Illinois, State Agent John H. Walsh of 
Missouri and H. B. Doten of Chicago, 
special agent of the City of New York. 

The Southern Surety also held forth 
in excellent style, a large number of 
callers visiting its rooms. The officials 
in charge were President C. F. Cobb, 
Vice-President F. A. Ungles, Vice 
President and General Counsel J. H. 
Huckelberry, Superintendent of Agents 
W. W. Powell and Harry H. Butler, St 
Louis manager. 

The Continental group also had of- 


decorated 
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where A seers 

reatly in evidence. hose in 
ree of the headquarters were Paul 
L. Haid, assistant to President Henry 
Evens; A. K. Taylor, publicity man- 
ager; N. T. Robertson of Chicago, 
secretary of the Fidelity-Phenix; I. D. 
Goss, superintendent of the western 
farm department, and Ernest A. 
Henne, one of the chief examiners in 
the western department. 

The Aetna Life, Aetna Casualty & 
Surety and the Automobile of Hart- 
ford also had headquarters and 
“Aetna-ized” a large number of callers. 
The headquarters were in charge of 

G. Little of Des Moines, manager for 
lowa; John Heelan, special home of- 
fice representative; George Fulton, as- 
sistant secretary of the Automobile; J. 
W. Robertson, general western agent 
of the Automobile, and T. Z. Franklin, 
western superintendent of the im- 
proved risk department of the Auto- 
Oe Federal Surety of Davenport, 
Ia, was well represented and_had of- 
ficial quarters in charge of President 
W. L. Taylor, Superintendent of 
Agents Okley H. Byer and R. L. Blum, 
superintendent of the burglary depart- 
ment. Mr. Taylor has a wide acquaint- 
ance among the agents of the country 
and they were cordially received at his 

uarters. : . 
= Royal Exchange had its official 
headquarters at the Savery Hotel. 
United States Manager E. C. Stokes 
was present and made many friends 
among the agents. He had as his body 
guard J. B. Tallman of Chicago, west- 
ern general agent, and C. 1). Livingston 
of Detroit, Michigan state agent. 


CASUALTY EXPIRATION RIGHTS 
(CONTINUED FROM PAGE 28) 


advise them as to accepting the agency 
for their company. 


TOOK this matter up with *the 

U.S. F. & G. through their loca) 
manager (who is manager in name 
only) and we had a definite under- 
standing at that time, that if the com- 
pany took this position, I would give 
up the agency for his company. I 
further had a definite understanding 
with him that all records regarding this 
matter would be an “open book” and 
all “cards laid on the table.” I carried 
out my part of this contract and gave 
him full information regarding my posi- 
tion, but the manager (in name only) 
closed his file so far as 1 was con- 
cerned, and it was about thirty days 
before I could get any information of 
any kind, and in the meantime they 
knew my position and knew what I 
would do when they announced theirs, 
and they took advantage of the condi- 
tion and were planning for their cam- 

ign while I was waiting for this in- 
ormation. All of this took place in 
the presence of one of their special 
agents, who will verify it today. 

Now, the first information I re- 
ceived from President Bland in regard 
to the severance of my connection with 
his company, among other things he 
made this statement: “We must - be 
frank with you so that you may realize 
once and for all that we are going 
right after every piece of business we 
can control, and that eventually we pro- 
pose to keep our armor burnished and 
our powder dry.” With this informa- 
tion, I put in my resignation with the 
U.S. FL & G.,, to be accepted at some 
date fixed by the company. This resig- 
nation was accepted and the date fixed 
by President Bland, April 15, 1920, and 

will cover all these statements by 
Saying that I gave up the U.S. F. & G. 
on account of their position regarding 
msurance expirations, and I might add, 
on account of their position, I am 
very glad indeed that I gave them up. 


Now. there are many things in this 

connection that I could mention 
and cannot do so, but I would like to 
tell you how hard I tried to avoid this 
controversy with President Bland, 
which I must admit was somewhat a 
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Announcement 


The live stock insurance field needs 
larger insuring companies and organizations. 


Farmers Live Stock Insurance Com- 
pany in recognition of this need is joining forces with 
lowa Live Stock Insurance Company, its honored 


friend and neighbor. 


Continuing under the name of the 
Farmers Live Stock Insurance Company this enlarged 
institution dedicates itself anew to the services of its 
agents and policyholders. Live agents and business 
builders will greatly profit by our greater facilities. 








Choosing Your Company 


The strength of an insurance company lies in its 
capital, assets, its honorable history and the ability, 
character and standing of those who conduct its affairs. 
Possessing all of these qualities to an eminent de- 
gree, [he Farmers is your logical connection. 


If you investigate the clean record and present 
high standing of this company you will have no 
hesitancy about choosing this institution in preference 
to all others—YOU should know our proposition. 
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if he would not interfere with my busi- 
ness, I would renew in his company 
the first year, perhaps, $25,000 in 
premiums and reduce this amount each 
year, and in this way he would not 
miss the business being transferred. 
This he would not agree to. In re- 
gard to the local agents reporting to 
my office, I agreed to visit the agents 
and let him do likewise, and leave the 
matter entirely with the agent. If he 
decided to stay with the U. S. F. & G. 
I would stay “hands off.” If the agent 
decided to come with me, he would 
stay “hands off.” This he would not 
agree to; but contended that he was 
going after every piece of business 
with all the force and power the com- 
pany had. 


O SHOW you further regarding the 
principle of this company, I made 
with them a subsequent contract, in 
which they agreed to deliver to me all 
renewals which I desired to renew in 
their company. I was to furnish them 
a list of these renewals, in order that 
they might know what business I was 
going to renew, and also in order that 
they might know what business it 
would be necessary for them to go out 
and attempt to rob my agency of. 
This I did, furnishing them with a list 
of renewals, and the first month they 


THE NATIONAL 


sent me most of them, as they had 
not completed their fighting organiza- 
tion at that time, or as President Bland 
spoke of them—“his little bull pups’— 
but the second month they had these 
little bull pups all lined up, and they 
delivered to me the renewals which 
they could not deliver after attempting 
to deliver them direct, or offering to 
deliver them through any agent the 
assured might name. By the time I 
was ready for my third month’s re- 
newals, I received a letter stating that 
the executive department had given in- 
structions that no renewals of any kind 
would be delivered through my office. 
Since that time, they have refused to 
deliver or permit me to collect even 
premiums on judicial bonds. They 
have collected them themselves or per- 
mitted any other agent to collect them, 
who would, stuck the money in their 
pockets, and they are now holding 
money in Baltimore that belongs to me, 
or this is the way I see it, but as to 
whether it is true, I will leave that to 
you. 


T THIS time the company, through 
their manager (in name only), be- 
gan their persecution by increasing 
their force from a little special agency 
office (which should have been the title 
of the manager) to about twenty-two 
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employes (and they claimed they 
would have twenty-five soon) all of 
whom were paid by the home office and 
were described by President Bland as 
“bull pups,” turned loose in North and 
South Carolina after the business which 
I had put on their books at my own 
expense, and this they cannot deny. 
However, the worst part of this, which 
I do not want you to mention to any- 
one, is that I happen to be a stock- 
holder in this company, and they were 
really using some of my own money in 
trying to take some more of my money 
out of my own pocket, but for all that 
is good and holy, do not ever tell this 
on me for I am going to sell this stock 
just as soon as I can get a buyer. 

Now, there is nothing I know of 
that is disreputable to the agency 
system but that this company has done. 
President Bland laid much stress on 
the fact that his company protected all 
agents’ rights so long as they remained 
agents of the company. I will not go 
into details in regard to this matter, 
but will state that President Bland is 
after the business and his manager 
made this statement to me, “We want 
the business and do not care how we 
get it,” and I am frank to tell you, if 
he is manager in name only, this was 
one time that he spoke the truth. My 
records are open on this subject, and 
I would be glad to furnish any infor- 
mation desired regarding the protec- 
tion of agents by this company. 


HEY pay excess commission or pay 

whatever commission it will take to 
buy an agent, but I am thankful to 
say that I had very few agents on my 
list that could be bought with their 
tainted commissions, as I have lost but 
very few agents, but the ones I have 
lost were bought with excess commis- 
sions. With one exception, they all 
agreed with my position and _ con- 
demned that of President Bland, and 
this one agent, as President Bland 
stated, “was just a lawyer,” and he 
agreed with me in the beginning and I 
feel sure does yet, but only states that 
“he is carrying out the wishes of the 
company.” However, he has been so 
well cared for by the American Agency 
Bulletin that I do not feel it is neces- 
sary for me to discuss him at this time, 
but to me an agent who will receive 
from a company renewals belonging to 
their brother agents and attempt to 
deliver them direct to the assured is 
even worse than President Bland, and 
I really thought that was impossible 
until this one agent in Salisbury, N. C., 
showed up and said that he would de- 
liver renewals of another agent. 


OW, for the agents as a whole, I 

must say that they have been brave 
and honorable men and stood by the 
principle rather than fall for the dollar, 
and a number of my agents have been 
offered excess commissions and re- 
fused to accept them, and advised the 
U. S. F. & G. that there was no place 
in their office for them. 

In Salisbury, they have been unable 
to secure an agent at all on account of 
the position of the company and on ac- 
count of the attorney, to whom I have 
referred, having attempted to deliver 
the renewals of another agent. They 
have been unable to appoint an agent 
in Charlotte. They tried to deny this 
statement, but they know it is true 
that they sent special men there from 
Atlanta who tramped the streets of 
Charlotte for a week, begging agents 
to take them in, but no one would have 
them (at least no agent who could get 
them any business worth while), and 
on behalf of the agents of Charlotte, 
I wish to say that so far as I know only 


_one small agent in Charlotte is giving 


them even any brokerage business, ex- 
cept in cases where they could not get 
it elsewhere. 


OW, my position in this matter as 
a general agent is this—that the 
business does not belong to the com- 
pany nor the general agent, except such 
business as the general agent may 
write through his local agency, “but 
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the business belongs to the local 
who produces it.” have never 
tended that the business belongs to 
but I did contend that the business p.. 
longed to the local agent, and that he 
had a perfect right to place it in what. 
ever company he might desire Without 
being interfered with by the former 
carrying company. } 

So long as the agents will concur 
with the company in such practice of 
course, such companies who are after 
the dollar and not after the Principle, 
will naturally continue such practj 
and it is up to the agents not to repre. 
sent or have anything to do with g 
company taking such a_ position, ]} 
realize that the U. S. F. & G. feels 
that it is a “great big company” and 
can dictate to the agents what th 
shall do, and will not be dictated tp 
by them, but I am here to say, and | 
believe this statement is true—that jf 
the agents agree not to represent such 
a company and will stand together for 
principle, that this company or any 
other company taking such a position 
will either change their policy very 
quickly, or be out of business and oyt 
of the way, and I am here for one, and 
I believe it has meant as much sacrifice 
to me as to the average agent, to say 
“that any company taking such a posi- 
tion cannot remain in my office,” and 
while it may mean a temporary loss 
and quite a little extra work, I believe 
it is time and money well spent to get 
rid of such companies. 


] WILL also state with reference to 
my local business, in handling it 
personally, I find that the assureds are 
cnly too glad to cooperate with you 
when they understand you are standing 
for a principle and not for the money 
involved, and I trust that this associa- 
tion may go on record, and when I 
say go on record, I do not mean to 
table anything at all, but I mean what- 
ever resolution may be passed, put it 
into execution and may we do some- 
thing of which we will always be 
proud. 

President Bland made the statement 
that “not only would the executives 
of other companies unanimously ap- 
prove of such actions, but he believed 
99 percent of the agents would concur 
in the justness of such practice.” Now, 
as you note, President Bland quoted 
the executives of other companies as 
being unanimously of the same opinion 
as his company. I am unable to give 
you the percentage of the companies 
that have denied this statement, but I 
believe that at least 90 per cent of them 
have come out and declared themselves 
in favor of the agent, and disapproved 
the position of President Bland. 


OW, let us see for a minute what 

he says about agents. He States 
that 99 percent of them concur with 
him in this practice, but as far as | 
am concerned, I have been unable to 
find even one agent that agreed with 
President Bland, and this statement of 
his stands disapproved by the majority 
of the state associations which have 
had meetings since this controversy 
started. I have received letters from 
agents throughout the country com- 
demning the position taken by President 
Bland, and approving the position 
taken by my agency. The North Caro- 
lina Agents Association passed a reso- 
lution, which most of you have f 
condemning the policy of President 
Bland and asking that the matter be 
referred to the National Association, 
and that a copy of this resolution be 
forwarded to President Bland. Upon 
receipt of same in his reply, he makes 
this statement: “The resolution does 
not interest me and no attention wi 
be paid to it. Let me say further that 
any action on this subject that may be 
taken by the national association W! 
also receive the respect due it—the 
waste basket.” 


Pe me quote you another one of 
Mr. Bland’s statements, in W 
he was referring to one of his agents 
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GLOBE & RUTGERS FIRE 


INSURANCE COMPANY 


111 WILLIAM STREET, NEW YORK 


Cash Capital, $700,000 


Assets January Ist, 1920 
$33,687,274.25 


Surplus to Policyholders 
$10,846,031.00 
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Secretary Secretary 
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Local Secretary Ass’t Secretary 

































110 








The 
Liberty 
National 
Fire 
Insurance 
Company 


The 
South’s 

! Largest 

) Fire 
Insurance 
Company 


C. H. TEAL 
President 


G. A. FOSTER 
Vice-President and Treasurer 


W. M. McCRANEY 
+ Secretary 


CHARLES O. WITTE 
Assistant Secretary 


H. H. RIMINGTON 
Managing Underwriter 


i. New 


| Orleans, 
La. 























THE NATIONAL 


who had written a letter condemning 
his position with regard to insurance 
expirations. This letter was written to 
my office with the request that I for- 
ward it to President Bland, and in my 
reply from President Bland he made 
this statement: “I have also directed 
that this agency be taken up and his 
power of attorney cancelled because 
we do not care to have a man of his 
type represent our company.” Now, 
you can see from this that he does not 
want any agent whose ideas do not 
concur with his to represent his com- 
pany, and do you feel after such a 
statement that we should, any of us, 
represent his company against his 
wishes? 

Now, gentlemen, I have laid before 
you some of the facts in connection 
with my controversy with President 
Bland of the U. S. F. & G,, and re- 
gardless of how much time, expense or 
agony he has caused me, 1 was in hope 
that before this convention he would 
declare himself in favor of the agents, 
and should he do so even yet, I stand 
ready to welcome him back into the 
midst of justice and right, and will 
take him by the right hand (if he will 
permit me) and allow all of the past 
to vanish away and speak of his com- 
pany as I speak of other competitive 
companies, and really help him to over- 
come the feeling that exists between 
his company and the agents, so long as 
he will conduct his business, based on 
principle and not money. But permit 
me to say that I do not see how this 
association can digest some of his state- 
ments, and I have carried this question 
into the state association, which ap- 
proved it, and recommended that it be 
carried into the national association. 
Now, it has been carried into your as- 
sociation, and I feel it is your duty to 
take some action in this matter that is 
worth while, and settle this question 
once and for all, but let me beg you 
not to pass any resolution that you do 
not expect to put into execution. 





T. E. 
Western General Agent Aetna 


GALLAGHER, Chicago, 





On Wednesday night the Des Moines 
local agents gave a most successful 
entertainment at the Auditorium, where 
the business sessions were held. A 
large crowd participated in the festivi- 
ties. There was a program of diversi- 
fied talent. There was singing, dancing, 
boxing, confetti throwing and a hun- 
dred other things that made the even- 
ing long to be remembered. Aside 
from the professional entertainment 
there was social dancing until a 
late hour. Refreshments were served 
in the balcony. Everything possible 
was done for the comfort and enjoy- 
ment of the guests. 


The walls of the memory must face 
the west, so many of the pictures with 
which they are hung stand out in great- 











est clearness in life’s afternoon. 


UNDERWRITER bic 


Casualty Executives Views 
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business upon our books, through hon- 
orable and ethical means, and the fur- 
nishing of expiration data, under condi- 
tions above stated, would be wholly 
unethical and unjust. In instances, how- 
ever, where dishonest action on the part 
of an agent was the cause of dismissal, 
we should feel wholly justified in pur- 
suing a different course.’ The conditions 
above stated ‘referred specifically to the 
controversy between President Bland of 
the United States Fidelity & Guaranty 
and the North Carolina’ Insurance 
Agents’ Association over the Wilkinson 
expiration.’ ” 
* * * 

Georgia Casualty—W. E. Small, Presi- 
dent—The Georgia Casualty Company 
now and always has considered the 
ownership of an expiration to lie abso- 
lutely in the agent or broker. This 
policy has been recognized by the com- 
pany for many many years and under 
no circumstances will we deviate from 
this well recognized fact. 

s * 2 

General Accident—Frederick Richard- 
son, U. S. Manager—I beg to refer you 
to the correspondence which took place 
last year between your predecessor and 
myself, also the interchange of letters 
with Mr, Underwood. My position on 
the question of expiration remains the 
same. The question so far as casualty 
companies is concerned is one for the 
National Association of Casualty & 
Surety Agents, and should be handled 
either through them, cr with their co- 
operation. This company operates mainly 
on the general agency plan; therefore, 
the question is one for our general 
agents. So far as our branch offices are 
concerned I agree to your proposition 
with reasonable exceptions. We have 
never had any trouble with our agents 
on the score of expirations, and it is 
really not a live question with us. 

+ * * 


Employers’ Liability—Samuel 


Apple- 











| Responsibility of Agent 











Is Pointed Out 





The duty of every local agent—and 
what should be uppermost in his mind 
at all times—is the improvement of the 
physical hazard of all risks that come 
within his knowledge and control. The 
right sort of client will appreciate the 
suggestion offered even if thereby no 
reduction is secured in his rate. Many 
simple hazards can be eliminated by 
the wideawake, thoughtful agent, such 
as having metal placed under a stove, 
seeing that a stove pipe is securely con- 
nected to the stove and in wall, also 
that same does not pass through a 
frame or other partition without having 
it properly guarded with a metal lining. 
Recommend the removal at once of all 
so-called “safety flues” set up in places 
in which were never intended that they 
should be installed. Watch that electric 
drop cords are not hung around nails, 
for this hazard has on many occasions 
been demonstrated. Remember to al- 
ways see that fire extinguishers are reg- 
ularly filled and always examine the. 
tags, as if by intuition. (One I re- 
cently examined was last filled in 1915.) 
Do not allow gasoline to be kept in 
regular cans or bottles, but insist on 
only safety cans being provided, and 
that no gasoline be kept unless abso- 
lutely necessary. See that your risks 
are kept clean and trash regularly re- 
moved. If necessary to retain paper, 
straw, excelsior or waste rags in build- 
ings, be sure to see that metal-lined 
boxes or self-closing metal cans are 
provided. Watch, also, that electric 
irons have red light connections, as 
neglect of these precautions is a rapidly 
increasing cause of fires in both fac- 
tories and homes. Take note that fur- 
naces have proper clearances to floor 
above and are properly protected with 
asbestos. 

These are but a few instances of how 
local agents can cooperate in the elimi- 


ton, U. S. Manager—My position is the 
same as communicated to your organi. 
zation under date of July 7, 1919, wherein 
I advised that the arrangements exist. 
ing between this corporation and itg 
agents is of a private character which 
I am not disposed to divulge for pub. 


lic information. 
* * 


American Bonding & Casualty—Gus, 4 
Elbow, President—I concur in the rego. 
lution adopted at last year’s meeting on 
the subject of expirations. I presume 
that my feeling in this matter is ip. 
spired somewhat by the fact that I have 
spent some time in the agency end of 
the business myself. 


* * * 


In addition, this message from Presi- 
dent A. Duncan Reid of the Globe In- 
demnity was received at the convention: 

“Regret unavoidable absence from 
what undoubtedly will be greatest gath- 
ering of insurance men that has ever 
occurred in the country. There are many 
topics of vital interest to insurance men, 
particularly the insurance agent, that 
should be settled, not the least of which 
is the question of ownership of expira- 
tions which must be answered definitely. 
We regard the business placed with us 
the result of the salesman’s effort and 
that the renewal rights of such businegs 
belong to him. An agent’s territoria} 
rights should not be invaded solely for 
the purpose of increasing the business 
of a given company either by the ad- 
vancement of the branch office method 
or the increasing of the number of gen- 
eral agents. The present is the time 
for clear thinking in the insurance busi- 
ness. Stock company representatives 
preach the gospel of protection to our 
industries and our business interests, 
but above all the present day is the time 
to advance Americanization as the best 
form of insurance and protection to our 
country.” 
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JAMES F. JOSEPH, Chicago, 
Secretary Western Advisory Committee 








nation of fire waste, but, more impor- 
tant still, inspect every risk before writ- 
ing it. Do not cover a risk for too 
much insurance, or write one for an ap- 
plicant that you would not write or 
approve if you were the carrying com- 
pany. Feel that you share some fre- 
sponsibility; realize the confidence 
placed in you by your companies and 
you will decline many risks on which 
the commission might look attractive. 
By so doing you will raise yourself un- 
questionably in the estimation of your 
companies and have the consciousness 
of duty well done that will repay you 
many fold.—C. B. H. Loventhal, Nash- 
ville, Tenn. 





It is said that men are the architects 
of their own fortunes. We have some- 
times wondered how most of them man- 
aged to get by the building inspector. 
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SERVICE attracts progressive agents 
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GEORGE H. BELL, Chicago, 
Western Manager National of Hartford 











“Spontaneous combustion from an over- 
heated furnace,” is the way one agent 
reports a cause of fire. 


THE NATIONAL UNDERWRITER 
DES MOINES HAS CIVIC CENTER 


Des Moines was one of the first cities 
to adopt the commission form of city 
government. A few years ago the city 
received much publicity as the inventor 
of the “Des Moines Plan” of municipal 
administration. The municipal build- 
ing of the city is located in the 
civic center on the banks of the Des 
Moines river. Ten or 15 years ago the 
river front in Des Moines was an un- 
sightly place. The idea of putting pub- 
lic buildings on its banks was con- 
ceived, and the first building to be 
erected was the city library. Many ob- 


jected to placing this beautiful struc- 
ture in the old ugly part of town, but 


the people are agreed on the idea now. 


The east bank of the river is now 
adorned by the municipal building and 
the municipal court building. It is 
planned to have a federal court build- 
ing there eventually. On the west bank 
the library, the Coliseum and the post 
office are located. The unsightly banks 
have been covered with grass, flowers 
and shrubbery, and the wooden bridges 
have been replaced by stone and con- 
crete arched structures. 
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Power of Initiative 


Is the power of self-propulsion in 
your career. INITIATIVE to a man 
is the same as a motor to an automo- 
bile. You may look like a million dol- 
lars but you cannot go unless something 
pushes or pulls you. 

INITIATIVE is always in front, 
never among the retailers, the imitators. 
It is the plus quantity that makes talent, 
genius. It is the power that makes you 
go out and sell policies where there are 
no prospects. 








FOSTER-BARKER CO. 


Kennedy Bldg.—19th & Douglas Sts. 
OMAHA 


“If it’s worth anything 
—Have it Insured’’ 





The man who develops initiative 
cannot be kept down. He is bound to 
step out of the crowd and become an 
independent factor in his firm’s affairs. 
Take INITIATIVE into partnership 
with you and you cannot last very long 
in a small position, and the chances 
are you will ultimately become a mem- 
ber of the firm or your own boss in 
some particular line. 

And don’t forget that two-fifths of 
INITIATIVE is J. 

You wili have to do this yourself.— 
Reliance Bulletin. 





ROY C. RICH P. M. RICH 


RICH & COMPANY 


WE WRITE 


INSURANCE 


OF EVERY KIND 





Oskaloosa - - Towa 





**Get RICH Insurance’’ 
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One of Iowa’s Leading Insurance Companies 


Iowa Manufacturers Fire 
Insurance Company 


WATERLOO, IOWA 


Insures city, town and farm property against fire, lightning and tornado; automobiles 
against fire, lightning and theft, and plate glass against 


accidental breakage 


A Leader In Service to Its Agents. 


W. W. MARSH, President 


HERMANN 
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F. HIGHLANDS BURNS, 
President Maryland Casualty 








Riot and civil commotion insuran 
took a spurt during the recent strikes, 
but it is increasingly considered by pru- 
dent business men as an indemnity to be 

kept on hand.” With strikes threatened 

and not knowing where or when they 
may quickly materialize; with mobs of 
almost spontaneous origin and vicious- 
ness, and the untamed tendency to un- 
reason and violence of excited masses, 
provident property owners consider it 
worth the cost to have this sort of policy 
in their “strong box.”—Now and Then. 


Do you sell accident and health insur- 
ance, er would you like to? A publica- 
tion of interest—The Casualty Review, a 
live illustrated monthly magazine, the 
only one devoted solely, exclusively and 
constantly to accident and health insur- 
ance. Send 10 cents for sample copy or 
$1 for a year’s subscription to The Cas- 
ualty Review, 1362 Insurance Exchange, 
Chicago. 


QUDUEUOEUEUONEEUREOUEOAUOUGUUUUUUCUUUUUCUUUUCUEUEEROEOCUEOUCUOUUOOUQOUSUCCUUEUEEOOOUCUCUCUCUEQGGUUUUCUUUEEEEREOUGOGUOOEOOOOGUOGUGOOUEEEOREEREGUOOOOOGUGOGUUUUSEEEREROGUGOOOOOOOOOOOUUUDOUUOEOEOOOUUOOOCUGOUOOOGUCQ0CTEO0OOILE 


MILLER, Manager 
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W. A. ALEXANDER WADE FETZER W. E. DICKEY 


W. A. ALEXANDER & CO. 


General Agents 


The Fidelity & Casualty 
Co. of New York 


134 SOUTH LA SALLE STREET 
Chicago Illinois 


THE PREMIER CASUALTY AND SURETY 
AGENCY OF THE WEST 


Experts on hand in all branches of the business to work out 
and put through your propositions equitably to insured and 
insurer. Correspondence with insurance agents solicited. 
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Casualty and sure- 


ty business present 
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THE EMPLOYERS LIABILITY 
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CONKLING, PRICE & WEBB 
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Five big casualty 


and surety offices 





a bigger and bigger 


ASSURANCE CORPORATION,©. 


of London, England 


SAMUEL APPLETON, United States Manager 
Boston, Mass. 


opportunity to the 
insurance agent 
His 


future in these lines 


Accident and Health, Burglary, Employers’ Liability, 

Fidelity and Surety, Plate Glass, Steam Boiler, Fly 

Wheel, Workmen’s Compensation, Automobile, 

Liability, Property Damage and Collision, and all 
forms of Public Liability Insurance 


GEO. A. GILBERT 


Resident Manager for Illinois and Iowa 


Insurance Exchange Bldg., Chicago 


every year. 


depends partly on 
the quality of the 


service he gets. 
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that are serving 
satisfactorily many 
local offices in IIli- 
nois and adjacent 
states. They know 
the territory and 
are in tune with 


its spirit. 
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JOYCE & CO. 


INC. 
Chas. H. Burras, President 


THE ROOKERY _ : CHICAGO 
General Agents 


National Surety 
Company 


Casualty and Fire Insurance in all 
its branches written by this agency 


LARGEST SURETY BOND 
AGENCY IN THE WORLD 
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Especially Attractive Service to Agents and Brokers 
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We Will Bond You 


UNITED STATES FIDELITY & 
GUARANTY COMPANY 


Chicago Branch Office: 


601-630 Corn Exchange Bank Bldg. 


134 South La Salle Street 
Telephone Franklin 3600 


GEORGE E. BRENNAN MANAGER 
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STATEMENT JANUARY 1, 1920 


AMERICAN EQUITABLE ASSURANCE COMPANY 


of New York 


Assets Liabilities 


UU: Sieve Bonds) Cae ee $1,188,320.00 Capital Stock 
Bonds, Stocks, R. R. Notes and Mort- NR Sse ak eicng ihawasiees 1,109,418.59 


, Sage Loans Funds held under Reinsurance Treaties. 69,623.25 
Cash in Banks 353,749.66 


All other Assets 401,176.87 


$1,980,218.71 $1,980,218.71 


Surplus to Policyholders, $801,176.87 


R. A. CORROON T. A. DUFFEY 
President Vice-President and Secretary 


FIRE—STRIKE—CIVIL COMMOTION—RIOT— 
SPRINKLER LEAKAGE—AUTOMOBILE 


Agents Desired in Unrepresented Territory 
APPLY HOME OFFICE: 68 WILLIAM STREET, NEW YORK 











STATEMENT JANUARY 1, 1920 


KNICKERBOCKER INSURANCE COMPANY 
of New York 


Assets Liabilities 


U. §S. Gov’t Bonds $ 797,070.00 Capital Stock 


R. R. and Municipal Bonds, Mortgage Reserves 
Loans and Stocks 


Cash in Banks 013. 89,593.19 
All other Assets 295. 416,738.76 


$1,514,188.43 $1,514,188.43 


Surplus to Policyholders, $916,738.76 


R. A. CORROON, T. A. DUFFEY, 
President Vice-President and Secretary 


FIRE—STRIKE—CIVIL COMMOTION—RIOT— 
SPRINKLER LEAKAGE—AUTOMOBILE 


Agents Desired in Unrepresented Territory 


APPLY HOME OFFICE: 68 WILLIAM STREET, NEW YORK 
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Casualty Expiration Rights 


ownership of casualty expirations, 
Geo. D. Markham of St. Louis, 
ex-president of the National associa- 
tion, said that he felt that ownership 
of casualty expirations belongs to the 
agent, because of the following rea- 
sons: In order to get the business the 
agent must know the customer’s needs 
better than the customer himself. (2). 
He must know his policy contracts and 
what kind of a contract to use. (3). 
Must be able to meet the prospect’s 
objections one by one as they are 
brought up. These three points show 
that the agent creates the business 
The fourth point is that the agent has 
demonstrated his power to hold the 
business. The fifth and last point is 
that most casualty companies have rec- 
ognized the fact that the agent con- 
trols the business. 
Following Mr. 


Cowes the discussion on the 


Markham, W. D. 


JOHN F. STAFFORD, Chicago, 
Western Manager Sun 





Wilkinson of Charlotte, N. C., who has 
carried on a rather famous correspond- 
ence with the United States Fidelity & 
Guaranty Co., whose agency he dropped 
because of the stand taken by that 
company in regard to casualty expira- 
tions, outlined his views and told of 
his correspondence and experience with 
the U. S. F. & G. He scored that cor- 
poration mercilessly, saying that there 
is nothing to disrupt the National As- 
sociation of Insurance Agents that the 
U.S. F. & G. will not do. He declared 
that this company will pay excess com- 
missions or do anything to buy the 
business. He quoted from a letter of 
J. R. Bland, president of the. company, 
in response to the resolution on the 
subject of expirations passed at the 
last annual meeting, the burden of 
which was that any communication 
from the National association would be 
thrown into the waste basket. 


Donaldson Talks on 
Qualification Laws 


Insurance Commissioner T. B. Don- 
aldson of Pennsylvania, who is chair- 
man of the insurance commissioners’ 
conference committee, meeting with the 
National Association of Insurance 
Agents on agents qualification laws, 
said in his talk that a uniform bill will 
be presented in the various legislatures 
and should be backed heartily by local 
agents all over the country. He said 
that the only concerted backing his 
committee had received had come from 
the National association. 

He explained what he was doing in 
Pennsylvania under its present laws, 
stating that an examination is made of 
all applicants to see if they qualify to 
write insurance. The state has been di- 
vided into sixteen examination centers. 
The examiners investigate all the ap- 
plicants personally to see how they 
stand in their communities. 


He said that the companies cannot 


be expected to push the qualification 
laws unless they are politely forced to 
do so. He said that he visited one com- 
pany’s office that had been certifying 
to people applying for licenses that 
were absolutely unqualified to be in the 
business. He said that this company 
had certified to seven Italian applicants 
that could neither read or’ write. This 
company was told that if it could not 
find better material for agents he would 
refuse to grant further licenses. 

He said that when the uniform bill 
is presented to the legislatures it will 
be discussed from two aspects; first, 
the effect on the income of the state, 
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and next the reconciliation of the bill 
with the present status. 

At the close of Mr. Donaldson’s ad- 
dress F. V. Bruns of Syracuse, N. Y., 
said that he would like to place one 
more saint on the calendar and sug- 
gested that Mr. Donaldson be voted 
“Saint Thomas” by the association. 


Fletcher & Co., well-known local 
agents at Des Moines, gave a dinner 
Wednesday evening to the field men 
and managers of their companies who 
were in the city attending the con- 
vention. Clyde Fletcher presided over 
the honors for Cecil F. Shallcross. 





IOWA STATE CAPITOL 














The state of Iowa is putting the fin- “capitol extension” are located all the 


ishing touches on a large park around 
its state capitol building. Within this 


state buildings, including the state his- 
torical building and museum. 
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Prices—Today and Yesterday 


To Our Customers: 


HE insurance man who uses 

a stock Rough Notes form 
for his office records, or for pre- 
sentation to his customers, secures 
a form which is efficient, well- 
designed, tested, well-printed, and 
at a much lower cost than the 
most poorly printed form made 
especially for his own use. 


Advances in cost in paper, 
printing and bookbinding have 
been heavier than perhaps in any 
other line. Hardly an item which 
enters into the manufacture of 
Rough Notes Insurance Supplies 
but has increased in cost from 
100% to as high as 1,000%, as 
compared to 1910. Paper has 
increased from 100% to 500%; 
printing has more than doubled; 
bookbinding materials have in- 
creased from 200% to as high 
as 1,000%; office expense has 
doubled; rent has doubled. 


Acareful analysis and compari- 
son of prices shown in the 1916 
Rough Notes Catalogue, and in 
the 1920 Catalogue, recently off 
the press, shows, on articles man- 
ufactured by us, 


An Average Increase 
of 45 Percent. 


During the past four years, 
Rough Notes has enjoyed a larger 
volume of business than ever be- 
fore in its history, and in this 


greatly increased volume is the 
explanation of this record. Large 
production reduces manufactur- 
ing cost; after goods are put on 
the shelves, they must be sold, 
orders entered and cared for, ac- 
counts entered and collected. All 
of this “‘overhead’”’ expense, as ap- 
plied to the individual order, re- 
duces directly with the volume of 
business. 


Rough Notes Insurance Sup- 
plies are today sold on a smaller 
margin for expense than ever be- 
fore. 


As one of our friends and cus- 
tomers, we believe you are inter- 
ested in these facts. 


But more important, perhaps, 
as a permanent customer we wish 
to point out that you have a di- 
rect financial interest in increased 
business for this house devoted to 
your service. If you have a sat- 
isfactory office system, you are 
doing your fellow agent a real 
service in calling his attention to 
it. And you are directly helping 
to reduce the prices on your own 
future purchases, by making pos- 
sible greater quantity production. 

Why not send us, on a postal 
card, the names of several friends 
in the insurance business who you 
think should have our new cata- 
logue. And by all means add 
your own name, if you have not 
already received your copy. 


Everything for the Insurance Man 
Indianapolis 


Associated with The National Underwriter Company 


Cincinnati 


Chicago 


New York 
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The Rough Notes Company 
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CENTRAL NATIONAL 


Fire Insurance Company 


Des Moines, lowa 
Capital Stock, $500,000.00 Assets, $1,990,053.14 





GEO. J. DELMEGE, 4 - ae, THEO. F. GREFE, 
President |« 43 ree » ‘ R a, Secretary 


ann 1 a : so re 2a ey te ae 7 B| A. H. WATSON, 
ce Presiden — ‘ pong rf ti WT ree SA ; Asst. Secretary 
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F. C. WATERBURY, ‘ z ba CHAS. 0. GOODWIN, 
Vice Presiden: : HW 4 a M¢ér. Auto. Dept. 





SIMON CASADY, See ee = : . : : eo ph: ae ee = a scat —* ~ 2 tS oe as ieee Be Fo : amet HENRY, 
Treasurer wl - ste ol epueneceea mit Counsellors 








HOME OFFICE BUILDING, DES MOINES 


A Central Western Company 
For Central Western People 
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ELLING, without service, is like deserting the bid- 
den guest at your table—he may finish his meal 
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alone, but is not likely to come again. 


The agent who feels every day, that his clients’ 
interests are his own—to cultivate, to improve by con- 
structive suggestion, to guard by every reasonable 
precaution, is building his business on a firm founda- 
tion that will command confidence. 


A double responsibility rests with the 
company itself—its responsibility to both 
assured and agent. It will continue to 
be the aim of this thoroughly American 
company to fulfill this responsibility to 
the constant satisfaction of both agent and 
assured. 


The Continental 


Insurance Company 


Cash Capital HOME OFFICE: HENRY EVANS 
Ten Million Dollars 80 Maiden Lane, New York President 
Canadian Department: Pacific Coast Department: Western Department: 
W. E. Baldwin, Manage C. E. Allan, Secretary J. R. Wilbur, Secretary 
17 St. John Street Insurance Exchange Building 332 South La Salle Street 
MONTREAL SAN FRANCISCO CHICAGO 


Continental Commands Confidence 
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